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New-Car Stocks 
Top 525,000 but 
Head for Plunge 


Nov. 1 Inventory 
Not Big Enough to 
Offset Output Cuts 


By Maynard M, Gordon 
News Editor 
W-CAR inventories in dealer 

possession held steady at a 32- 
day supply as of Nov. 1, but are 
due for a sharp drop this month 
because of production curtailments. 
The Automotive News monthly 
tabulation showed that an esti- 
mated 525,568 new models were in 
dealer stockpiles at the outset of 
November. This was up only 1.2 
percent from the 519,538 units 
counted Oct. 1. 

Although the November inven- 
tory was the second highest of all 
time for this month, few dealers 
were complaining of oversup- 
plies. The steel strike, of course, 
was the reason for lower-than- 
norma] shipments. 

Dealers representing the lowest- 
priced makes, including both the 
new and the established compact 
ears, were long on customers but 
short on merchandise, The sole re- 
fports of adequate inventories 
temmed from dealers in medium- 
‘priced makes, and in several of 


Top Cars 
No October new-car registra- 
tions were available last week 
from R. L. Polk & Co. Top Cars 
will resume next week. 








these cases lowest-priced body 
styles were hard to come by. 


* of * 

Hic# EST November stockpile 

ever recorded came in 1955, 
When 569,335 new cars were in deal- 
er storage. That load, reflecting the 
inflated volume of the record boom 
auto year, was viewed with greater 
alarm than the November inven- 


eg 1959. 
month’s stockpile, for one 
thing, consists one-fourth of 1959 


cars. The November inventory in 
1955 consisted almost entirely of 
, Since production of ’56s did 
not roll into volume gear until the 
Month had begun. 
After disposing of approxi- 
mately 190,000 cars of ’59 vintage 








This Simca Fulgur is a French ‘dream 


Philadelphia Sees Simeca's 'Dream'— 


BE 







car" of the future designed to be con- 


trolled by an electronic brain which is fed travel instructions by the driver. Instead 
of the conventional gasoline engine, it is driven by electric motdérs on its two rear 
wheels. The Fulgur, a full-scale styling prototype, had its American premiere Friday 


(Nov. 13) at the Philadelphia Auto Show. 


(See auto show roundup, Page 3.) 


Car Sales 


By Robert 


to Suffer 


‘Until Turn of Year 
As Pipelines Refill 


M. Lienert 


Associate Editor 


RETURN to work in the steel mills will bring little im- 
mediate help to the nation’s new-car dealers. 
Plagued by shortages in the course of the hottest intro- 





ductory period in five years, 
dealers now see little hope of 
recouping before the end of the 
year. 





In fact, for dealers in most lines, 





5-Millionth Car Due as ’60 


Flow Hits Low ... 





By Martin L. Whitmyer | 
Staff Writer 
ESPITE the fact the nation’s 
steel mills are back in opera- 
tion through Government interven- 
tion, it appears unlikely that the 
auto industry will be: able to ap- 
proach full-scale assembly sched- 
ules for another five to|six weeks. 
Car output in the U, S. hit bot- 
tom for the 1960-model run last 
week as only 61,797 units were 
built. The industry turned out 

63,451 cars a week earlier. 

Production milestones include the 
five millionth car of 1959, to be 
built this week, and Ford’s sur- 
passing of Chevrolet in calendar- 
year car output. } 

General Motors’ car assembly op- 
erations skidded to a haJt as Chev- 
rolet closed its Kansas City and 
Willow Run units, which build the 
Corvair, and its St. Louis plant, 
which turns out the Corvette. Buick 
shut its Flint lines Tuesday. 

OK oK * 


7 SEWHERE among the Big 
Three, Ford Motor accelerated 
production by putting three of its 
17 assembly plants on five-day 
schedules and one unit on six-day 
operations. Ford also increased 
schedules from three to four days 
at 13 other plants. Chrysler Corp. 





(Continued on Page 4, Col. 1) 
* * * 


had its Chrysler-DeSoto plant in 
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Dealers’ Total New-Car Stocks 


{Domestic Makes in Field and in Transit) 


GJ; 525,568 Cars 


286,482 Cars 


{Of 444 519,538 Cars 


897 Cars 
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PREVIOUS 


HIGH 
976,390 Cars—Aug. 1, 1959 





RECORDS 


Low 
157,607 Cars—Nov. 1, 1954 








—Automotive News compilation 


Full Output 5 to 6 Weeks Away 


Detroit and Dodge-Plymouth unit 
at Newark, Del., on three days; its 
St. Louis plant on five days, and 
other units on four days. 

Ford Motor said it hépes to put 
more of its assembly plants on five 
days this week, but Chrysler, as 
of press time, planned to work the 
same schedule as last week. A 
Chrysler jspokesman said it is still 
a question as to how many plants 
will be working next week. 

American Motors cut back to 
five-day operations to conserve its 
steel supplies, and Studebaker- 





Packard continued to operate on 
a five-day schedule. 

The cutback in output at AMC, 
plus the cessation of Corvair as- 
semblies early in the week, sliced 
“compact” car production to an 
estimated 22,660 units, or 36.7 per- 
cent of total factory assemblies last 
week. A week earlier the compacts 
captured 39.6 percent of total in- 
dustry output on 25,154 assemblies. 

ok * * 


LTHOUGH the steel! industry 
reports that long idleness of 
(Continued on Page 69, Col, 3) 





U.C. Stocks Reach ’59 Peak; 


Compacts Play 


| THE face of the year’s fattest; in October, which brought in a 
used-car inventory and declining | 


wholesale prices, the majority of 
dealers last week agreed that the 
new compact cars have had no ef- 
fect on used-car sales. 

Most were quick to add, how- 
ever, that things could get tough 
on the used-car lots in the im- 
mediate future. They implied that 
the compacts have had no affect 
so far simply because such a 
relative few have been sold, 

If and when the direct reaction 
occurs, according to the consensus, 
if will be felt only on higher-priced 
used units and will skip metropoli- 
tan areas. 

ok a 
CCORDING to AUTOMOTIVE 
News’ estimates, stocks of un- 
sold used cars held by franchised 
dealers as of Nov. 1 soared to a 
44.6-day supply, the highest re- 
corded since March, 1958. 

The pileup came only a month 
after stocks had been trimmed to 
the year’s low of 25.9 days. 

In the wholesale marts last week, 
overall average prices were down 
$14 after two consecutive gains in 
the immediate prior weeks. 

Interestingly, the year’s most 
rapid growth in used-car stocks— 
a 30-day gain of 2.2 percent—came 
during October, the month which 
saw the new compacts join the 
new-car sales race. 

a * 
T, dealers were unwilling to 


+ 


* 


connect the {wo developments. 
Two other reasons were most often 
advanced for the growth in used- 
car stocks: 














No Role Yet 


flood of trades. 

2. A slow market for used cars 
corresponding to a pattern noted in 
other years at introduction time. 

While this might be considered 
slicing things pretty thin in assess- 
ing the compacts’ impact, dealers 
insist they see it that way. 

Despite twin pressures of stock 
and price, most dealers continued 
to report good profits, Fewer than 
15 percent of reporting dealers last 
month indicated any unhappiness 
with used-car profits. | 

Most used such terms as “good” 
or “excellent” in discussing profits 
and other dealers said they were 
experiencing better grosses than 
ever on used-car transactions. 

+ ot OK 
AST month’s inventory increase, 
amounting to 72.2 percent, com- 
pared with a reduction of 30.6 per- 
cent a month earlier. 

Although the average inventory 
rose sharply, the proportion of 
dealers with stocks under a 15- 


4 


the supply situation will worsen 
before it gets better. This is a re- 
sult of the lead time required to 
get steel supplies rolling again and 
the auto pipelines refilled. 

The dealer outlook is, at best, 
uncertain. 

+ * * 
OST trade observers believe 
that new-car retailers are in 
for a rough period in the next six 
to seven weeks unless manufactur- 
ers are able to ship much faster 
than is now indicated. 

Here is the picture among the 
various lines: 

General Motors dealers have 
been hurt most, with their fac- 
tories having gone down first. 
Rambler dealers are in short sup- 
ply, but this is largely due to 
limitations on production facili- 
ties rather than a steel shortage. 

Ford division and Chrysler Corp. 

dealers are in fair shape, although 
“holes” have appeared in their in- 
ventories. Falcons and Valiants are 
particularly scarce. 

Plenty of cars are reported by 
M-E-L and Studebaker dealers, al- 
though some expect a shortage to 
develop before regular shipments 
resume. 

a ~ 7 

N THE GM lines, Chevrolet deal- 

ers are already scraping the bot- 
tom of the barrel in many cities, 
and most say they will be com- 
pletely out of cars by Dec. 1. A 
Southern Chevrolet dealer said he 

(Continued on Page 65, Col, 1) 


FTC to Probe 
U. C. Bait Ads 
In Washington 


By William Ullman 
Washington Bureau Chief 
ASHINGTON.—S purred bya 
week-long expose in the Wash- 
ington Star of shady used-car sales 
tactics in the nation’s capital, the 
Federal Trade Commission last 
week ordered an investigation of 
“bait advertising.” 

Harry A. Babcock, FTC execu- 
tive director, said the purpose of 
the probe would be to bring 
“whatever action is necessary to 
halt such chicanery” by auto re- 
tailers. 

The Star articles had charged 








day limit more than doubléd 
those of the previous month, | 
when the average inventory | 
stood at the year’s low. 
On Nov. 1, said 14.3 percent of| 
(Continued on Page 4, Col. 5) ; 


that about 10 percent of Washing- 
ton’s used-car dealers were engag- 
ing in a variety of unscrupulous 
practices to defraud the buyer, 
Among the schemes was offering 
(Continued on Page 68, Col, 1) 








1, Exceptional new-car demand 


What’s ahead in steel 





Inside Automotive News... 


Rebuilders enjoying boom, Page 28. 
Report from Italian auto show, Page 2. 
New device tells oil condition, Page 40. 
Connecticut dealer meeting, Page 38. 


dispute? Page 8. 
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Some Imports Hit 
Already, AFC Told 


Full Dealer Gross 
Reported on Compacts 


By Ed Brown 
Staff Correspondent 
NEW YORK.—American com- 
pact cars have already made an 
impact on the medium-priced im- 
ports, although the extent of the 
impact cannot be measured as yet, 
according to Maxwell C. King, pres- 
ident of Pacific Finance Corp. 
He made the comment while 
participating in a press confer- 
ence for finance company officials 
at the convention of the Ameri- 
can Finance Conference, a trade 
group for independent finance 
companies. 


King said he felt the low-priced 
imports would not be affected by 
the domestic compacts. 

Another panel member, Clarence 
L. Landen, president of Securities 
Acceptance Corp. of Omaha, said 
dealers were getting full gross on 
the new compacts and probably will 
continue to do so for four to six 
months, due to limited production. 

In other developments at the 
AFC convention, Studebaker-Pack- 
ard President Harold E, Churchill 
told the group that competition is 
nothing new in the auto industry 
and intense competition will not 
keep S-P from moving forward. 

Ray H. Matson, president of 
the First National Bank of Chi- 
cago, predicted that the sale of 
68 million cars in 1960 is a strong 


Meanwhile, at the American 
Bankers Assn.’s Mid-Continent 
Trust Conference in Detroit, Byron 
J. Nichols, Chrysler Corp. automo- 
tive sales group vice-president, said 
that Chrysler is continuing its 
study of whether to enter the auto 
financing business. He gave no hint 
on what decision would be made or 
when. 

The tenor of the AFC press con- 
ference was that, in spite of the 
steel situation, the automobile in- 
dustry is heading for another boom. 
As substantiation of this theory the 
panel stated that financing volume 
is setting records every month. 

It was predicted that credit rates 
will continue about the same as 
1959 and that there will be an ade- 
quate supply of money to service 
the boom. 


While the supply of money ap- 
to be adequate to service 
boom which might arise, it 
the general feeling that a 
maximum amount of selectivity 
be used by finance companies 


"s average terms of 30 to 
36 months for a new car, and 20 
to 24 months on used cars are ex- 
pected to continue. Should money 
become tighter, an “upgrading 








process” would more than likely 





Press Guest— 


Studebaker-Packard President Harold E. 
Churchill, center, was featured speaker at 
National Press Club in Washington. Here, 
Churchill introduces Courtney Johnson, left, 
former Studebaker executive, to Press 
Club President William Lawrence, of the 
New York Times. Johnson now is assistant 
Secretary of the Army. 


Power to Retire 
From Chevrolet; 


‘Super Salesman’ 


DETROIT.—W. G. Power, one of 
the auto industry’s top personalities 
and a public speaker of national 
repute, will retire as Chevrolet na- 
tional advertising manager Jan, 1. 

The retirement of Power, 63, and 
the appointment of Jack Izard as 
his successor, were disclosed by 
K. E, Staley, gen- 
eral sales man- 
ager. Izard, cur- 
rently Peoria 
(Iil.) zone man- 
ager for the com- 
pany, will be re- 
placed by Leon 
Dorn, an assist- 
ant advertising 
manager. 

A 31-year vet- 
h eran with Chev- 

W. G. Power rolet, Power’s re- 
nown as a stimulating orator has 
extended far beyond the confines of 
his organization. During the war, 
he was “on loan” to the govern- 
ment as a bond and Red Cross 
speaker, 

Power served in Chevrolet sales 
promotion, sales training and var- 
ied administrative capacities in the 
field before becoming Jacksonville 
(Fla.) zone manager. Later he 
headed the Chevrolet metropolitan 
city department. 

Izard started with the company 
in 1937 as an El Paso parts and 
accessories representative. 








Jack Izard “Leon Dorn 





(Continued on Page 6, Col, 1) 
Business B t 
Automotive News Economic Index — 
94.9 Percent of Last Week 
93.1 Percent of Like Week Last Year 
Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production ............... 63,451 62.5 50.6 
Truck Production .............. 13,663 84.0 55.0 
Auto Registrations—yYear to date.. 4,635,346 chet 133.5 
Truck Registrations—year to date. 725,211 ide 134.5 
Steel Production—tTons ......... 368,000 99.2 18.3 
Lumber d feet... 256,037,000 98.9 101.2 
Paperboard Production—Tons.... 319,477 96.1 102.6 
Soft Coal Output—tons ........ 8,075,000 99.6 91.9 
Oil Refinery Output—Barreis ‘ 47,247 000 99.4 95.1 
Electric Output—Kilowatt hours.... 13,019,000,000 100.3 105.8 
Barometer Freight Car Loadings 348,261 96.4 90.9 
Department Store Sales Index .. 145 96.7 106.6 
Stock Market Price Index....... 420.3 100.3 109.1 
U.S. Government ae 
—Fiscal year to date ............ $32,973,518,000 See 100.5 
Commercial and industrial Loans $29,516,000,000 99.9 tt 
Savings Deposits ................ $30,532,000,000 99.9 101.0 
Used-Car ces-—Average........ $948 98.5 107.6 
Business Failures ................ 265 97.1 80.1 
Common 
Stocks Nov. 1] Nov.4 1959 Range Stocks Nov. 11 Nov. 4 1959 Range 
ae 92 95%, 96%-25%% (SRS 48%, 49% 57%-39% 
Chrysler... 63% 59 72%-50% Mack...... 45%, 46 49% -32%, 
Ford....... 76% 81%, 854,-50% oy tee 26. 27%, 29%4- 9% 
GM........ 51% 52% 58%-45 White...... 62%. 59% 62%-40% 
(Nov. 16, 1959) 














At International Auto Salon... 








Special Bodies Are King in Turin 


By George L, Glaser 
European Correspondent 

TURIN, Italy—Special bodies — 
that is what brings stylists from 
all car-building countries to Turin 
and its International Auto Salon. 

But a question has come up: 
“Is it sufficient just to make 
something different, if the end 
product is not more functional 
as well as offering advanced 
styling?” 

All special bodies cannot be call- 
ed beautiful. Each has his own 
ideas about styling beauty. What 
looks good to some will displease 
others. 

Writers at the Auto Salon were 
not enthused by the experimental 
body of the Chrysler 250. It falls 
strictly under the heading: “Made 
to look just different.” The car ap- 
pears to be what happens when you 
have to do some styling but are 
out of ideas. 

However, when Ghia goes in for 
advanced styling, the result looks 
different. Ghia’s car of the future 
for the Auto Salon was the Selene, 
which is the company’s idea of 
what coming rear-engine cars 
should look like. 

To begin with, the driver's 
compartment is placed ahead of 
the front wheels to obtain the 
most benefit in terms of weight 
distribution and road view. 

The car can be driven from either 
the left or right front seat as 
the steering wheel, really a partial 
wheel like those used in airplanes, 
swings in front of either seat. 

Most controls, including the 
push-button shift, are set in a con- 
sole which is placed between the 
front seats. Dash instruments can 
be seen from either seat, 

The rear compartment is a living 
room on wheels with two pairs of 
club chairs which face each other. 
A bar is set between the two rear- 
most seats. The luggage space is 
now in the rear but the engine de- 
tails remain to be worked out. 

It could be a short pancake, 


Rambler Ahead 
In First Reports 
Of Compact Sales 


DETROIT.—First new-car regis- 
tration reports separating compacts 
from their parent makes were re- 
ceived last week. 

The breakdown was reported by 
only a few cities. In most cases, 
Corvairs were included in the 
Chevrolet total, Falcon in the Ford 
total, and so on. 

Totals could not be interpreted as 
a measure of demand, since in 
nearly every case sales were lim- 
ited only by dealer supply. In addi- 
tion, Valiant made its debut so late 
in the month that only a scattering 
of registrations were cleared before 
the month’s end. 

October reports received with 
compact-car counts included the 
following: 

MINNEAPOLIS—Rambler, 225; Cor- 
vair, 139; Falcon, 100; Lark, 78, and 
Valiant, 6. 

INDIANAPOLIS—Rambler, 124; Cor- 
vair, 63; Falcon, 60, and Lark, 47. 

BirMINGHAM, ALA.— Rambler, 57; 
Lark, 40; Corvair and Falcon, 15 
apiece. 

MippLetown, O.— Rambler, 41; 
Corvair, 29; Falcon, 15, and Lark, 6. 

Datitas — Rambler, 209; Corvair, 
129; Falcon, 50, and Lark, 49. 

ToLepo—Rambler, 80; Corvair, 77; 
Falcon, 56; Lark, 46, and Valiant, 1. 








Annual Auto Show Issue 
To Be Published Dec. 7 


Featuring four-color photos of 
all 1960 models, the fourth annual 
Automotive News Auto Show 
Issue will be published Dec. 7. 

Included also in this annual 
edition will be the top selling fea- 
tures of the 1960 cars, engineer- 
ing and styling developments, 
prices-and specifications of all 
makes. Innovations by supplier 
companies will likewise be dis- 
cussed. 

Detailed stories and photos of 
1960 trucks will also be a part 
of the Dec. 7 issue. 


boxer engine placed ahead of the 
rear axle line to eliminate over- 
steering. The Austin 7 idea could 
be used—placing the transmission 
and differential under the short 
engine and drive the individually 
suspended rear wheels with sep- 
arate drive shafts. 

Fiat, being in fourth place among 
European car makers, is mostly in- 
terested in getting production 
above the current 1,750-per-day 
unit rate. To increase its competi- 
tion for sales of two-seat sports 
coupes, Fiat showed a second model 
in this class. 

This unit has a 1,500-c.c. engine 
equipped with two overhead cam- 

a * +. 


Scenes from 





At Italy's International Salon— 


show closed last Wednesday. 
* * 


Chrysler 250 Sports Coupe— 


Auto Salon. The car is referred to by some 





Dealer Failures 
Dip; Record Set 


In Car Financing 


Two statistical reports issued last 
week concerned the auto industry. 
One showed that dealer failures 
have declined while the other listed 
a new record on the proportion of 
new-car sales that are financed. 

Dun & Bradstreet said that 40 
vehicle dealers failed in the third 
quarter, down from the 63 failures 
in the second quarter and the 74 
in the third quarter of last year. 
There were 149 dealer failures in 
the first nine months of this year, 
a little more than half the 282 fail- 
ures in the like period of 1958, 


There were 189 failures among 
all other types of automotive 
retailing establishments in the 
third quarter. These include ac- 
cessory dealers, repair shops and 
service stations. Failures in this 
group totalled 205 in the second 
quarter and 158 in the third quar- 
ter of last year. 


Total retail failures in the third 
quarter amounted to 1,623, compar- 
ed to 1,871 in the second quarter 
and 1,668 in the third quarter of 
1958. 

The Federal Reserve Board re-| 
ported that 84 percent of the new) 
cars sold in September were financ- 
ed, a record high percentage, The 
figure compares with 67 percent fi- 











nanced in August. 


ian Government, 
cupied with filling orders and did 





This is an overall view of the International Auto Salon in Turin, Italy. The a 
It was the last of Evrope's new-model season. 


This is the Chrysler 250 sports coupe which was shown at the Turin International 


reported that the car failed to excite press enthusiasm at the show. 
I 


Tatra's ‘Facauieen 


ered by this air-cooled V-8 engine. Th 
car has the world's only rear-mounted V-8 


Left or Right Drive— 


| possible either left or right-hand driving. 
Both front seats have foot controls and 
the steering wheel swings to either side. 
Other controls including the push-button 
shift are set in a panel placed between 
the front seats. 


shafts and all the other trimmi 
of genuine sports engines. 


Fiat is now in full production 


the six-cylinder jobs introdu 
this spring in Geneva. A new t: 
has been introduced—the 45/N 
payload of 4% tons. It is desig 
in accordance with the new Ital 
vehicle code which may soon bh 
come the code for all of Europe. © 


Lancia is enjoying heavy or- 
ders for its station wagon on 
which the rear door swings out, 
The unit has modern but classi- 
cal styling. 

Alfa-Romeo, owned by the Itak 
is presently oc- 





(Continued on Page 68, Col, 3) 
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Italy's Show 





as the Valiant 250 sports coupe. It was 












The Czechoslovakian-built Tatra is pow- 


























The experimental Selene by Ghia makes 
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New York State Officers— 


New officers of the New York State Automobile Dealers Assn., installed at Albany, 
are, seated, from left, J. E. Sayles (Pontiac-Cadillac-Vauxhall), 
president; James J. Clarkeson (M-E-L-Rolls-Royce), Schenectady, 
Walter E. Heingartner (Chevrolet), Brooklyn, president, and John 


Studebaker), Rochester, outgoing president 
Evers jr., Albany, executive vice-president; 
Bingh t treasurer; Framk L. 


Van 


tan leh 








Benschoten (Dodge), Poughkeepsie, second vice-president; Samuel S. Giles (Chev- 
rolet), Port Jefferson, secretary, and R. Harold Craig (Dodge-Simca), Albany, treasurer. 


Suffern, third vice- 
first vice-president; 
G. Dorschel (Buick- 
and new life director. Standing: John J. 
Wendell H. Miller (Dodge and Plymouth), 
Shaw (Dodge), Oswego, director; Wesley 





Show Called a Success ... 





St. Louis Goes Outdoors 


ST, LOUIS “experiment’’—the 

Greater St. Louis Automotive 
Assn.’s first outdoor auto show with 
free admission—has been termed a 
success. More than 160,000 attended. 
the 11-day show. 

“Sales and good prospects were 
reported by nearly all of the ex- 
hibitors,” said Ed Hayward, exec- 
utive vice-president of the dealer 
group. “Generally everyone 


4U.C. Dealers 
Accused of Taking 
Stickers Off Cars 


SAN FRANCISCO.—F our used- 
ear dealers in the San Francisco 
area have been accused by the U. S. 
of removing price labels illegally 
from new autos. They are: 

Edward Shapiro, manager of 
Stanway Motors, nine counts; Jack 
C. Miller, manager of the San Jose 
lot of Bonded Motors, Inc., seven 
counts; Archibald Thomson, op- 
erator of “Scotchman’s Corners,” 
San Jose, seven counts, and Robert 
W. Richard, president of Columbus 
Motors Co., Inc., with lots in Oak- 
land and Daly City, four counts. 

Shapiro defended his actions by 
contending that dealers face con- 
flicting regulations. 

“There’s a State regulation that 
says the minute a car is registered 
and licensed, it immediately be- 
comes a used car,” he said. “That’s 
what we’ve been led to believe.” 

But Bernard Petrie, assistant 
U. S. attorney general, had this 
comment: 

“If a used-car dealer bootlegs 
new cars from a franchised dealer 
for resale, the label cannot be re- 
Moved until the car is resold and 
delivered to the ultimate pur- 
chaser.” 

Each count carries a maximum 

nalty of one year in jail and a 

,000 fine. The four men were 
Scheduled to appear today (Nov. 
16) in U. S. District Court. 
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seemed to feel the show was very 
successful.” 
He said a questionnaire will be 


At Connecticut Convention 





Galles Urges Dealers 
To Shun Blitz Methods 


By Clarence T. Hubbard 
Staff Correspondent 

HARTFORD, Conn.—“Don’t blitz” 
was the advice of NADA President 
Herbert L. Galles jr. in a speech 
before the convention of the Con- 
necticut Automotive Trades Assn. 

He urged dealers to conduct 
their businesses to earn a reason- 
able profit and said this could be 
accomplished through a study of 
management. 

He cited the case of an Inter- 
national-Pontiac dealer in a town 
of 17,000 who lost money in his 
service department for 14 years. 
The dealer turned the operation 
over to his son who had studied 
business administration. The son 
moved the business from red ink 
to a profit of better than 5% per- 
cent. 

“Enforce prices and take a lead 
in labelling cars, holding the price 
line,” Galles said. He urged dealers 
to tell their communities the real 
story of the auto industry and how 
it held the price line on the 1960 
models, despite increased costs of 





mailed to each dealer shortly to 
obtain individual comments on the 
display at the Westroads shopping | 
center, The show was cosponsored | 
by the center, dealer group and) 
Life magazine. 

A heavy rain on one of the days, | 
which forced an early closing, and | 
two days of cold weather held down 
the attendance, Hayward added. 
Less than 4,000 turned out on the! 
two cold days, he said. | 

+ of * 





O SHOWS are scheduled to open 

this week. Philadelphia and Los 
Angeles dealers lifted the curtain 
on larger exhibits last week and 
retailers in Baton Rouge, La., 
closed their display Nov. 15. 

A model of a Simca “dream 

(Continued on Page 69, Col, 4) 








Finlay in Europe 
Editorial Director Robert M. 
Finlay’s column, “Dealer Forum,” 
will be resumed next week upon 
his return from a trip to Europe. 








labor and materials. 

Galles said that Ford alone saved 
$800,000 by using some dies Over 
again. He said this sort of ingenu- 
ity on economy must be injected 
into the whole business. 

As a remedy for fears of the 
factory, Galles suggested close 
relationships with factory offi- 
cials. He cited his personal con- 
tacts. with factory officials, say- 
ing across-the-table talks are 
most helpful. 

Galles urged the dealers to stick 
together and work with NADA for 
the improvement of the industry. 

“Let’s have a unified team nation- 
wide so as to impress the Govern- 
ment and the public with the out- 
standing qualities of our profes- 
sion,” he said. 

James C. Downing, Atlanta 
imported-car dealer, told CATA 
members, “There are more import 
compact cars now on the seas 
heading toward America than at 
any other time.” 

Downing, who has just returned 





Sprite Averages 56 M.P.G. 
To Capture Mileage Rally 


SANTA MONICA, Calif—An Aus- 
tin-Healey Sprite averaged 565 
miles per gallon to top 45 finishers 
in the Mobil Mileage Rally. The 
Sprite was piloted by Jim Parkin- 
son, who drove a Cadillac to victory 
in this year’s Mobilgas Economy 
Run, 

Forty-seven cars competed in 
the mileage rally, and only two 
dropped out during the 345.6-mile 
grind. 

The test started in downtown 
Los Angeles and ended at the 
Santa Monica Civic Auditorium. 
There were 286 traffic control sig- 
nals or signs along the route. 

The finishers averaged 38.42 
m.p.g. and maintained an average 
speed of 38.89 m.p.h. One refueling 
stop was scheduled. 

The event was sponsored by 
General Petroleum Corp. and was 
sanctioned and conducted by the 
U. S. Auto Club, All cars were re- 
quired to be stock models of for- 
eign manufacture. 

In addition to the Austin-Hea- 
ley Sprite, three other entries 
averaged better than 50 m.p.g. 
They were: Berkeley, 55.85; Fiat 
500, 55.3, and Fiat Abarth (Za- 
gato), 52.97. 

The cars were entered by im- 
porters or dealers. There were four 
classes for sedans carrying four or 
more passengers and two classes 
for sports cars. Classification was 
determined by engine size in cubic 

centimeters. 

The finishers and their miles per 
gallon were: 

Class A (under 750 c.c.)—Fiat 500, 
55.3; Fiat Abarth 750, 49.16; NSU 
Prinz, 48.67; Renault 4-CV, 42.72; 
Citroen 2-CV, 38.51. 

Class B (750 to 1,099 c.c.)—Re- 
nault Dauphine, 46.25; Lancia 
Appia, 42.8; Austin A-40, 42.24; 





Morris 1000, 41.34; Triumph, 38.61; 
Fiat 1100, 38.43; DKW, 36.69; Goli- 
ath, 34.91; Skoda, 33.73. 

Class C (1,100 to 1,599 c.c.)— 
Volkswagen, 43.67; Porsche, 40.94; 
Austin A-55, 39.21; Datsun, 37.37; 
Simca Aronde, 37.25; Fiat 1200, 
36.99; Opel, 36.42; Morris Oxford, 
34.38; Peugeot, 34.33; Vauxhall, 
34.07; MG Magnette, 32.63; Volvo, 
32.45; Hillman Minx, 32.02; Toy- 
opet Crown Custom, 25.45. 

Class D (over 1,600 c.c.)—Citroen 
ID-19, 35.35; Taunus, 31.86; Ford 
Consul, 29.15; Mercedes-Benz 180, 
28.34; Lancia Flaminia, 27.63; Simca 
Vedette, 22.4. 

Class E (sports cars under 1,600 
c.c.) — Austin-Healey Sprite, 56.5; 
Berkeley 60, 55.85; Fiat Abarth 
(Zagato), 52.97; Lotus Elite, 49.7; 
Karmann-Ghia, 47.38; Alfa Romeo, 
40.16; MG-A, 33.46; Simea, 32.31. 

Class F (sports cars over 1,600 
c.c.)—Triumph. TR-3, 33.93; Mer- 
cedes-Benz 190, 33.61; Austin-Hea- 
ley, 31.98, 


Maryland Dealers 
Meet Wednesday 


BALTIMORE.—T he Automobile 
Trade Assn. of Maryland will hold 
its annual meeting Wednesday 
(Nov. 18) at the Sheraton-Belve- 
dere Hotel here. There will be an 
afternoon business session followed 
by a reception and dinner, 

Speakers will be William Hamil- 
ton, NADA membership director, 
and Louis P. Shannon, of E. I. du- 
Pont de Nemours, Inc. 

Ferd Onnen, association presi- 
dent, will deliver his report to the 
members, and officers and directors 
will be elected. 





from an extended tour of European 
factories, said that output is near 
full capacity, indicating that the 
number of cars sent to the U. S. 
will remain at about the present 
level. 

Connecticut Gov. Abraham Ribi- 
coff reviewed State actions affect- 
ing the auto industry and said, “I 
do not believe in making the auto- 
mobile industry a whipping boy. 

“I’ve never had any difficulties 
with Connecticut dealers. But it 
seems to me that car repairs are 
too expensive, due to design. 

“You can price buyers out of the 
market unless insurance losses 
diminish through reducing acci- 
dents and by improved car design. 
This cannot be forced. We must 
continue to work together to reach 
these important objectives.” 

Thomas O. Waage, assistant 
vice-president of the Federal Re- 
serve Bank of New York, assured 
dealers on the supply of credit 

for 1960 models. He said he did 

not expect money to get any 

tighter in the near future than 
it has been in the last six months. 

Officers elected included Richard 
H. Burkhart (Dodge), Waterbury, 
president; Arthur J. Roy (Buick), 
Willimantic, first vice-president; 
Delbert Rau (Chevrolet), New 
Britain, second vice-president; 
Roger J. Soulen (GMC), East Hart- 
ford, secretary, and Harry B. Hart- 
ley (Buick), Hartford, treasurer. 





Open House Plan 
Pleases Dealers 
In Coast City 


SANTA BARBARA, Calif. — The 
12 new-car dealers in this commu- 
nity believe they have hit upon the 
best method of building up active 
prospect lists. 

They have just held their fourth 
annual “Auto Open House,” and as 
usual hundreds of car-conscious 
residents of the area flocked to 
their showrooms. 

The open house plan came into 
being here in the fall of 1956. Hav- 
ing no suitable place for a full- 
fledged auto show, the open house 
was sponsored as the most feasible 
program. Now, after four succes- 
sive years of good public accept- 
ance, dealers here prefer the open 
house plan to the show idea since 
it gives them a chance to bring 
prospective buyers into their own 
showrooms for more _ unhurried 
sales concentration than is possible 
in a show arena. 

The daily newspaper works close- 
ly with the dealers in publicizing 
the event, this year publishing a 
special auto section of 18 pages on 
the day preceding the open house. 

Dealerships here are not gener- 
ally open during evening hours, 
but, on this special occasion, they 
do stay open. Refreshments and 
favors are offered by many. 








Dealer Denied Injunction 
To Hold Up Termination 


VANCOUVER, Wash. — An 
order docketed by U. S. District 
Judge Gus J. Solomon denied a 
motion by D. W. Mead, Van- 
couver automobile dealer, for a 
preliminary injunction to prevent 
Chrysler Motors Corp. from term- 
inating Mead’s dealership in the 
Vancouver area. 

Mead failed to prove facts en- 
titling him to any injunctive 
relief, Judge Solomon held. 





Minn. Economist 
To Be Keynoter 
At NADA Parley 


WASHINGTON.—Arthur R. Up- 
gren, director of the Bureau of 
Economic Studies, Macalester Col- 
lege, St. Paul, will deliver the key- 
note address at the 43rd annual 
NADA convention and exhibition 
here Jan. 30-Feb. 3. 

His talk, “1960 and the New Car 
Dealer,” will be a highlight of the 
convention’s morning session Feb. 1. 

Carl F. Oechsle, U. S. assistant 
secretary of commerce, will be 
among government and industry 
leaders who will speak. His address, 
“Profit—the Engine of Enterprise,” 
will be given Feb, 2. 

Upgren also is economic consult- 
ant for the First Bank Stock Corp. 
banks, Minneapolis and St. Paul, 
and formerly was on the faculties 
of Dartmouth College and the Uni- 
versity of Minnesota. 

Before joining the Commerce De- 
partment in 1953, Oechsle was di- 
rector and treasurer of Metalweld 
Service Corp. 

About 13,000 franchised dealers 
and representatives of the automo- 
tive industry are expected to the 
annual sessions at the Shoreham 
and Sheraton-Park Hotels. 


Profit-Sharing 
Is NADA Topic 


WASHINGTON. — NADA Man- 
agement Services will conduct its 
first seminar on “Management 
Compensation and Profit-Sharing 
Plans” Dec. 1-2 at NADA head- 
quarters here. The seminar is for 
dealers only, 

Leading the discussions will be 
Robert McAdams, Hippodrome Mo- 
tors (Ford), Nashville, and Ernest 
Rogers, Ernest Rogers Chevrolet 
Co., Rantoul, Ill. 

Registrations must be made in 
advance. The fee is $75 for NADA 
members and $100 for nonmembers. 
Additional information is available 
from NADA Management Services, 
ig? K St., N. W., Washington 6, 


Wash., Alaska Return 


Titus to NADA Board 


TACOMA, Wash.—Leon E. Titus, 
Ford dealer, has been reelected 
NADA director for Alaska and 
Washington for a term of three 
years starting Jan, 1. 














On the House... 





steel woes; 


brags... 





members only . 
Wemhoff 


ing law ... Mayor Mario J. Vagge 


association ... 
Dean Walton (Pontiac-Cadillac) 


plates and company cars.: 





Some auto makers fear the effects of a probable 
rail strike in February will be worse than their 
it would be impossible to transport 
sufficient bulky material to keep auto plants run- 
ning, they say... 
let officials have just about written off their chances 
of topping Ford in new-car registrations this year; 
they express hope that Ford will go easy on the 


Iowa dealer association has voted to sponsor a 
statewide used-car warranty program for its 


tyes annual dinner Dec. 8 . . . Milwaukee police are 
receiving numerous complaints on violations’ of city’s Sunday-clos- 
, Nashua (N. H.) dealer, has been 
reelected that city’s chief executive .. . 
dealer), succeeds Ken Johnson, resigned, as director of Chicago 


Carbon County (Utah) dealer group ... Jim Moran (Ford dealer) is 
chairman of National Retarded Children’s Week in Chicago area... 
Missouri dealers are warned about illegal lending of dealer license 


Crippled by lack of steel, Chevro- 


. . Philadelphia dealers will hold 


John Kronon (M-E-L 


has been named secretary of the 


—Perre Wemuorr, Editor, 
Automotive News 
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As New-Car Sales Outrun Production .. . 





Stocks Top 525,000 
But Head for Plunge 


(Continued from Page 1) 


in September, dealers slowed 
down on the cleanout rate last 
month in the face of reduced ’60 

its from the factories, 

Dealers and customers, preoc- 
cupied with the ’60-model an- 
nouncements, tended to softpedal 
the “unused ’59s” outside the door. 
The new compacts added to the 
new-model excitement and created 
a transfer of interest from the 
older units. 

+ aa J 

DINARILY, if ’60s were roll- 

ing into the showrooms in cus- 
tomary post-announcement abund- 
ance, disregard for the '59s would 
be calamitous, But many dealers, 
sizing up the virtual GM shutdown 
and curtailments at Ford and 
Chrysler, were content to let the 
‘59s “set” beyond the usual point 
of no return for the recent model. 

The situation differed from other 
years in another significant aspect. 
Showroom prospects have become 
conditioned to plentiful new-car in- 
ventories as a condition of pur- 
chase. 

Fewer “live ones,” dealers re- 
port, are content to wait patiently 
for the body style and color of 
their choice without getting a 
look-see at it in the flesh. 

“No supply of ’60s—not much 
public interest in placing advance 
orders,” said a Chevrolet-Buick 
dealer in New England. 

“We are refusing to take orders 
on units not in stock because of 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 


uncertainty of delivery,” reported 
a Ford dealer in Montana. 
* * a 


b fiver fewer styles available, 
backlogs of buyers for the Big 
Three compacts were running at a 


more feverish pace than for the 


regular-size cars. 

Excitement over the Corvair, 
Falcon and Vahant served the pur- 
pose additionally of stirring up 
business for Rambler and Lark 
dealers, which also benefited from 
a wider selection of body styles 
(especially station wagons) and rel- 
ative freedom from the impact of 
the steel strike, 

In eastern industrial areas, the 
steel strike itself curbed October 
sales because of layoff fears. 
Dealers expect that some of this 
reluctance to enter the new-car 
market will be erased by the 
court-ordered reopening of the 
steel mills, 

On the other hand, publicity 
about new-model shortages was 
pulling many of next year’s pros- 
pects into the current market. Top- 
ticket deals were universally re- 
ported on all Big Three compacts, 
with little if any discounting evi- 
dent on lowest-end full-sized units. 

A southern Plymouth-Valiant 
dealer said the strike, though not 
directly felt in his market, had 
stimulated cleanup buying. 

“I pinch on ’60s only where spe- 
cific units are needed—mainly wag- 
ons,” he said, 


* * + 
HEVROLET’S Corvair and 
Ford’s Falcon, lacking wagons 
until next spring, were at a com- 
petitive disadvantage. Corvair also 
was hurting for absence of a two- 
door coupe, which is expected to 
be introduced at the Chicago Auto 








Santa Claus showed up early to help a Pennsylvania Chevrolet dealer draw more 
than a fifth of his city's population into the showroom in one day for the 1960 
model introduction. This 1960 station wagon scene with Santa was among a number 
of special exhibits originated by Ammon R. Smith Auto Co., York, Pa., and a local 


department store. 
motifs, 


Others featured mannequins in clothing styles keyed to new-car 
Dealer Vernon R. Smith said approximately 13,000 attended the showing 


the first day and about 9,000 the second day. Refreshments consumed included 45 
pounds of coffee, 270 dozen doughnuts, six barrels of cider and 16 cans of pretzels. 





Says Volvo Distributor .. . 





‘Compacts Help Imports’ 


By William Carroll 
Staff Correspondent 


LOS ANGELES, — “Introduction 
of small American cars is proving 
one of the greatest sales boosters 
ever enjoyed by imported-car deal- 
ers,” according to Eugene V. Klein, 
chairman of Auto Imports, Inc., 
Volvo distributor in 13 Western 
states. 

He reported a 60 percent in- 
crease in Volvo sales since intro- 
duction of Detroit compacts, and 
expects an 80 percent hike in 
total sales for 1959. 

“The picture is just as bright on 
the dealer level,” Klein said, “Most 
imports are not being over-pro- 
duced and dealers will sell as many 
units as they can get. Import deal- 
ers will enjoy greater sales and will 
be making greater gross profit per 
unit than American dealers selling 
compact cars from Detroit, 

“Sales of imported cars have kept 
many dealers in business during 
the past tough periods, and now 
things are going to be better than 
ever for them.” 

Klein attributed soaring sales of 
imports to increased demand cre- 
ated by American manufacturers 
of economy cars, plus comparisons 
made by the buying public between 
the Detroit product and imports, 
and the growing appreciation of 
imports by the buyer. 

“Within five years, half the 
cars on our streets will be small- 
er economy models,” Klein pre- 
dicted, “This will be the natural 
result of crowded ‘traffic condi- 
tions and parking problems, aside 
from the monetary advantages 
of small-car ownership.” 

He said import sales would rock- 
et during the ’60 model year, “be- 
cause the foreign-car dealer can 
offer the most attractive package 
to the buyer—a high-quality car 
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?t Field stocks include cars actually at 
d@ealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 








An outdoor auto show was sponsored by the Albany Automobile Dealers, Inc., at 


the Westgate Shopping Center in Albany. 


In the foreground, left to right, are M. H. 


Yager (Pontiac), president of the dealer group; Carl Kaplan (Chrysler), show committee 


chairman, and Alexander MacQueen (Chevrolet), show « itt b 


d at 





Eighty 





and foreign autos were en. exhibit for four days. 





with full equipment at a competi- 
tive price.” 

He anticipated a narrowing of 
the number of cars in the imported 
line, as some poorly made auto- 
mobiles drop from the U. S, mar- 
ket. 

“Quality control is the reason 
our dealers won’t be able to sell as 
many units as they could,” he said. 

“Volvo is not a mass-production 
car (about 350 units daily), but 

when our new plant is operating, 
we'll be importing a greatly in- 
creased number of units to meet 
dealer orders.” 

“It seems obvious that Detroit’s 
compact cars are the result of a 
frantic crash program to fulfill the 
automotive public’s small-car de- 
sire,” Klein said, 

“So-called accessories, which 
are really necessities, are optional 
extra-charge equipment. These 
are standard factory features on 
most imported cars.” 

Klein answered predictions by 
Henry Ford II that American econ- 
omy cars would virtually eliminate 
imports in the U. S. 

* * * 
Volvo Sees Dealer Profit 
Averaging $50,000 in ’60 

ENGLEWOOD CLIFFS, N. J.— 
Ake Hogman, president of Volvo 
Import, Inc., estimates that the 
average Volvo dealer’s gross profit 

in 1960 will be about $50,000 from 
new and used cars, parts and labor. 

Hogman said Volvo has become 
increasingly selective in choosing 
dealers and has been weeding out 
the weak links in its setup. This 
policy has resulted in a reduction 
in the number of dealers in the 

East from 148 to 121 this year, he 
said. 

The number of cars available has 
increased, and Hogman estimates 
that the average Volvo dealer now 
receives 78 cars per year. 

Hogman has scheduled six re- 
gional meetings for dealers in the 
Eastern half of the U. S. The first 
two were held in Cleveland and 
Chicago early this month, and an- 
other is slated for Jacksonville, 
Fla., tomorrow (Nov. 17). The rest 
of the schedule is: Nov. 20-24, New 
York City; Dec. 1, Washington, and 
Dec. 3, Boston. 


Dodge Dart Adds 
Two Fleet Sedans 


DETROIT.—Dodge has added a 
pair of Dart Fleet Special sedans. 
Six-cylinder units are priced at 
$2,301 (four-door) and $2,250 (two- 
door). V-8 models are $119 more. 

Plymouth, Chevrolet and Ford 
also offer stripped sedans for fleet 
buyers. Plymouth Fleet Special 
sixes are $2,277 and $2,227, and 
Chevrolet Biscayne Fleetmasters 
and Ford Custom 300s are $2,284 
and $2,230. All may be ordered with 
V-8 engines. 

The fleet models are $27 to $34 
less than regular Chevrolets, Fords, 
Darts and Plymouths. 








U. C. Stocks Soar 
To Record for ‘59 


Compacts Unblamed 
As Sales Slow Down 


(Continued from Page 1) 
reporting dealers, they had less 
than a 15-day supply on hand. A 
month earlier, only 7.1 percent of 
reporting dealers put themselves in 
this class. 

The big change — the one which 
transformed the average inventory 
from the year’s smallest to the 
year’s largest—came in the 16-to- 
30-day category. 

Of all reporting dealers, only 214 
percent were in this category on 
Nov. 1, fewer than one-third as 
many as the 71.4 percent reporting 
on that level a month earlier. 

This pulled the number of deal- 
ers under the 30-day limit down to 
35.7 percent on Nov. 1, compared 
with 78.5 percent on Oct. a 

* 


ONVERSELY, the number of 

dealers with stocks over a 
30-day supply more than tripled to 
64.3 percent on Nov. 1, compared 
with 21.5 percent the previous 
month. 

Not since Feb, 1, 1958, have so 
many dealers reported stocks in 
excess of a 30-day supply. 

A year ago on Nov. 1, average 
stocks of unsold used cars repre- 
sented a 24.5-day supply. Some 33.8 
percent were under 15 days, 72.7 
percent were under 30 days and 
27.3 percent were over 30 days. 


Imports to Die? 
M-E-L Official 
Differs With Ford 


MIAMI.—J. S. Kemp, imported- 
car marketing manager for M-E-L 
division, doesn’t agree completely 
with his boss’ views on the future 
of the imported-car field. 

Henry Ford II recently was 
quoted as saying that Falcon, Cor- 
vair and Valiant will practically 
put the imports out of business. 

“We hope to prove such state- 
ments wrong,” Kemp told a meet: 
ing of English Ford dealers here® 
“I think Mr. Ford must have meant 
the higher-priced imports,” he 
added. 

“T’m like that Volkswagen official 
who said he welcomed competition 
in this field,” Kemp continued. “The 
compacts have stimulated interest 
in economy cars.” 


Daimler Softtop 
Priced at $3,702 


NEW YORK.—The Daimler V-8, 
which is termed a family sports 
car, has been previewed here. It 
carries a $3,702 port-of-entry price 
on the East Coast and will be dis- 
tributed in this area by Fergus Im- 
ported Cars, Inc. 

It is a 2.5-liter convertible with 
a reinforced fiberglass body. The 
car has a 140-horsepower engine, 
and the manufacturer claims it can 
achieve speeds of more than 120 
m.p.h. 














All ‘Keyed Up’— 

The City of Springfield, Ill., was ‘keyed 
up” for the introduction of the Corvair 
in a novel promotion arranged by Bates 
Chevrolet Co. and radio station WTAX. 
In advance of the car introductory date, 
Bates distributed approximately 12,000 
keys to the residents of the city, On an- 
nouncement day a Corvair, chained and 
padiocked, was placed on a platform. 
Cooperating with WTAX, the dealership 
announced that the car would go to the 
first person to open the lock. Approxi- 
mately 2,500 made the attempt before 
the right key turned up. 
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CHRYSLER DEALERS 
IN SAN FRANCISCO! 


There are 136,000 Post readers living in San Francisco households that will 
buy one or more cars in the next 12 months! A San Francisco Chrysler dealer gets 218,000 selling exposures to 
prospects right in San Francisco from every Chrysler ad page in the Post. They’re Post-Influentials, who not only 
buy cars, but help se// them, too! Proved: Chrysler gets more than 29 million Ad Page Exposures— 29 million 
face-to-face contacts with Post-Influentials—with every ad it runs! Like to know how many-of your local prospects 
your factory’s ad page will be exposed to...and how many will be buying cars this year? Let me know the make 
of car you sell and your city: Jim Gavagan, Vehicle Marketing Megr., YOU CAN'T BEAT ie 


The Saturday Evening Post, Independence Square, Philadelphia 5, Penna. eo 
» 4 ht 
POS! 


FOR LOCAL IMPACT! 
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AFC Panelist Notes .. . 





Some Imports Hurt by Compacts 


(Continued from Page 2) 


take place with companies requir- 
ing higher downpayments and pos- 
sibly shorter terms. 

In this way the quality of the 
customer is improved, Improved 
downpayments and shortened terms 
would be the devices employed to 
increase finance company operating 
efficiency, permitting continuation 
of competitive rates on a par with 
those of other loan institutions. 

Edwin P. Latimer, president of 
American Discount Co., Charlotte, 
N. C., admitted that such proced- 
ures might have a tendency to take 
a small number of marginal buyers 
out of the market, However, he did 
not feel that such a move would be 
detrimental or restrictive to total 
1960 sales volume. Rather, it was 
his opinion that such marginal pur- 
chasers would be moved to buy 
cars more in line with their ability 
to finance. 

E. F. Wonderlic, president of 


tion in steel 
stated that steel workers have 
evidentally prepared well for the 
eventuality. “Steel workers have 
budgeted themselves to live 
through a period of strike. We 
have noticed only a slight trend 
of delinquency in steel produc- 
ing communities.” 

He added that the rate of delin- 
quency today is nothing compared 
to the 1958 recession. “It is about 
200 percent less,” he stated. 

ing about the imminent 
entry of Ford Motor Co, into the 
finance field, Wonderlic said that 
Ford would be just another com- 
petitor in the field. 

Although the group stated its 
thesis that such factory-owned fi- 
nance companies enter the field 
with some definite advantages 
which the independent company 
does not enjoy, they also felt that 
any new company would have diffi- 
culty in acquiring adequately train- 
ed personnel for the job. 

In his speech, Churchill dis- 
counted talk of the unusual com- 

this year between do- 
mestic conventional cars, smaller 
cars and imports by — ‘that 


Determined to prosper in the 
midst of powerful competition, S-P 
has dedicated its resources to find- 
ing the soft spots which can be 
successfully attacked. 

“We are convinced that our at- 
tack at all times has to be built 
around a product which has spe- 
cific appeal for a particular body of 
customers,” Churchill said. 

The average Lark customer can 
be capsuled as somewhat above 
average in income; often a two-car 
family, although not in a majority 
of cases; trades a car after two or 
three years; and demonstrates 
characteristics of the solid citizen 
by his family, home ownership and 
education. 

Such a customer, looking for 
more than surface values, desires 
a car that is contemporary in the 
same sense that it anticipates his 
current needs and desires, and of- 
fers satisfaction in appearance, 
performance, comfort, safety, con- 
venience and all around value, in 
Churchill's view. 

“This means not the smallest 

nor the biggest car,” he added, 
“not the fastest nor the one with 
an engine in a new location; not 
the dream car of a space age, 
nor a vehicle without wheels.” 

Churchill feels that there are at 
least four factors working for the 
benefit of S-P now. 

1. Expansion of the total domes- 
tic market. 

2. The declaration of independ- 
ence of car buyers, which he feels 
is inadequately appreciated. The 
newly acquired discrimination of 
the buyer who scrutinizes a prod- 
uct in relation to his needs and 
desires, regardless of where it was 
made or by whom. 

3. Improved manufacturing effici- 
encies, resulting in a modest break- 
even figure for S-P, which Church- 
ill noted was probably among th¢' 
lowest in the industry. 

4. A dealer organization, im- | 





proved in number, quality of 
sales and service and location. 

Churchill pointed out that S-P 
will have a notably profitable year 
in 1959, even though dealer sales 
will account for only 2% percent 
of total new-car registrations. 

“As the total market increases,” 
he stated, “the proportion that we 
need, the penetration required, to 
produce good profitable business 
for us and our dealers does not 
even need to keep its present per- 
centage level.” 

Looking to the future, Churchill 
said, “The central issue before the 
company is to make certain that 
we continue to provide, as we are 
doing today with the Lark, a prod- 
uct that is appreciated, and sought 
for, by a reasonably important 
portion of the total American auto- 
mobile market, This does not need 
to be one of the major shares of 
that market. 

“At Studebaker - Packard, we 
have long been convinced that 
there is no magic which flows 
exclusively from With- 
out denying the strengths of the 
major integrated companies, it 
has been apparent to us, that 
substantial numbers of American 
car buyers always want some- 
thing more individual and per- 
sonal in the way of a vehicle, 
than the general run of multi- 
line products.” 

Matson warned that the squeeze 
on profits will be a real problem 
for finance company managements 
in 1960, “Money costs, for at least 
a@ part of the year, are more likely 
to go up than to stay level, and 
overhead costs, despite all efforts 
at curtailment, seem to go up some 
each year. There is the offsetting 
hope that credit grantors will see 
the handwriting on the wall and 
bring their rates up to reflect cur- 
rent conditions,” he said. 

Matson expressed disapproval of 
the fact that, even after as many 
as 18 payments on a new automo- 
bile, a loss may still be sustained by 
a dealer or finance company. 

He said, “It is to be hoped that 
the relatively few places where 
new-car terms longer than 36 
months are offered will not be 
joined by others and lead to a sig- 
nificant change in this maximum. 
Similar restraint should be shown 
in used-car paper purchases. 


“When well over half of the 
retail volume on current and two 
preceding models goes over 24 
months and over half of the older 
models goes over 18 months, it 
seems to me that some thought 
should be given to the possible 
consequences of carrying this 
trend too far.” 


“Total loans should be held in 
line,” he cautioned, by insisting on 
proper downpayments, so that the 
car buyer attains a real equity 
within a reasonable period of time. 

He warned that grantors of con- 
sumer installment credit might 
keep in mind that a further loosen- 
ing of credit terms could add im- 
petus to the demands of that group 
favoring a return to consumer cre- 
dit controls, 

“Despite the payment record of 
consumers over the years and the 
overall excellent record made by 
consumer financing agencies, we 
are again hearing some voices ask- 
ing a reincarnation of Regulation 
W,” he said. 


In his Detroit speech, Chrysler 





Corp.’s Nichols said, “We are not 
committed to entering the finance 
business but, In view of such 

things as the strategy of our 
major competitors and prospec- 
tive money conditions, we must, 
despite tradition, maintain our 
flexibility.” 

Nichols said he failed to share 
the worries of some about the in- 
crease in auto credit outstanding. 
He noted that debt repayments are 
high and delinquencies are low, 

He said that the Valiant and 
other U. S. compacts will stimulate 
the auto market. Noting that L, L. 
Colbert, Chrysler president, had 
predicted auto sales in 1960 would 
run between 6.5 and 7 million, Nich- 
ols said that the total might be 
nearer the 7 million total because 
sales that might have been made 
in late 1959 will be moved into 1960 
by steel shortages. 








Getting Ready for Chicago Show— 


Show officials are shown examining a scale model of the stage for the 52nd Annual 
Chicago Automobile Show, Jan. 16-24, at the International Amphitheater, sponsored 


by Chicago Automobile Trade Assn. From 


vice-president and show manager; Don C. 
son sr., president, George P. Johnson Co., Detroit, show decorator, and Walter A 
Gerwig, executive show committee chairman. 
ramps leading from the second floor on opposite sides of the stage down to the turn. 
table in the center, upon which the cars will move. 


left are Edward L. Cleary, CATA executive 
Mullery, CATA president; George P. John. 


This year's show will have two stee/ 





Warranty 


WASHINGTON.—In a bulletin to 
its members, NADA last week ex- 
plained the status of warranty 
claims against the five companies 
comprising Consolidated Warranty 
System. 

The companies are: Registered 
Test Cars, Inc.; National Bonded 
Cars, Inc.; Sure Car of America, 
Inc.; Auto Warranty Co., and 
Auto Life Plan. 

NADA said it has received num- 
erous queries from dealers during 
the last several months regarding 
unpaid claims against the CWS 
firms. 

Complaints have increased in re- 
cent weeks, NADA said, and added 
that there also has been “a dis- 
closure of certain facts pointing up 
the difficulties presently being en- 
countered by the warranty com- 
panies comprising CWS.” 

As a result, NADA asked James 


Many ’60 Cars 
Called Too Wide 
Under Wis. Code 


MADISON, Wis.— Many 1960 
model cars are in violation of the 
Wisconsin Traffic Code which re- 
quires vehicles wider than 80 inches 
to display amber clearance lights 
and rear reflectors, according to 
Assemblyman Thomas Duffey, Mil- 
waukee. 

He added that State officials are 
considering a request that the 
width limit be extended to 8&4 
inches. 

Eight makes exceed the 80-inch 
limit and so do others which have 
protruding side-view mirrors, Duf- 
fey added. 

The eight makes are Lincoln, 80.3 
inches; Imperial, 80.5; Oldsmobile, 
80.6; Pontiac, 80.7; Chevrolet, 80.8; 





Firm Explains Stand 


E. Smith, CWS president, for an | 


explanation of the situation for 
publication to NADA members. 
Here is Smith’s statement: 


“This is a statement of the back- 
ground, present status and future 
outlook of Consolidated Warranty 
System, an organization represent- 
ing the merger of five warranty 
companies, the oldest and largest 
in the industry. 


1954 to serve the automobile 
dealer and buying public, and has 
proved its value to both dealers 
and customers, Because of the 
need it filled, the service was 
most enthusiastically received 
and volume grew rapidly, 

“In order to establish primary 
loss ratio figures for this new in- 
dustry and to secure the payment 
of claims to warranty holders, in- 
surance contracts were entered into 
by the individual warranty com- 
panies. Over the years, the experi- 
ence gained proved that the origi- 
nal selling price of $35 was 
insufficient and the price was 
raised. 

“Much other progress was made 
in establishing a sound foundation 
for this industry, and it would ap- 
pear that the future lies in the 
gradual changeover from warran- 
ties to Mechanical Breakdown In- 
surance Policies. In the past year, 
15 states have approved the issu- 
ance of the MBI Policies, through 
the efforts of Consolidated System 
Inspection Agency, a subsidiary of 
Consolidated Warranty System. 

“This CSIA division has shown 
itself to be the natural outgrowth 
of the industry and is presently 
operating at an underwriting profit. 
All claims through this division are 
being promptly paid and will con- 
tinue to be paid on a current basis. 
All necessary reserves are being 
held by Equity General Insurance 


Edsel, Ford and Mercury, all 81.5./ Co 


In Detroit, an AMA spokesman 
said that states which have such 
vehicle restrictions usually intend 
them for commercial units. How- 
ever, he said some laws of this type 
do not specify commercial and that 
passenger cars then may be in vio- 
lation of the letter of the law. 

In such cases in the past, the 
states merely changed the law to 
remove the passenger cars from 
the restrictions, he added. 





Late Report eee 





last week declined $14 to $948, 
index. 


and ’54s. 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 


Despite the setback on the overall] offerings, four models escaped 
the downward trend, The price of ’55s remained unchanged and 
advances amounted to $22 on 52s, $16 on ’53s and $12 on ’57s. 

Losses were recorded at $12 on ’56s, $25 on ’58s, $28 on ’54s and 
$99 on ’59s. The loss on ’59s was considered to be partially a re- 
action from the previous week when cars of that vintage rose $182 
on the index, Adjusted prices represented new lows for ’58s, ’56s 


At a group of representative auctions last week, the average 
consignment was 245.3 units, of which 68.0 percent were sold, A 
week earlier, 69.7 percent of 240.0 units were sold. 

Auction reports begin on Page 46. 


according to Automotive News’ 











“As general managing agents 
issuing MBI Policies for Equity 
General Insurance Co., CSIA has 
replaced the warranty in 15 
states. Additional filings in other 
States await approval from the 
various insurance departments 
where the same procedure will be 
followed. 

“While CWS proceeded with this 
successful evolution of the industry, 
it was having considerable diffi- 
culty in collecting monies due it 
from insurance companies under 
its excess aggregate policies cover- 


VW’s 9-Month Sales 
Top All of 1958 


ENGLEWOOD CLIFFS, N. J. — 
Volkswagen sales in the U. S. dur- 
ing the first nine months of this 
year exceeded those for all of 1958, 
according to C. H. Hahn, vice- 
president of Volkswagen of Amer- 
ica. 

Registrations totalled 105,775 
through Sept. 30, he said. These in- 
cluded 83,161 passenger cars and 
22,614 trucks and station wagons. 
Last year’s total was 104,306, he 
added. 








ing the warranties. The many de- 
lays resulted in its inability to pay 
warranty holders’ claims promptly, 
thus severely damaging its business 
and goodwill. 

“Since May of this year, CWS has 
been unable to collect the remain- 
ing $500,000 due it from an insur- 
ance company and has been forced 
to institute a lawsuit. As is so often 
the case in these matters, delays 
are inevitable, but every conceiv- 
able effort will be made to bring 
this matter to a satisfactory con- 
clusion as quickly as possible. 

“In the meantime, CWS has had 
no alternative but to use current 
warranty dollars to pay current 
warranty claims. It hag not been 
possible to do this and set up the 
full current warranty reserve since 
it has been necessary to advance 
these funds against the $500,000 
claim to be collected, This claim, 
together with the CSIA division, 
represent the two major assets of 
Consolidated Warranty System. 

“Now, in order to provide a 
plan for the continuation of the 
business which would assure 
maximum liquidation of out- 
standing warranty claims, and 
secure the orderly transition 
from warranty to MBI Policy, 
CWS is arranging for its CSIA 
division to be sold. The resulting 
funds, together with the $500,000 
to be collected, will be used to 
satisfy its obligations under the 
warranties. . 

“The further expansion of CSIA 
will make it a more valuable asset 
so that more can be realized for 
the maximum benefit of the claim- 
ants. Its field organization can ef- 
fectively handle present and future 
warranty claims, and thus accomp- 
lish the orderly conversion. 

“It would appear to be in the 
best interests of all concerned that 
this arrangement be accepted since 
it is the only way to achieve maxi- 
mum benefits for all and continue 
this industry in its present success- 
ful insurance framework.” 


FTC Dismisses 
Charge Involving 


Shell, Car Dealers 


NEW YORK.—The Federal Trade 
Commission last week dismisseds 
charges that Shell Oil Co, has un- 
lawfully induced new-car-dealer 
customers to handle its oil and 
grease exclusively and to discon- 
tinue handling competitive petro- 
leum products. 

The FTC upheld Hearing Exam- 
iner Earl J. Kolb’s ruling in an 
initial decision that there is no 
competent evidence proving Shell 
injured competitors by leasing or 
selling major lubrication equipment 
to the dealers, with payments 
amortized by crediting vary- 
ing amounts on purchases of its oil 
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and grease. 

The record justifies dismissal of 
the Jan. 16, 1958, complaint and, 
with certain exceptions, fully sub- 
stantiates the examiner’s findings 
and conclusions, the Commission 
ruled. 
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Rambler Dealers sell Rambler 6, Rambler Rebel V-8, Ambassador V-8, Rambler American and the Imported Metropolitan ‘‘1500’'! 


RAMBLER Dealers Sell 
The Only Complete Line Ot 














Compact Cars! 


@ 3O Models — Including 2-Door Sedans, 4-Door @ Plus Optional 138 H.P. Six, 215 H.P. and 
Sedans, 4-Door Hardtops, 2-Door Station 270 H.-P. V-8’s. 
Wagons, 4-Door Station Wagons, Hardtop 
Station Wagons and America’s Only 5-Door Rambler is priced to fit every budget, starting at 
Station Wagons. $4 4 ty 5° O- 

@ 3 Compact Wheelbases —100-inch, 108-inch, 
117-inch. Ceragion neces Senet re 

& 4 Engine Choices—90 H.P. Six, 127 H.P. Rambler Dealers Have The Compact Cars Tu 
Six, 2OO H.P. V-8, 250 H.P. V-8. Meet Every Customer Need and Desire. 


Rambler .. The New Standard of Basic Excellence 


PRODUCT OF THE WORLD’S LARGEST BUILDER OF COMPACT CARS 


AMERICAN MOTORS CORPORATION 


Detroit 32, Michigan 


Rambler Franchises Available in Canade and Important Export Markets. In Canada, Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 
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-Ford Galaxie four-door, $2,750; 
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New Walkout Possible .. . 





Ike to Seek Steel Pact 
If Truce Parleys Fail 


By Frank Gawronski 
Staff Writer 

RESIDENT EISENHOWER will 
recommend to Congress ways to 
prevent the continuation of the 
steel strike if there is no settlement 
during the 80-day cooling-off per- 
iod, Secretary of Labor James P. 

Mitchell said last week. 
The 116-day strike was interrupt- 
ed when the U. S. 








Supreme Court, by 
LABOR an 8-to-1 vote, up- 
FRONT held the Taft-Hart- 
ley Act injunction 








ordering 500,000 
members of the United Steelwork- 
ers Union back to their jobs. 

The court majority rejected a 
union attack on the constitution- 
ality of the law, and ruled that the 
strike imperils the national safety, 
as the Government contended, 

Appearing on a national tele- 
vision program, Mitchell said he 
was “very hopeful” the dispute 
could be settled within the 80- 
day period. He refused to give 
any hint of what action Eisen- 
hower might recommend to Con- 
gress if no settlement were 
reached. 

Under the Taft-Hartley injunc- 
tion, the steel strike can be re- 
sumed after the 80-day period ex- 
ires. 

Mitchell said there was need for 


More *60s Pass 
Through Rings at 


Auto Auctions 


DETROIT. — Among 1960 models 
reported sold at various wholesale 
auctions last week were the follow- 
ing: 
Chevrolet Corvair four-door, $2,- 
400, $2,295, $2,280, $2,260, $2,250, $2- 
215, $2,210, $2,115 and $2,020. Ford 
Falcon two-door, $2,140 and $2,080. 

Rambler American two-door, $1,- 
710; Rambler American four-door, 
$1,710; Rambler American station 
wagon, $1,850, $1,825 and $1,810, and 
Rambler station wagon, $2,780 and 
$2,750. 

Chevrolet Impala two-door, $3,- 
000 and $2,995; Chevrolet Impala 
two-door hardtop, $3,100 and $2,775, 
and Chevrolet Impala convertible, 
$3,145 and $3,120. 

Ford Galaxie two-door, $2,710; 





Ford Starliner, $2,920, $2,840, $2,- 
800 and $2,745; Ford Galaxie four- 
door hardtop, $2,675; Ford Country 
Squire, $3,050, and Ford Thunder- 
bird, $3,850, $3,815 and $3,800. 
Oldsmobile four-door hardtop, 
$2,850. Cadillac two-door, $5,275; 
Cadillac 2-dr. hardtop, $5,600 and 


revision of the Taft-Hartley law. 

“I think the whole legislation 
needs to be reviewed,” he said. 

“There have been 15 Taft-Hart- 
ley injunctions, or the Taft-Hartley 
law has been invoked 15 times 
since it was passed in 1947, and in 
about 60 percent of those the strike 
or dispute was not settled during 
the life of the injunction,” he said. 

Mitchell said the national emer- 
gency provisions of law should be 
“reviewed and studied.” 

Under the law’s emergency pro- 
visions, the injunction in the steel 
dispute is good for a maximum of 
80 days, During this time both sides 
are required to continue bargaining 
for an agreement. 

Sixty days after the injunction 
takes effect, if there is no settle- 
ment, a board of inquiry appointed 
by President Eisenhower must re- 
port to him again on the status of 
the negotiations. The board is head- 
ed by Dr. George W. Taylor, an 
economist. , 

+* + 


Law Calls for Vote 


pea the following 15 days 
the National Labor Relations 
Board is required to conduct a 
secret vote among the steelworkers 
on the steel industry’s last offer. 

If the offer is rejected, the at- 
torney general must act within 
five days to dissolve the injunc- 
tion. It cannot be applied a sec- 
ond time to a given strike, Even 
if the workers vote to accept the 
company offer, there is nothing 
in the law to compel the union 
to sign contracts on those terms. 

The remaining step under the 
Taft-Hartley law is for the Presi- 
dent to report to Congress. He must 
give a full account of the dispute 
and the Government’s proceedings, 
and his recommendations for set- 
tling the strike. No President has 
ever had to do this. 





The current injunction termin- 


ates on Jan. 26. Congress is sched- 
uled to reconvene on Jan. 6, 

Although provisions of the in- 
junction call for both sides to ne- 
gotiate immediately, Joseph F. 
Finnegan, chief of the Federal 
Mediation and Conciliation Service, 
said he did not plan to call for re- 
newed bargaining for a couple of 
weeks. He added, however, that his 
agency would resume its efforts to 
settle the dispute “as soon as pos- 
sible.” 

Representatives of the union and 
companies requested that Finnegan 
not schedule any further meetings 
quickly, Both sides have indicated 
that the “back-to-work” order 
would keep them busy for some 
time. 

* ce + 


NLRB to Rule on Dispute 


— NLRB has set up procedures 
to determine whether a labor- 
management dispute falls in Fed- 
eral or state jurisdiction under the 
new labor law. 

When this question arises, the 
NLRB announced, it will issue 
written opinions before a case is 
filed to determine which agency 
has jurisdiction. 

To get a ruling, a company, union 
or state will be required to send a 
request to the NLRB executive sec- 
retary in Washington, Regional 
NLRB offices also will give in- 
formal advice on jurisdiction, the 
NLRB announced, 

One purpose of the new labor 
law was to eliminate the “no-man’s- 
land” between Federal and state 
jurisdiction in labor cases. 

* * * 

Beatie NLRB procedure, the 

board determines whether to 
accept a case based on the dollar 
volume of the company involved. 
The U. S. Supreme Court ruled that 
even though the NLRB rejected a 
case because the firm was too 
small, a state still could not assert 
jurisdiction. This decision left 
thousands of companies, including 
hundreds of dealerships, outside the 
jurisdiction of Federal and state 
laws. 

To correct this situation, the new 
labor law left NLRB the authority 
to expand its jurisdiction if it saw 
fit. The states were empowered to 
take the cases turned down by the 
NLRB, This section of the law be- 
came effective last Friday (Nov. 
13). 








$5,300, and Cadillac convertible, $5,- 
885. 


On Cars, Other Durable 


Goods ... 





Spending Record Predicted 


DETROIT.— Consumer spending 
for cars, refrigerators, and other 
durable goods will reach record 
levels next year, Associate Prof. 
Thomas G. Gies of the University 
of Michigan forecast. 

Gies told the Michigan Con- 
sumer Finance Assn. that pro- 
duction of goods and services 
should expand “as rapidly as 
steel operations can get under 
way.” 

Barring other major work stop- 








Beauties at Auto Show— 


Testing the 1960 Dodge Dart at the automobile show in W. Orange, N. J., are 


three Miss New Jersey Queens, Geraldine 


- 1958, reor seat right; and Beverly Cass, 1957. With them are participating Dodge 
dealers Al Mohr, front seat, Caldwell, N. J.; Robert Boyle, standing, left, Bloomfield, 


N. J., and Leon Kessler, Newark. 





Binder, 1959, front seat; Jan Ressier Ens, 





pages, this expansion will continue 
through 1960, he added. “Consumer 
income after taxes should be no 
less than $335 billion (annual rate) 
in the first three months of 1960 
and will approach $350 billion by 
the final quarter.” At present, con- 
sumer income after taxes is about 
$330 billion annually. 

In 10 of the 14 post-war years, 
consumers have spent between 11 
and 13 percent of their income 
after taxes for durable goods, he 
continued. Using the higher figure, 
Gies forecast total durable goods 
buying of $45 billion next year—a 
record high. 

Gies based this prediction on two 
factors. First, he said, consumer 
incomes are advancing from high 
levels, indicating buyers can afford 
to increase their purchases. Second, 
studies conducted by the U-M 
Survey Research Center “suggest 
clearly that the consumer feels 
more confidence in regard to gen- 
eral economic conditions, more 
satisfaction in regard to prices, 
and more secure in his financial 
position than at any time since 
1956.” 

With these factors in mind, 
Gies said new loans and other 
types of consumer credit may 
reach $4.2 billion per month in 
1960—$100 million per month 
above the current rate. Repay- 
ments on outstanding debts also 
will increase. 


Taking the two trends together, 
total consumer credit will exceed 
the $50 billion mark next year. It 
now stands at $48 billion. 

Since 1920, the U-M professor 
noted, consumer credit has grown 
at an average rate of 10 percent 
annually—about three times the 
rate of growth for the entire econ- 
omy. 





More Imports for the U. S. 





PL-17 Joins Panhard Lineup— 


Panhard’s ‘60 line includes three new PL-17 models—a four-door sedan, a four-door 


station wagon and convertible. The Panhard has a two-cylinder, air-cooled aluminum 


engine and front-wheel drive. 
Rt ce 





Datsun Introduces Station Wagon— 


This two-door station wagon has been added to the Datsun line of imports for 1960. 
The wagon features a drop tailgate with anchor rods, vinyl interiors and foam rubber 
seats. The wagon is said to seat four to five passengers with 700 pounds of load 
space. With the rear seat folded, there is said to be over 1,100 pounds of load space 
available. Powered by a 48-horsepower engine, the station wagon has a suggested 
retail p.o.e. price of $1,818. 
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Simca Efoile Introduced in U. $.— 


The Simca Etoile, billed as a budget-priced version of the Elysee, has been intro- 


duced in the U. S. 


It's priced at $1,798 at Eastern and Gulf Coast ports of entry, 


and a heater is standard equipment. The Etoile draws 50 horsepower from a four- 


cylinder engine. 
6.8 to 1 





Piston displacement is 78.7 cubic inches and compression ratio is 


The New English-Builf Ford Anglia— 


The 1960 Anglia features a new front end that sweeps back to a raked full depth 
windshield supported by slender pillars. The low roofline extends rearward to meet 
a reverse-angle rear window. The Anglia is available in eight colors. The styling of 
the-English-built Ford Prefect also is changed. 





Franklin Institute 


To Honor Romney 


PHILADELPHIA.—George Rom- 
ney, American Motors president, 
will receive the Vermilye Medal 
from the Franklin Institute at its 
135th anniversary celebration Wed- 
nesday (Nov. 18), according to 
Wynn Laurence LePage, institute 
president. 

The Vermilye Medal, founded in 
1937, is awarded not more often 
than biennially by the institute to 
an individual in recognition of out- 
standing contribution to the field of 
industrial management. 

Former medal recipients include: 





Walter S. Gifford, president, Ameri- 
can Telephone & Telegraph Co., 
1943; Martin W. Clement, president, 
Pennsylvania Railroad, 1946; J. 
Howard Pew, president, Sun Oil 
Co., 1950; Benjamin F. Fairless, 
chairman, U. S. Steel Corp., , 1953, 
and Frederick C, Crawford, chair- 
man, Thompson Products, Inc., 
1957. 





Breck Forms Dodge Deal 


TUCSON, Ariz.—Bill Breck, 
former sales manager for Young 
Buick Co., has formed Bill Breck 
Dodge, Inc., and will be located in 
a building now under construction 
at E. Speedway Blvd. and Bentley 
Ave. 
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Sunday drivers on First Street in Los Angeles can 
go seven directions at once 


Better still, they can go straight to the destination 
that will do them the most good — and by-pass all 
the rest. 

It’s the seven separate zone sections added each 
Sunday to the full issue of the Los Angeles Times that 
does it. The Times is the only metropolitan newspaper 
in the city whose suburban sections are each written and 
edited by a local staff. Just like a local newspaper, each 


First in the nation’s No. 2 market 


carries news and features tailored to the reader interests 
of that particular area. Thus, an advertiser in the 
Sunday Times can add local interest to his message 
and list dealer locations in the vicinity. You choose only 
those regions you wish. 

And the rates? Well, you’ll find them more favor- 
able on First Street — home of the Times — than in 
suburban newspapers, 


Los Angeles Times 


Represented by Cresmer and Woodward, Inc., New York, 
Chicago, Detroit, Atlanta and San Francisco 
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AUTOMOTIVE WASHINGTON 


S-P Size No Drawback 
In Auto Mart—Churchill 


any such impression. He said the 
battle within the industry for the 
consumer’s dollar is vigorous and 
that S-P suffers “no competitive 
disadvantages” in relation to its 
bigger brothers. 

* * * 


More Than 5 Makers 





By William Ullman 
Washington Bureau Chief 
egal Studebaker-Packard President Harold E. Church- 
ill took the National Press Club rostrum to address a 
crowded room of luncheon guests, he used the occasion less 





to expound the virtues and® 


of the Lark than to 
about competition in the in- 


ho 


dustry. 


The industry, 
far from being 
economically 
“mature,” is a 
growing one, he 
said. Yet it is un- 
likely that any 
new auto manu- 
facturers will en- 
ter the ranks “in 
the foreseeable 
future.” 

The enormous 
capital outlays 





required and other barriers militate 
against it, he said. Even in the 
postwar sellers’ market—a favor- 
able time for’ new entries—new 
competitors couldn’t make the 
grade, Churchill pointed out. 

From these opening remarks 
the audience might have assumed 
that S-P’s prexy was unhappy 
about the competitive situation 
and was ready to get in some 
licks, as George Romney often 
does. 


But to the disappointment of any 
members of the Senate Antitrust 
Committee who may have been 
present Churchill quickly dispelled 


| ncaa the buyer’s standpoint, 
Churchill stressed, there are 
more than just five companies— 
three bigs and two littles—vying 
for his patronage. Each division of 
a maker is a separate entity fight- 
ing for the buyer’s favor so the 
number of competing units is about 
twice five. 

Churchill said he had “no quar- 
rel” with the present competitive 
structure inasmuch as it doesn’t 
freeze out the smaller concern if it 
has the right product for the right 
market. 

Similarly, a big corporate name 
behind a car is no assurance it 
will succeed since people are buy- 
ing more selectively, “looking at 
product rather than name, adver- 
tising and publicity.” 

In lauding the industry, the 
S-P chief took note of the criti- 
cisms that have been levelled at 
the degree of production concentra- 
tion. 








“At the expense of being deemed 
unfashionable in my choice of lan- 
guage and contrary to certain opin- 
ions,” he said, “our motor car in- 
dustry is to me a prime example 
of the best aspects of the American 
free enterprise system.” 

* * * 


Why Imports Grew 

UESTIONS fired at Churchill 

after the speech encompassed 
a variety of subjects in the auto- 
motive category. Press Club presi- 
dent Bill Lawrence, of the New 
York Times, assured the audience 
the queries weren’t “fixed.” 

One question challenged Church- 
ill’s statement that imported car 
imports will “never be a factor of 
major significance.” If this is so, 
how come import sales have been 
curving up and the Big Three 
brought out their new compacts? 

The speaker answered that im- 
port sales grew when there was 
only a small domestic supply of 
what he called “Lark-sized” cars. 
The new compacts, he said, are 
a recognition of the “revolution” 
in consumer tastes that has taken 
place. 

Churchill said there already is 
evidence that the smaller domestic 
ears have stabilized sales of im- 





checkup 


Of every 100 persons who get cancer 25 


will be saved, 75 will die. Of these, 


many will die needlessly, because with 
present knowledge they could be saved by 
early detection and prompt treatment. Play 


fair with yourself and your family ... 
have that cancer checkup soon. 





There has never been enough money to 


an 


indifferent to the enemy that strikes 


1 out of every 4 Americans? 
Your donation—large or small—can help 
save lives. Someday, perhaps your own. 


carry on all the research that needs to 
be done. Can you afford to remain 








ports aimed at certain segments of 
the market. He indicated imports 
are more likely to go down than up 
in the years ahead, at least on a 
market percentage basis. 

* * * 


Rear-Engine Views 
HAT effect will the compacts 
have on the used-car market? 

Churchill said it was a “bit early 
for an exact appraisal.” However, 
he expressed belief the current 
sales ratio of 1% used cars for 
every new one will stay about the 
same. 

Another question: Why didn’t 
S-P put the motor in the rear? 

Churchill obviously didn’t care 
to be drawn into a controversy 
on this point. He said it makes 
“little difference” where the en- 
gine is put so long as the cus- 
tomer gets safety and sound 
value in his purchase. 

An engineer himself, Churchill 
said there wasn’t time to debate the 
relative merits of engine placement 
from an engineering standpoint. 

Why doesn’t the industry build 
safety into its cars? 

The auto executive termed this a 
“negative” question and asserted 
the industry is extremely safety- 
conscious and doing “tremendous” 
things to incorporate safety into its 
products. He mentioned improved 
braking and devices such as crash 
pads to isolate the passenger from 
injurious impacts. 

In addition, he said, experience 
with Lark taxicabs in New York 
indicates that smaller cars have a 
lesser accident frequency. He at- 
tributed this to their taking up 
less road space or, conversely, 
having more room to maneuver, 

+* * + 


Packard Name ‘Protected’ 


A™= plans for bringing back the 
Packard? 

Churchill] responded that the 
Packard carried with it an image 
of “prestige and elegance” and that 
the company has taken care “to 
protect the integrity of the name.” 

However, he continued, the big 
growth of the auto market “is on 
the other end of the spectrum.” 

Although making no promises, he 
said that if the market shifts back 
“we'll take advantage of it.” 

Does the company have active 
plans to market a sports car in 
the Thunderbird price class? 

Churchill fielded this one nimbly. 
“The Thunderbird is a Hawk type 
car. We will continue the Hawk.” 

Will the steel strike result in a 
permanent loss of some 1960 sales? 

The auto chief answered yes. 
“Like the minute that just went 
by, you'll never see it again.” 

He emphasized, however, that 
his company by careful advance 
planning has enough steel to con- 
tinue normal operations at least 
through Dec. 18 and has not had 
to resort to buying in the “gray 
market.” 

Press Club President Lawrence 
suggested that S-P may have con- 
sidered leasing the Notre Dame 
stadium in South Bend for storing 
steel inventories. “In view of their 
football record it would probably 
have been a good idea,” Lawrence 
quipped. 


* * * 


Battery Progress Noted 


HE Federal Trade Commission 

is having continued success in 
its push to knock out misleading 
advertising of auto battery guaran- 
tees. 

Eight battery sellers have agreed 
to cut out representations that a 
battery is guaranteed unless the 
nature and extent of the terms are 
clearly and conspicuously stated. 
Previously, 21 other battery mer- 
chants signed FTC stipulations. 

FTC objects to advertising that 
talks about “unconditional” guar- 
antees for a certain period when 
the actual guarantee contains 
limitations not revealed in the 
ads. 

Getting companies to sign stipu- 
lations voluntarily, rather than fil- 
ing formal complaints against 
them, is considered by FTC-as 4 
sounder method of cleaning up @ 
troublesome industry practice. 

Litigating a formal complaint 
takes a lot of time, a lot of money 
and affects only those parties 
against whom charges are filed. 
The rest of the industry is legally 
free to continue the objectionable 
practice. 

FTC will proceed against any 
recalcitrant firm but prefers the 
voluntary agreement approach 
when feasible. 
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PAYLOAD! 
_ PRICE! 
PROTECTION! 


THE MOST POPULAR POWER BRAKE WITH TRUCKERS 


MAKE BENDIX HYDROVAC 


Vacuum power braking is the overwhelming choice of 
truckers, with Bendix Hydrovac leading the field— 
more than 51% million sold. The reasons for this 
popularity are obvious. Hydrovac saves up to several 
hundred pounds in weight—meaning a bigger payload 
and profit. Bendix Hydrovac costs less to buy—less 


to maintain, and does not rob power from the engine. 
Bendix Hydrovac assures maximum dependability 
with built-in standby safety—manual braking avail- 
able in case of power failure. Any way you look at it, if 
you build, buy, sell or operate trucks it will pay you to 
look to Bendix Hydrovac for the best in power braking. 


*REG. U.S. PAT..OFF. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes 


“Condi” 


Bendix fivision South Bend, IND. 


AVIATION CORPORATION 























There's a percentage for you in the 


TOP QUALITY LINE 
| OF AUTO RADI 
FOR 1960 ‘.emert - Suen 


by Stromberg-Carlson Carlson radios cost you less 


than other leading makes. 


2. CUSTOM DESIGN-—A radio 
for most domestic cars and 
for imported models. 


3. EASE OF INSTALLATION 
AND SERVICE —compact 
chassis fits available space 
easily; components all ac- 
cessible from top or bottom. 

To get full details on fea- 
tures, prices and delivery— 
plus the name of the distrib- 
utor in your area—fill out and 
mail the coupon below. 


CHECK THESE QUALITY FEATURES: 

Four tubes, two transistors 

Variable tone control 

Elimination of undesirable noises 

Audio output up to 214 watts 

Automatic volume control 

im “# ; Wide range frequency response 
There is nothing finer than Point-to-point wiring 

a Stromberg-Carlson” ? Front or rear deck antenna can be 

STROMBERG-CARLSON trimmed with no modifications 

a vivision or GENERAL DYNAMICS | | RADIOS FOR: 

American Manual (2 sizes) 

Ford Chevrolet Plymouth 

Falcon Cor vair Valiant 


American Pushbutton 





The percentages are work- 
ing for you when you carry 
Stromberg-Carlson’s 1960 








Ford Rambler Studebaker Corvair 
Chevrolet Oldsmobile Chrysi!er Falcon 
Plymouth Pontiac Edsel Valiant 
Dodge Buick DeSoto Dart 


Foreign Manual 


Renault Fiat Vauxhall MG 
English Ford Hillman Simca Triumph 


STROMBERG-CARLSON 


A pivision of GENERAL DYNAMICS 
1485 NORTH GOODMAN STREET * ROCHESTER 3, NEW YORK 


I 

l 

| 

| Please rush me full details on your 1960 line of auto radios. No obligation 
| on my part. 
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Newspaper of the Industry yoy 





‘Bivd. 
HO 3-411! 


912 Colorado” 
National 8-4303 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 
1 |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 
{ 2. Every dollar of & gg 3 and oil taxes, collected by states and federal 
governments, applied to the building and int: of highways; 
{ 3. Guard the precepts of individual freedom. which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 











Capsule Comment 


With steel shortages expected to plague auto production 
for many weeks, Big Three dealers face the prospects of 
depleted inventories for several months. 

We can think of no more appropriate time for dealers 
to get full gross on each sale. 
* * * 

After 64 months as top import seller in the U. S., 
Volkswagen fell to second behind Renault during Sep- 
tember, latest registrations show. 

Don’t be surprised by anything that might happen 
in the new-car sales field during 1960, both domestic 
and foreign. 

* * * . 

Loosening credit terms, including lower down payments 

and longer periods of repayment, are noted in a nationwide 


_ survey by the First National Bank of Chicago. 


New-car paper, with repayment periods exceeding 30 
months, now accounts for 73 percent of the total. 
* * 


Hearings on income-tax reforms begin today (Nov. 16) 
before the House Ways and Means Committee, looking to- 
ward the first revisions since 1954. 

No major overhaul is expected overnight, but piecemeal 
changes will probably occur over several years. 
* od * 


Highway safety can be encouraged by laws that guar- 
antee “sure, swift and severe’ penalties for unsafe driv- 
ers, Goodyear Chairman E. J. Thomas declares. 

- The certainty of punishment is the most vital deter- 


rent. 
* *~ * 


Introduction of the Big Three’s compact cars have set 
off a reshuffling of dealer franchise lines which may affect 
all makes, domestic and imported. 

Keep on your toes, is the watchword for makers and 
dealers in ’60. 
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Coming 
Events 


% Enrror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 


Automotive Cartoon 


Of the Week 





appear in boldface type the first 





time they are used. 
Dealer Conventions 


Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


ity. 

Jan, 17-19—National Independent Auto- 
mobile Dealers Assn., [3th Annual 
Convention, Eden Roc Hotel, Miami 
Beach, 

Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

Apr. 24-26—Automobile Dealers Assn. of 
inane, Buena Vista Hotel, Biloxi, 
SS, 

. 2426—Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn.. Salisbury Club, 
East Meadows, Long Island. 

May |-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 
ay 1!-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 

— 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 

Hotel 





Automobile Dealers Assn., 
Muehlebach, Kansas City, Mo, 

May 6-7—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel. Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
May 1!2-14—Washington State Auto Deal- 
ers Assn., Longview. 

-- * 


Auto Shows 


Nov, 12-22—San Francisco Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 13-22—Los Angeles Auto Show, 
Pacific Auditorium, Los Angeles 
cludes imports). 

Nov, 14-2i—Philadelphia Auto Show, Phil- 


Pan 
(in- 





"I'm glad to see these compact cars... they go 
with Henry's pocketbook." 





adelphia, 
Nov. 19-21 — Salisbury Auto Show, Civic 





Center, Salisbury, Md. 

Nov. 25-29—Sioux Falls Auto Show, Coli- 
seum, Sioux Falls, S. D. 

Nov. 25-30—Phoenix Auto Show, Phoenix. 

Nov. 27-Dec. 6—Dallas Auto Show, A. 
Harris Oak Cliff Center, Dallas (in- 
cludes imports), 

Nov. 30-Dec, 5—Denver Automobile Show, 
Denver Coliseum, Denver. 

Nov. 30-Dec, 5—Tampa Auto Show, Fort 


-—— Letterbox 


used if you so request. 





‘Really Outrageous .... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 
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Homer Hesterly Armory, Tampa, 

Jan. 810—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan, 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburgh, 

Jan. 9-17—Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo, 
Jan. 9-17—Buffalo Auto Show, 

Avenue Armory, Buffalo. 

Jan, 9-17— Upper Midwest Auto Show, 
Auditorium, Minneapolis (includes im- 
ports). 

Jan, 13-17— Auto Show of the National 
Capital Area, National Guard Armory, 
Washington, D, C. 

Jan. 15- International Automobile 
Show, Mexico City. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 
cago (includes imports). 

Jan, 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan. 21- reenville Auto Show, Green- 
ville Memorial Auditorium, Greenville, 


$. C, 

Jan, 23-30 — Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. 

Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 

Jan. 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
Koclugee imports), 

Feb. 6-14—Detroit Auto Show, Artillery 
Armory (includes imports). 

Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 


Corvair View 

Eprror’s Note: The following is 
an excerpt from a letter received 
by an Automotive News subscrib- 
er in Mexico City. 

“We're just sorta in the market 
for a new car—just in the talking 
stage right now. Thinking of a 
small one that goes lots of miles 
to a gallon of gas. Want to see 
these new ones that are coming out 
this fall—Ford’s new Falcon, Chev- 
rolet’s Corvair, Chrysler’s Valiant, 
Dodge’s Dart, the American and 
the Lark. 

“Friday we saw the Corvair in 
Bishop—not at all what we had 
expected. Appearance is fine, but 
the price is at least $500 more 
than it should be. Had been 
under the impression that it was 
going to sell for around $2,000 as 
a delivered price, but it happens 
to be $2,479. 

“Met a former neighbor who had 
driven a Corvair that afternoon 
and he said that it just hasn’t got 
the power; happens to be an 80- 
horsepower motor and with the 
automatic transmission it seems to 
cut down on the overall power. So 
—that eliminates the Corvair. 

“Surely wish we could get a little 
car that has all the things we 


Maston 





General want: Heater and air-conditioner, 
Jan, 25-28—33rd Annual National Auto- | no radio, will go about 50 miles to 
motive Accessories Manufacturers of |@ gallon, have lots of power to do 





America Exposition, Navy Pier, Chicago. 


(Continued on Page 64, Col. 3) 90 miles an hour—and—sell for 











The Big Stories 


34 Years Ago 
Cadillac Motor Car Co. has inaugurated a plan of recruiting its 
salesmen force from the graduates of colleges. This policy is being 
carried out in cooperation with Cadillac distributors and dealers. 


20 Years Ago 
Enforcement of minimum new-car prices through state fair trade 
acts, and self-regulation of the industry to prevent overcharging auto- 
mobile buyers, constitute the combination for effecting stabilization 
of the industry, according to Stanley Horner, NADA president. 


10 Years Ago 
Studebaker and its subsidiaries, in the nine months ended Sept. 30, 
1949, earned a consolidated net income of $17,242,245 after all charges 
. .. Packard reported consolidated net income of $9,111,568 for the 


first nine months. 
—From Automotive News Files 











$1,000 to $1,500. At least, that is a 
lot of wishful thinking. 

“The prices of cars these days is 
really outrageous, but what can 
one do? A car is quite an important 
gadget these days, and I just can’t 
feature being without one. Any- 
thing one would like runs between 
$3,000 to $5,000—yipes! 

“When we looked at that Cor- 
vair, right next to it was a very 
attractive car and I had to look 
it over. I did. Happened to be a 
Cadillac (with air-conditioner) a 
mere $7,115. Always was curious 
as to how much a Cadillac cost. 
Anyway, they didn’t charge a 
cent to look. 

“Never can tell what we will end 
up with, maybe nothing. Had a 
good deal made to us on a Thun- 
derbird and we (or perhaps I 
should say I) surely would have 
loved to own it, but after all, it was 
beyond our means.” 

* * + 


Hooray for Duryea 


Your article on J. Frank Duryea 
being still active on his 90th birth- 
day was good news. 

In view of the present rear vs. 
front engine controversy, you will 
be interested in knowing that Dur- 
yea’s first car was powered by a 
rear engine.— FLoyp CiyMeErR, Los 
Angeles. 


Sales Outlook 


In going through your edition of 
Sept. 14, there came to our atten- 
tion under the Who’s Who section 
on Page 54 a statement we feel 
needs some clarification. Under the 
Vespa classification, you stated that 
our estimated 1959 sales of the 
Vespa 400 would be 250 units. This, 
we feel, is an arbitrary figure. 

The Vespa 400 was introduced 
into the U. S. on Aug. 1, 1959. As 
of today, approximately 700 Vespa 
400 cars have been sold. Our 1959 
sales (from August through Decem- 
ber) should be around 2,000 units. 

Therefore, we feel a written re- 
traction of your claim to our sales 
potential for the year 1959 should 
appear in a future issue of AUTO- 
MOTIVE NEWwWs.—ALESSANDRO C, DI 
MontezeMoLo, Vespa Distributing 
Corp., New York. 
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pees s i Willys deals you the hot hand! A double powerhouse 
= - E Fe int ... top product, top promotion. If you’re looking 
a for the “ideal” franchise, take a look at this: 


The ‘Jeep’ Franchise The Maverick TV show 


e@ ‘Jeep’ dealer gross profits average more than $400 per vehicle after washout. @ one of America’s top ten TV shows,’ (consistently, week after week). 


@ more men watch Maverick than any TV show? (and.the man decides the auto- 
motive buy). 





@ about 50% of sales are clean deals. 


e high resale value. 2-year old ‘Jeep’ vehicles sell for as high as 90% of original ; : : ‘ . 
factory list @ more viewers per home than any TV show plus high sponsor identification? 
; (they watch the show, and get the Willys Message). 


@ substantial extra profits from sales of special ‘Jeep’ equipment, averaging e@ 75% of America’s TV homes see a ‘Jeep’ demonstration at least once every 6 
$249 per vehicle, and sales of parts and accessories. weeks. Over 15 million homes see one every week. (Does TV sell? Look at the 
@ great source of new profits, as a dual line! Added to an existing line, a ‘Jeep’ Willys Sales curve . . . out in front and. still climbing.) 
vehicle franchise increases profits with little increase in overhead! 
Dealers who qualify for a ‘Jeep’ Franchise as an exclusive line or added to a 
present line, get both the profitable ‘Jeep’ vehicle Franchise, and “Maverick’’.. . or 
the only top-rated TV show promoting a commercial vehicle line every week. | 
Since many dealer points are being closed and Willys Franchises are established I 
only on a market potential basis, the number of points still open is limited. Each 
| 
| 
l 
| 
| 
l 


1. Neilsen Television Index. 2. Neilsen and Trendez Television Reports. 3. Trendex Television Reports. 
DEALER FRANCHISE MANAGER, DEPT. 635... cae 
Willys Motors, Inc., Toledo 1, Ohio 


Yes, without obligation, I’m interested in learning the detailed 


offers a profitable future to the right man. For complete information please facts about the ‘Jeep’ franchise. 














fill in and mail coupon. Name 
a . Address. 
WORLD’S ONLY COMPLETE LINE City rene 
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they’ reenh ew 
BORROUGHS 


swinging-door 


CABINETS 





Borroughs’ new, rugged, swinging-door cabinets are especially designed for 
industrial use. They're 36” wide—21” deep—in 42” and 78” heights. They 
have a central heavy duty handle with Yale and Towne built-in lock . . . the 


doors have 3-point latching, and swing com- 


pletely open for full accessibility . . . shelves are 
adjustable on 2” centers without tools, nuts or 
bolts. The 78” cabinet is available in 3 styles, as 
illustrated at the right, while the 42” unit is ideal 
for use with counter-high installations. Send for 


literature today. 
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combination 


and here’s the NEW Borroughs tire rack 





now in 4 popular widths 


36” 


42” 48” 


60” 


... and talk about quality! ... the sloping shelves are formed 
of 18 gauge steel in the 36” and 42” widths, and 16 gauge 
in the 48” and 60” widths. 13 gauge roll formed posts, 18 
gauge flat storage shelves, and %” side shelf supports and 
cross braces complete a tire rack that is ruggedly built for 
long, hard use. 


send for new bin catalog today! 


These Borroughs warehouse distributors are at your service.... 


Universal Equipment Co. 

2420 Oakville St. 

Bins & Equipment Co., Inc. 

1918 Buford Highway, N.E. 

East Coast Distributing Co. 

2010 Boxwood Dr. 

Automotive Bin Service Co., Inc. 

20 East North St. 

Felix F. Loeb., Inc. 

8810 S. Vincennes Ave. 

Automotive Bin Service Co., Inc. 

1220 Richmond St. 

Automotive Bin Service Co., Inc. 
loke Ave. 

W. W. Cannon Co, 

9739 Denton Dr. 

Sporkmon-Barker Co. 

421 Santa Fe Dr. 

Automotive Bin Service Co., Inc. 

10040 Freeland Ave. 

Adams, Inc. 

6 North 13th St. 

W. W. Cannon Co. 

P. O. Box 464 

Heoley & Co. 

2302 Tulore St. 

W. W. Cannon Co. 

1901 Winter St. 


ALEXANDRIA, VA.: 
ATLANTA: 
BROOMALL, PA.: 
BUFFALO: 


3 
: 


FARGO: 


FORT WORTH: 


INDIANAPOLIS: 
JACKSONVILLE: 
KANSAS city, MO.: 
LOS ANGELES: 
LOUISVILLE: 
MEMPHIS: 
MILWAUKEE: 
NEW ORLEANS: 
NEW YORK: 
OAKLAND: 
OKLAHOMA CITY: 
OMAHA: 
PHILADELPHIA: 


PORTLAND, Ore.: 


Automotive Bin ServiceCo. Inc. SACRAMENTO: 
54 West 30th St. 


Bins & Equipment Co., Inc. 


2610 Ligustrum Rd. SALT LAKE CITY: 
Siggins Co. 

706 Broadway ST. LOUIS: 
Green-Penny Co. ST. PAUL: 


4180 E. Noakes St. 


Automotive Bin Service Co., Inc. 
204 Builders Bidg. 


Metal Products Co. 
359 Madison Ave. 


Felix F. Loeb, Inc. 


SEATTLE: 


SEATTLE: 


656 &. Birch Ave. STERLING, ILL.: 
Edco Metals, Inc. 

73 S. Wren St. TACOMA: 
Borroughs Mfg. Corp. 

121 Varick St. TOLEDO: 
William A. Gore Co. 

1834 Adeline St. WATERTOWN, Mass.: 
W. W. Cannon Co. 

P. O. Box 7317 CANADA: 
Siggins Co. 

1236 S. 13th St. HAWAII: 
East Coast Distributing Co. 

780 S. 52nd St. 

The Brower Co. PUERTO RICO: 


1633 N. W. 21st Ave. 


Paul W. Roeder Co. 

P.O. Box 1552 

1721—13th St. 

Business Equipment Co. 

902 in St. 

Siggins Equipment Co. 

1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 

The Brower Co. 

114 Virginia St. 

William A. Gore Co. 

214 3rd Ave., S. 

Felix F. Loeb, Inc. 

1708 Avenue F 

Tacoma Asbestos Co. 

25th and Holgate 

Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 

Alexander Steel Products, Inc. 
264 N. Beacon St. 
Wickware-Stackbin, Ltd. 

P.O. Box 740, Perth, Ontario 


Hunters’ Office & Industrial 
Equipment Company 

538 Reed Lane, Honolulu 
Automotive Specialties, inc. 

252 Ponce de Leon Ave., Hato Rey 





zh oO R R  @ ] | G H & MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. ali) . KALAMAZOO, MICHIGAN 








Spur for Sprite... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

J. S. Inskip, Inc., has launched a 
new campaign for the Austin- 
Healey Sprite. 

Launched by full page, four-color 
advertisements in New York Times 
Magazine and Sports Cars Illus- 
trated, the Sprite program will be 
followed up with arresting full- 
page black and white advertise- 
ments in The New Yorker and Ivy, 
the latter a magazine appealing to 
the college set. 

Supplementary local advertising 
will carry the Sprite campaign to 
a four-state East Coast market. 
The program and above ad were 
prepared by Chester Gore Co., Inc. 

* oe +. 


Magazine for Gas Retailers 


The NCPR Spokesman, circulat- 
ing initially to 80,000 gasoline re- 
tailers, will be the official magazine 
of the National Congress of Petrol- 
eum Retailers, headquartered in 
Detroit. 

Editorial and business offices are 
located ‘in Baltimore. National ad- 
vertising sales will be handled by 
the Army Times Publishing Co. 

* * * 


Data on L. A. Available 


Latest information on the Los 
Angeles Market area and its ad- 
vertising media is now available to 
businessmen in the 1959 edition of 
“Los Angeles, the Market and its 
Newspapers,” issued annually by 
the market research department of 
The Los Angeles Times. 

The report is available without 
charge from the Market Research 
Department, Los Angeles Times, 
Los Angeles 53, Calif. 

a 


* hd 

MJ&A Expands Facilities 

A two-story office building now 
under construction at West Long 
Lake and Woodward in Bloomfield 
Hills, Mich., will be occupied by 
MacManus, John & Adams, Inc., 
upon its completion next March, 
according to E. A. Jones, president. 

The building is directly across 
West Long Lake Road from the 
main offices of the national ad- 
vertising agency. | 


1960 Auto Peete Kit 


Multi-Ad Services, Inc., 100 Wal- 
nut St., Peoria, Ill., has published a 
“1960 Auto Promotion Kit” design- 
ed for use by car dealers on a local 
level. 

The kit covers the Chrysler, 
Falcon, Ford, Imperial, Lark, 
Plymouth, Pontiac, Rambler and 
Thunderbird. 

The kit is being furnished with- 
out cost to subscribers to Ad- 
Builder, which is published by 
Multi-Ad Services. By special ar- 
rangement with the Bureau of Ad- 
vertising of the American News- 
paper Publishers Assn., its mem- 
bers can purchase the kit at “rea- 
sonable cost.” 

* + 7 


AFA Selects Farley 


James A. Farley, chairman of 
Coca-Cola Export Corp. and for- 
mer Postmaster General, has been 
named general chairman of the 
56th annual convention of the Ad- 
vertising Federation of America, 
June 5-9, 1960, at the Hotel Astor, 
New York. 


* * * 


TNT Widens Beers Territory 


John L. Beers, formerly manager 
of the central division, has been 
appointed manager of the new 
Midwestern division of Theatre 
Network Television, Inc., covering 
Michigan, Illinois, Indiana, Wiscon- 
sin and Ohio. 

Establishment of a Midwestern 
division, replacing the Central di- 
vision, represents an expansion of 
service and sales by TNT to a 
wider area of the Midwest, accord- 
ing to Nathan L. Halpern, TNT 
president. 

Prior to joining TNT, Beers was 
sales promotion manager of Chrys- 
ler Corp. 


* * 


Columbus Papers Merge 


The Columbus (O.) Citizen has 
been merged with the Ohio State 
Journal, and now is known as 
the Columbus Citizen-Journal. 

The newspaper will be publish- 
ed by the Dispatch Printing Co., 





publisher of the Columbus Eve- 
ning and Sunday Dispatch. 
* aa * 


Maverick Puts Up the Ante 


“Poker According to Maverick” 
is the title of a book that soon will 
be in the hands of Willys dealers 
for distribution to prospective buy- 


ers who take a demonstration 
drive. 

Although it is written in the in- 
formal “Maverick” style of lan- 


guage, the book is a scientifically 
accurate study of how to play win- 
ning poker, the publisher, Dell 
Publishing Co., said. 

ok * x 


Miracle Power Picks Rep 


G. M. Basford Co. has been 
named advertising and public re- 
lations counsel for Miracle Power 
Corp., Cleveland. 

Basford’s Cleveland office will 
direct promotional campaigns for 
Miracle Power’s engine lubri- 
cants. 

* * * 


Ad Competition in Midwest 


An industrial advertising awards 
competition for business and in- 
dustrial advertisers and their ad- 
vertising agencies in Michigan, 
Western Ontario and Toledo has 
been announced by Industrial Mar- 
keters of Detroit, the local chapter 
of the Assn. of Industrial Adver- 
tisers, 

The awards will be made for 
achievement of highest effective- 
ness in advertising for 1959 in sin- 
gle-page advertisements, multi- 
page or spread advertising, 
advertising inserts and fractional 
advertisements. 

Entry blanks and details may be 
obtained from Industrial Marketers 
of Detroit, 7410 Woodward Ave. 
Detroit 2, =m. 

+ 
Personnel Changes 


J. R. Stewart from office man- 
ager to controller of Clark & Bo- 
bertz, Inc., Detroit and Cleveland 
advertising and public relations 
agency ... John D. Davis from 
Washington public relations man- 
ager to manager of Ford Motor 
Co.’s Missouri Valley public rela- 
tions office. 

Harry H. Frazee from advertis- 
ing salesman to manager to auto- 
motive advertising and automotive 
writer for the San Diego Union 
and Evening Tribune, succeeding 
Nelson Roberts jr., who has joined 
West-Holiday newspaper represen- 
tatives as manager of its Detroit 
office. 

Ernest J. Massard from producer 
of technical proposals and sales 
promotion materials for its Tapco 
group engineering department to 
the Cleveland public relations office 
of Thompson Ramo Wooldridge, 
Inc. .. . Robert E. Curtis from as- 
sistant advertising manager of 
Edsel to Detroit advertising sales 
office of Petersen Publishing Co. 
... Three changes at Shatterproof 
Glass Corp.: Patricia C. Hartman 
from advertising manager to sales 
promotion manager; William F. 
Poirier from assistant advertising 
manager to advertising manager, 
and D. Craig Rebold to assistant 
advertising manager. 








A Plymouth Invitation— 


All Plymouth dealers are invited to at- 
tend the live telecasts of the “Steve Allen 
Plymouth Show" when in the Hollywood 
area. The one hour show on NBC-TV is 
seen every Monday night and originates 
from NBC studios in Burbank, Calif. 
Among recent visitors to the show were 
Stan Walker, left, of North Star Motors, 
Inc., Los Angeles and Lew Jabro, right, 
secretary-manager, Plymouth Dealers Assn. 
of Southern California. The two are shown 
with Steve Allen, center. 
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OVER 3 MILLION CARS NOW IN LUCITE® 
Use Du Pont LUCITE... the original “Magic-Mirror’”™* 


For several years increasing numbers of 
cars have come off production lines fin- 
ished in Du Pont Lucire Acrylic Lac- 
quer. Now 1959 models are swelling the 
total many times, to give more millions of 
new car buyers beauty, durability, and 


ease of maintenance not possible before 
the introduction of LUCITE. 

The result for refinishers is much more 
repair work in Lucire. And thanks to 
the simplified procedures and complete 
range of colors offered by Du Pont, it’s 





finish for all acrylic lacquer repair work 


easy for any refinisher to duplicate all the 
characteristics of the factory finish known 
as “Magic-Mirror.”* So for repair of all 
cars in original acrylic lacquer, use the 
original Du Pont LuciTe Acrylic Lac- 


quer. See your Du Pont refinish jobber. 
*General Motors’ name for Acrylic Lacquer. 








Now all General Meters cars are being finished in exciting acrylic lacquer. Original Du Pont LUCITE is available in matching colors for all years, all models. 


GU PON 


REG. U.s. eat. OFF 


BETTER THINGS FOR BETTER LIVING.. 


LUCITE ACRYLIC LACQUER 


the finish with a future : 


- THROUGH CHEMISTRY 
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What were 
the results 


of Ford’s unique, 36-page advertisement 
in last May’s Reader's Digest ? 


Ford will have 








another insert 


in the December issue. It will 


describe the 1960 models 


In Reader’s Digest last May, Ford sponsored 
one of the most unusual advertisements ever 
published. 


A36-page, removable insert, Ford’s “Buyer’s 


Digest” of New Car Facts for ’59. provided 


owners of all makes of automobiles with inter- 
esting, useful information about the operation 
and care of their cars. It showed list prices of 
every Ford model. And the insert gave the 
reader full details about the new Fords before 
he visited a dealer for an appraisal of his 
present car. 


Ford’s first objective for this unique adver- 
tisement was stated in advance by Lee Iacocca, 
Car Marketing Manager of the Ford Division: 


“We sought thorough readership in an atmos- 


phere of reader confidence.” 


RESULTS IN READERSHIP—AND SALES 


How well Ford’s insert met this and other 
objectives can be learned from the answers to 
the following questions. 


How many people were affected by this 
advertisement? 


Careful research has produced the following 
evidence: 


An estimated 17,000,000 readers recalled 
“seeing” the 36-page Ford advertisement in 
May Reader’s Digest. More than 13,000,000 
“read thoroughly” one or more principal parts 
of it. The readership per page was twice that of 
automobile advertising in other magazines. 


How many people removed the insert? 


Well over a million. Many appeared in Ford 
showrooms with the Digest or the insert. 


How many people visited Ford showrooms? 


Within six weeks after the May issue appeared, 
research showed that metropolitan area Ford 
dealers could trace an average of 41 prospects 
apiece directly to the Reader’s Digest advertise- 
ment. Ford has about 7,000 dealers. And a high 
percentage of prospects who voluntarily walk 
into dealer showrooms do buy cars. 


What did dealers think of this advertisement? 
Personal interviews throughout the country 
showed dealers overwhelmingly enthusiastic; 
84% said the insert would help sell cars. A lead- 
ing dealer in Houston called it “the best piece 
of advertising Ford or anyone else has had.” 
Another, in Jacksonville, said, “It lets people 
realize if it is possible for them to trade or buy.” 


How did it affect Ford sales? 

Ford’s gains over last year have been greater 
during the months after the insert appeared than 
earlier. After evaluating the effectiveness of the 
May issue, Ford scheduled a new 12-page insert 
for December, again to run exclusively in the 
Digest. That advertisement, in the issue out next 
week, will present list prices and other details 
of the 1960 Fords, Falcons and Thunderbirds. 


DO YOU WANT HIGH READERSHIP 
OF YOUR ADVERTISING? 
We believe that Ford’s experience can be dupli- 
cated with advertising for every kind of product 
or service: 
Digest readers will read carefully—and act 









































In the May issue of Reader’s Digest, the Ford 
Division of Ford Motor Company ran this . 
36-page insert—the largest magazine : 

advertisement ever devoted to a 
single line of consumer products. 


The December issue of the Digest will 
carry Ford’s second multi-page insert. 
For merchandising, Ford has ordered 
nine times the number of 

reprints that were made of 

its successful May insert. 


upon—an interesting sales message, regardless 
of length. Advertising in the Digest will bring 
into retail establishments large numbers of pros- 
pects who are eager to buy the products they 
have seen advertised. 


Readers keep the Digest, pick it up repeatedly 
for frequent reading, giving advertising in it 
repeated opportunities to be seen and to sell 
effectively. 


Dealers welcome advertisements that include 
the kind of information contained in the Ford 
insert, such as prices and facts that stimulate 
people to come to see the product. 


In Reader’s Digest, you can present a de- 
tailed, full-color sales message to millions of 
your best prospects, at a fraction of the cost 
that you might expect. The Ford 36-page insert 
—prepared, printed and distributed—cost less 





per copy than it would have cost to produce and 
mail a first-class letter. 


QUICK FACTS FOR BUSY EXECUTIVES 


Reader’s Digest offers all these exclusive benefits 
to advertisers: 


1. The largest proven audience of readers. It is 
larger than any other magazine, weekly, fort- 
nightly or monthly; larger than any newspaper 
or newspaper supplement. More people read the 
magazine than look at the average nighttime 
network television program. 


2. The largest quality audience that can be found. 
More people with greater spending power read 
the Digest than any other magazine. And you 
will find that the higher the income group, the 
greater the Digest’s share of the audience. 





3. Discrimination in the advertising accepted. 
The Digest alone of major advertising media 
accepts no alcoholic beverages, no cigarettes or 
tobacco, no patent medicines. And for any 
product, it accepts only advertising that meets 
the highest standards of reliability. 


4. Belief in what the magazine publishes. People 
have faith in Reader’s Digest, in its editorial 
and advertising columns alike. ’ 


People have faith in 


fReaders Digest 


Largest magazine circulation in the U. S. 
Over 12,000,000 copies bought monthly 
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Lawsuits Affecting Dealers . . . 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

EP Ee J.B. of Temas wrote a0 

follows: “Sometime ago I no- 
ticed in the Automotive News under 
your article of Court Decisions a 
case in which the 
owner of a vehi- 
cle wags not driv- 
ing the vehicle 
and it was in- 
volved in an acci- 
dent, and the 
person who was 
driving did not 
have permission 
to drive the vehi- 
cle. We have a 
similar case. We 
L. T. Parker shall greatly ap- 
preciate your sending us this par- 
ticular court decision.” 

Generally speaking, the courts 
hold that the owner of an automo- 
bile is not liable in damages for 
injuries caused by a driver who 








was not authorized by the owner 
to drive the car. Of course, if the 
testimony shows that in the past 
the owner regularly authorized this 
person to drive his automobile or 
if the automobile owner had control 
over the driver at the time of the 
accident, the court may hold the 
owner liable. 

See following cases: Gill, 78 N. E. 
(2d) 192; 153 N.E. (2d) 525; 70 
N. W. (2d) 69; all involving author- 
ity. Also, see 286 Pac. (2d) 870; and 
91 N. W. (2d) 753. 

Also see the late case of Carey 
v. Broadway Motors Co., 91 N. W. 
(2d) 7538. Here the tes 





signed, delivered or filed by 
Broadway Motors Co. 

The higher court held Broadway 
Motors Co. liable in damages for 
injuries inflicted to a pedestrian 
while Gage was driving the auto- 
mobile. 

The higher court held that since 
the company had not delivered or 
filed the conditignal contract signed 
by Gage, there was no transfer of 
title to Gage. Hence, Gage was not 
the owner of the automobile and 
Broadway Motors Co. was liable for 
his negligent acts, as an employe. 

* * + 


Dealer Sued for Deposit 
a J. C. of Pennsylvania 

wrote in part as follows: “On 
July 26, we received a $50 deposit 
from a customer who ordered a 
standard model English Ford 
Anglia for delivery on Oct. 8. This 
order was signed by the writer and 
the customer, Several days follow- 
ing the agreed Oct, 8 delivery date, 
we called the customer advising 
that we would be unable to make 
delivery until November. 

“At that time the customer 


ceived a letter from the customer 
cancelling the order, and request- 











‘ Jeary 


“That’s our old car that George 
kept for me to drive.” 





ing the return of the $50 deposit. 


presen’ 

the customer for delivery, and it 
was re 

“Prior to Oct. 8th our customer 

lost her license through a hit-run 

accident and she was unable to 

drive herself to and from her place 





Now...Double Car Washing Profits 


with the NeW 


Wash Power-Soray 








Car and engine washing need no longer be a tedious, virtually non-profit chore. Now you 
can turn it into a fast-turn-over steady source of high profits. With the new air-operated 
Lincoln WASH-ALL, it takes only 15 to 20 minutes to make a car showroom clean, or flush 
away heavy grease and grime deposits from engines. It's a real “while you wait" service 
for your customers. Ideal for cleaning engines before tune-up jobs... giving used car engines 
that “factory fresh” look...even washing oily service bay floors and service equipment, 


or pulsation. 


wash units. 


chemicals needed. 


1, Oversize, heavy duty wash apron 
2. Two sturdy, attractive fender covers 


Operates off any standard compressor. 


Delivers powerful, uniform spray...no surge 
Uses only half as much air as competitive spray- 


Fits any standard 55 gal. drum. A.S.M.E. ap- 
proved pressure tank holds 6 gal., more than 
enough for a complete car or engine wash. 


Uses any car washing detergent. No special 


Check These Operating and Profit-Making Features... 


© Two spray nozzles: fan spray pattern for car 
washing, chisel pattern for engine cleaning. 


© A complete, ready-to-use unit. No extra acces- 


sories to buy. 


3. Watertight carburetor cover 
4. All-purpose merchandising sign 


@ Easy to maintain...only one moving part. No 
oiling necessary. 
parts in contact with washing solution made of 
non-corrosive brass and plated steel. 

Plastic spray-tip on nozzle protects car finish. 
Drum Cover keeps dirt, rags, cigarettes, etc., 
from falling into drum. 

for complete details, write for Bulletin 229. 


LINCOLN ENGINEERING COMPANY 
Division of The McNeil Machine & Engineering Co. 


4010 GOODFELLOW AVENUE «+ ST. LOUIS 20, 


Built to last indefinitely. All 


MISSOURI 





of employment. We do not bel eve, 
therefore, that she has suffered any 
damages from our failure to supply 
her with this particular car at the 
specified time. Can the customer 
recover the $50 for which she hag 
sued us?” 

If this party can prove tha‘ on 
Oct. 8 the buyer agreed to post- 
pone the delivery date to Decem ber, 
he may avoid refunding the de- 
posit. Otherwise, he must refund 
the deposit because he breached 
his contract to deliver the automo- 
bile on Oct. 8. 

The fact that it was impossible 
for this dealer to make delivery 
Oct. 8 is no valid excuse. In other 
words, “impossibility” to deliver 
merchandise on a date specified in 
a sale contract will not relieve the 
seller from the assumed obligation, 

” * * 


Speedometer Set Back 


W. OF NEW YORK wrote as 
* follows: “I read once in Auto 
MoTivE News that it is fraud to turn 
back a speedometer on a used car, 
Please give me this case number,” 
It is well known that a pur- 
chaser may sue and recover dam- 
ages from the seller of an auto- 
mobile who fraudulently induced 
a contract of sale. Also, some- 
times the purchaser may recover 
“punitive” damages in addition to 
his ordinary financial losses, as 
a result of the seller’s fraud. 

Punitive damages are awarded 
as additional compensation to the 
purchaser, and incidentally, these 
additional compensations are in- 
tended to act as “punishment” to 
deter other sellers from defrauding 
purchasers in a like manner. 

For example, in District Motor v. 
Rod, 88 Atl. (2d) 489, it was shown 
that a purchaser bought a motor 
vehicle whose speedometer regis- 
tered 50 miles, Later the purchaser 
learned that the speedometer had 
been set back. 

In later litigation the higher 
court held that the purchaser could 
recover from the seller all ordinary 
damages he incurred, plus $400 
exemplary damages. 


Thomas Elected 


Vice-Chairman of 
Safety Foundation 


NEW YORK.—E. J. Thomas, 
chairman of Goodyear Tire & Rub- 
ber Co., has been elected vice- 
chairman of the Automotive Safety 
Foundation. He succeeds L. R. 
Jackson, vice-chairman, Firestone 
Tire & Rubber Co. 

Stanley Hope, foundation chair- 
man, announced that three new 
members of the operating commit- 
tee also were elected. They are 
H. E. Humphreys jr., chairman of 
U. S. Rubber Co.; J. Ed. Warren, 
president, Cities Service Co., and 
Herbert Willetts, president, Mobil 
Oil Co. 

New members of the board of 
trustees include: 

Warren A. Birt sr., president, 
National Wheel & Rim Assn.; Earl 
B. Hathaway, vice-president, Fire- 
stone, and Robert E. MacNeal, 
president, Curtis Publishing Co. 

Other vice-chairmen of the foun- 
dation are: Henry T. Bodman, 
president, National Bank of De- 
troit; Malcolm P. Ferguson, presi- 
dent, Bendix Aviation Corp.; E. L. 
Grimes, chairman, Commercial 
Credit Co.; Clifford F. Hood, for- 
mer president, U. S. Steel Corp.; 
John E. Swearingen, president, 
Standard Oil Co. (Indiana); Wil- 
liam F. Hufstader, vice-president, 
General Motors; G. Donald Ken- 
nedy, president, Portland Cement 
Assn., and Warner S. Shelly, presi- 
dent, N. W. Ayer & Sons. 


Shuler Axle Builds 


Plant in Louisville 


LOUISVILLE.—Shuler Axle Co. 
is constructing a 45,000-square-foot 
plant on a 20-acre tract here. The 
building and equipment will cost 
about $650,000, and the plant will 
employ about 50 persons when it 
is completed early next year. 

The plant will be used for axle 
assembly and also for warehousing 
and shipping axles, air brakes and 
vacuum brakes. 

Shuler is a subsidiary of Fuller 
Mfg. Co., Kalamazoo, Mich., which 
is a part of Eaton Mfg. Co., Cleve- 
land. 
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know how to use the phone 


When you telephone a prospect to arrange a demonstration, 
speak up... sound enthusiastic ... make your 
voice radiate confidence in yourself and in your product. 
It’s hard to say no to this type of guy. If you 
can’t set up the demonstration don’t cut the conversation 
short or let your voice trail off in disappointment 
... you may want to call him again. 





plan your demonstration route 


A demonstration route that really sells will include a 
wide variety of road conditions. This is the only way you 
can show off the car at its best. Avoid congested roads that 
tend to dampen enthusiasm. Get the husband and wife 
in the cat bird’s seat as quickly as possible... 
only behind the wheel will they begin to see themselves as owners. 
Don’t talk too much. When you do, talk about the car and include the 
Mrs. in the conversation. Chances are she’s the key to your sale. 

















sell those features 


Emphasize your car’s big comfort features. 
Example: SOLEX green tinted safety glass. On your 
demonstration, point out how SOLEX’s soft green 
shade practically eliminates eyestrain ... absorbs over 
50% of the solar heat . . . cuts down the fatigue 


of a long, glaring-hot drive in the sun. An easily 
demonstrated feature like this will help sell cars for you. 
Do yourself and your customers a favor, order your cars 
with SOLEX. It’s a profitable decision. ; 


All PPG Automotive Safety Glass complies with every recognized safety code. 
































Pittsburgh Plate Glass Company 


wil, 
> SOLEX® the b d 
sp pean. See rem gras waren eet Paints * Glass + »Chemicals + Fiber Glass 


In Canada: Canadian Pittsburgh Industries Limited 
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Roundup from State Capitals... 








By Bethune Jones 
Legislative Correspondent 


ea to solve urban transit problems, with their at- 
tendant direct and indirect repercussions on the auto- 


motive industry, are attractin 


g increasing attention of state 





and city officials. Extent of< 
the issue in major metropoli- 
tan areas was shown by a pro- 
posed 20-year plan to relieve traf- 
fic congestion in 
St, Louis which 
includes a plan 
for a rapid trans- 
it system using 
buses travelling 
in some sections 
over new special 
elevated road- 
ways. 

This far-reach- 
ing program, 
which would cost 
$340 million and 


Bethune Jones 


annual use tax on passenger cars 
registered in the city and St. Louis 
County, was drafted after a survey 
that took nearly three years and 
was termed the most comprehen- 
sive ever done for a metropolitan 
area, 

Although much of the bus travel 
in the proposed transit system 
would be over elevated roadways 
to be constructed exclusively for 
that purpose, the buses in non- 
congested areas would share ex- 
pressways and other roads with 
general vehicular traffic. 

The St, Louis program calls for 
an elevated loop in the downtown 





would be financed partly by a $20 


business district and seven radial 


Legislation Affecting Auto Industry 








routes connecting the downtown 
loop with outlying sections. The 
network would include 106.5 
miles of rapid transit service, 

The engineers declare such a 
system would attract enough cus- 
tomers to reverse the downward 
trend in the use of mass transit 
in the city. Customer interest 
would be solicited through special 
monthly rates and park-ride lots 
where passengers might park their 
cars and board a bus. 

Possible means of financing the 
project were suggested as includ- 
ing issuance of $175 million in 40- 
year revenue bonds at 5 percent. 
The report said the system could 
not hope to operate without sub- 
sidy. 

Other features of the St. Louis 
plan include: Downtown parking 
garages at points where existing or 
projected expressways reach the 
area; development of a downtown 


| site as a parking garage for short- 


time parkers; a program of street 
and highway improvements; estab- 
lishment of an area-wide govern- 
mental agency with taxing author- 
ity and power to carry out the 
plan, and revised traffic controls 
and restrictions. 

* * 


Mass Transit 


i PENNSYLVANIA, Allegheny 
County officials, acting under a 
new state law, are mapping plans 
to weld 29 separate bus and trolley 
lines into a unified publicly owned 
mass transit system to serve the 
Pittsburgh area. 

Under the new law, county 
commissioners will decide by 
referendum or their own resolu- 
tion whether such a system 
should be set up under the Alle- 
gheny Port Authority. Such a de- 
cision will follow a study, expect- 
ed to take two years, Another 
two years would be needed to 
actually acquire properties and 
get a system into operation. 

In another Pennsylvania devel- 
opment, the State Senate passed 
and sent to the House a package 
of bills to provide tax reductions 
for mass transit systems. 

One measure would give the bus 





companies a 50 percent reduction 
in annual registration fees, An- 








$1,080. 
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VESPA 


Just as the Vespa Motor Scooter has been accepted in the three short years it’s beén in the United 
States, so has the newly introduced Vespa “400” automobile. On the American market for just two 
months, the response to this sleek rear engine beauty has been overwhelming. Americans have been 
quick to recognize the advanced engineering design, that goes into every Vespa product. 


Vespas economical air cooled engine squeezes 60 miles out of every gallon of gasoline—goes up to 
60 miles per hour. Its independent four wheel shock and spring suspension makes for smooth riding on 
any road surface. Heater, defroster, and electric windshield wipers all come as standard equipment. 


Find out today how the Vespa line can increase your yearly profits. We'll be glad to send you the 
complete franchised Vespa dealer story. Just write to: 


VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS CORPORATION 
wae: 7 one 22a, 


*Slightly higher in the West 





ae # 


— 


other would deduct the amount of 
the reduction from the money 
which the State gives counties 
from the liquid fuels fund. A third 
bill would provide an exemption 
from the State excise tax on gross 
receipts for mass transportation 
companies operating buses with 
seating capacities of 12 or more. 


+. + * 

A STUDY committee of the Colo- 

rado State Legislative Couneij 
has warned that cities throughout 
the state may have to choose be- 
tween putting themselves in the 
mass transportation business or 
forfeiting bus service completely, 

Basing its findings on hearings 
in three cities and detailed ex- 
amination of bus company finan- 
cia] statements, the committee 
recommended that the next Leg- 
islature enact a measure to per- 
mit non-home-rule cities to 

“operate urban transit systems 

or to contract for this service 

from private operators.” Home- 
rule cities in the state already 
have this power. 

Although noting that some relief 
could be granted by freeing bus 
companies of state and local taxa- 
tion, the Colorado committee point- 
ed out that Federal income taxes 
would absorb up to 52 percent of 
any savings thus effected. 

The committee added that tax 
relief by itself would not be enough 
to put most companies on a profit- 
able basis and said it was ques- 
tionable, in any event, whether the 
State should grant tax relief for 
one particular industry. 

The Connecticut Legislature also 
has a special committee studying 
the problem, It was told at a recent 
hearing that establishment of more 
parking spaces in cities under- 
going redevelopment has hurt the 
bus business. As more parking 

(Continued on Page 23, Col, 1) 








It's an ACilloscope— 


A new electronic analyzer, an ACillo- 
scope, checks spark plugs in less than 30 
seconds and is simple to use and easy 
to understand, according to AC Spark 
Plug. It reveals the operating condition 
of the plugs without the necessity of re- 
moving them for inspection and testing. 


Device liste 
Plug Efficiency 
Quickly, AC Says 


FLINT.—A new electronic device 
that permits motorists to check 
spark-plug efficiency in minutes has 
been announced by AC Spark 
Plug. 

AC engineers claimed that the 
instrument, called the ACilloscope, 
is the only one of its kind that will 
detect lead fouling, the cause of 
85 percent of spark plug failures. 
In addition, they said, the device 
reveals electrode wear, oil and gas 
fouling, cracked insulators and 
other spark-plug malfunctions that 
can cause plug failure. 

The ACilloscope is portable— 
weighing 2% pounds—and can be 
connected to an engine in less than 
30 seconds, AC engineers said. It 
checks efficiency by measuring the 
voltage required to fire the spark 
plugs when the engine is running, 
they added, and all plugs are an- 
alyzed at the same time. 

It is being made available to ga- 
rages and service stations, and will 
eliminate the costly and time-con- 
suming job of removing the plugs 
for inspection and testing, AC said. 
The instrument, simple to operate 
and understand, shows spark-plug 
condition as a wave-like pattern on 
the screen of a scope, AC said, and 
car and truck owners can “see for 
themselves” the operating condition 











of their plugs. 
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Legislative Roundup 








(Continued from Page 22) 


spaces are made available in cities, 
bus company spokesmen said, the 
more people are eager to drive 
their own cars instead of using 
buses. ara ae 


Exemption Extended 
| INDIANA, a ruling handed 
down by the Circuit Court held 
that a 6-cent State fuel tax exemp- 
tion granted by the 1959 State 
Legislature applied to propane and 
diesel fuel as well as gasoline, The 
decision was given in a suit 
brought by the Indiana City Bus 
Operators Assn. on behalf of bus 
companies serving the state’s larg- 
est cities. 

Gov. G. Mennen Williams this 
year vetoed a Michigan legisla- 
tive bill to give urban bus com- 
panies relief from State gasoline 
and weight taxes. He objected 
that the measure would have 
weakened the State’s position 
when trying to sell highway 
bonds because the relief would 
have come from earmarked 
taxes. 

He further noted “a method of 
operation” had been worked out by 
some cities to provide relief for 
financially ailing bus firms. He re- 
ferred to a system under which the 
City becomes technical owner of 
the bus line and leases its opera- 
tion, thus escaping State taxes. 

An Illinois legislative bill which 


GMAC Profit Dips 
To $32.6 Million 
In First 9 Months 


NEW YORK.—General Motors 
Acceptance Corp. reported a profit 
of $32,623,106 for the first nine 
months of this year, compared to 
$40,231,748 in the comparable period 
of last year. 

The third-quarter profit amount- 
ed to $10,912,062, down from the 
$12,228,503 earned in the like quar- 
ter of last year. 

Retail contracts purchased total- 
led $2,996 million in the first nine 
months of this year, up from the 
$2,395 million purchased in the like 
period of last year. 

Purchases in the third quarter 
totalled $1,084 million this year 
and $802 million last year. 

Retail receivables outstanding on 
Sept. 30 totalled $3,668 million, com- 
pared to $3,439 million on June 30 
and $3,328 million on Sept. 30, 1958. 

President Charles G. Stradella 
said the drop in earnings was 
largely due to increased money 
costs. 


27 States Offer 
New Allstate Plan 


SKOKIE, Ill.—Insurance policies 
with 10 percent lower rates for 
compact and small cars went on 
Sale last week in offices of Allstate 
Insurance in 27 states and the Dis- 
trict of Columbia. 

States in which the discount is 
being offered initially are Illinois, 
California, Connecticut, Delaware, 
Arizona, Georgia, Idaho, Indiana, 
Maryland, Montana, Nevada, South 
Carolina, Washington, West Vir- 
ginia, Oklahoma, North Dakota, 
South Dakota, Wyoming, Rhode Is- 
land, Oregon, Vermont, New Mex- 
ico, Mississippi, Hawaii, Alaska, 
Maine and Tennessee. 

The reduced rates are applicable 
to cars in the lower price range not 
exceeding 2,750 pounds, 200 inches 
in overall length and 125 brake 
horsepower. Price limitation is $2,- 
300, f.o.b. at the factory for domes- 
tic cars or at port of entry for 
foreign cars. 











Turtle Wax Is New Name 
Of Firm in New Plant 


CHICAGO.—Turtle Wax-Plastone 
Co., manufacturer of automobile 


Polishes and waxes, has changed its 
name to Turtle Wax, Inc. 

Ben Hirsch, president, said the 
company will begin its manufactur- 
ing operations in a completely new 
and enlarged plant at 1800 N. Cly- 





bourn Ave. 


would have exempted city and 
suburban bus lines from paying the 
State motor fuel tax was vetoed 
= year by Gov. William G. Strat- 


in, 

While noting that some local bus 
companies are faced with hard 
financial times, the governor said 
he did not believe that “indirect 
subsidy like this from the State is 
the proper way for them to re- 
ceive” relief. 

A 1959 Rhode Island legislative 
bill that would have granted 
United Transit Co., Providence, re- 
lief from State fuel taxes was 
vetoed by Gov. Christopher Del 
Sesto, who said it would have es- 
tablished a precedent for other 
transit firms in financial difficulty. 
Funds lost in this manner, he 
added, would have to be made up 
in new or increased taxes. 

a + * 
| ol MAINE, however, the gover- 
nor signed a bill to give opera- 
tors of local bus services a rebate 





of 3 cents of the 7 cents they 
heretofore paid in State taxes on 
each gallon of motor fuel. 

The Texas Senate this year 
rejected a bill to exempt city 
bus lines from the state gasoline 
tax. The measure had earlier 
been approved by the Texas 
House. 

In Iowa, a move toward munici- 
pal ownership of the Des Moines 
Transit Co. bus system was reject- 
ed overwhelmingly by the voters of 
that city in a referendum, 

In Florida, meanwhile, the 
Miami City Commission recently 
directed City Manager Ira F. Wil- 
lard to obtain data concerning pos- 
sible purchase by the City of the 
Miami Transit Co., Miami Beach 
Railway Co. and South Miami 
Coach Lines from William D. Paw- 
ley, who earlier withdrew an offer 
to sell the lines to the Dade Coun- 
ty Metropolitan Commission when 
negotiations collapsed. 

Pawley offered to sell his hold- 
ings to the city for $9.4 million, the 
same as had been offered to the 
metropolitan commission. 

+ * aa 
(CONGRESSIONAL approval next 
year of a metropolitan Wash- 
ington transit regulation compact 
was recently predicted by Rep. 








Bank Displays Compacts— 

A Corvair is displayed inside the Penn 
Center office of the Philadelphia Saving 
Fund Society. Kenneth Terry, right, Chev- 
rolet Philadelphia zone sales promotion 
manager, points out features to Granville 
S$. Morgan, bank vice-president. The bank 
also exhibited the Falcon and Valiant. 


Edwin E. Willis, Louisiana Demo- 
crat, and chairman of a House 
judiciary subcommittee that con- 
ducted a hearing on the question. 
Under this compact, a District 








of Columbia-Maryland-Virginia 
Commission would be set up to 
service. 


to 

routes and fares within the met- 
ropolitan area of the nation’s 
capital. 

The Massachusetts Legislature 
this year created a new mass trans- 
portation commission to coordinate 
planning in seeking solutions to 
commuter problems in metropoli- 
tan areas of the state. 

Bills enacted by the 1959 Califor- 
nia Legislature included a measure 
calling for use of $115 million in 
San Francisco Bay Bridge toll re- 
serves for construction of a rapid 
transit tube between San Francisco 
and Oakland. 

The legislation provides, how- 
ever, that no State funds can be 
spent until voters of the five-county 
Bay Area Rapid Transit District 
approve a bond issue of at least 
$500 million by a two-thirds vote 
to finance construction of fast 
transit feeder lines throughout the 
bay area. 

If such a bond issue is not ap- 
proved by November, 1962, Bay 
Bridge tolls would accumulate for 
construction of another bay cross- 
ing. 





‘AC, SELLING 


SLANT OF THE MONTH! 





Now ...AC announces 


the only complete electronic 





spark plug analyzer... 


The new 


ACilloscope! 







The Sales Tool that the Spark Plug World has been waiting for . . . 
@ Lightweight e Easy to Use @ Easy to Read @ Does Complete Analyzing 
Job @ Built To Last @ Immediate Delivery @ Complete Sales Package At 
One Low Price @ Full AC Warranty 


This adds up to more Sales and Greater Profits for You! 


. 
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Hambro Looks to Future... 





What’s Doing in Import Field 


NEW YORK.—The availability of 
parts and the quality of service are 
important factors in the imported 
car’s future in this country, and 
Hambro Automotive Corp. believes 
it is on solid ground on both 
counts, according to A. E. Birt, 
president. 

Hambro is the U. S, concession- 


which 

Healey, MG, Morris and Riley. 

Birt noted that about 70 imported 
makes are being registered in the 
U. S. “Based on normal commer- 
cial mortality,” he said, “it does not 
appear possible that this huge vari- 
ety can expect to continue success- 


fully. 

“But,” he declared, “it is quite 
definite that those makes which 
offer the highest standard of serv- 
ice will not only be listed among 
the survivors but can anticipate 
reasonable success in the future.” 

Frank Harrison, Hambro general 
service manager, explained the 
steps his company has taken in 
the parts and service fields. 

Hambro has established parts 
depots on the East and West 
coasts. The San Francisco facil- 
ity stocks $2 million worth of 
parts and supplies distributors as 
far inland as Texas, Oklahoma 
and Colorado. 

More than $3 million worth of 
parts are stocked at Hambro’s new 
depot at Ridgefield, N. J. Distribu- 
tors along the Eastern Seaboard 
and in the Midwest are supplied 
from Ridgefield. 

Hambro’s 12 distributors and 650 
dealers also stock parts. Harrison 
said dealer parts inventories equal 
the value of those carried in Ham- 
bro warehouses. 

The company has set up service 
schools in its East and West coast 
depots. Training courses are held 
regularly. 

Hambro service personnel pay 
periodic visits to the BMC factories 
in England. They conduct courses 
for mechanics at the depots and 
travel throughout the U. S. with 
a “portable school” to instruct me- 
chanics in the territories of Ham- 
bro distributors. 

“During 1958,” Harrison said, “we 
conducted not less than 30 such 
technical courses and another 30 
during the first nine months of this 


“We insist that the mechanics 


ed a diploma of efficiency upon 
completing the examination 
which always follows. 

“As we continue to review this 
market for our BMC automobiles,” 
Harrison concluded, “we know that 
our policy is the only road to suc- 
cess and that the service we give 


today is the key to tomorrow’s 
sales.” 


+ * .7 
Renault 
— Renault Dauphines aver- 
aged 52.9 and 47.5 miles per gal- 
Jon in an economy run sponsored 
by Bryden Imports, Inc., Renault 
dealer in Rockford, Ill., and Beloit, 
Wis. 


W. R. Barratt, Bryden general 
manager, "said the results were 
verified by J. W. Gerhard, repre- 
sentative of the Chicago Motor 
Club, and by, Kelley-Williamson Co., 
Mobilgas Co. distributor. 

Barratt explained that the econ- 
omy run was a promotion to dram- 
atize the gasoline economy advan- 
tages of the Renault Dauphine. 

Gasoline tanks of the two cars 
were filled and sealed by a Mobil- 
gas representative. The Renaults 
then circled the Rockford Plaza 
shopping center parking lot at 
speeds of approximately 20 m.p.h. 
until their tanks ran dry. 

The Renault on the outer circle 
ran for 20 hours and 55 minutes, 
Barratt said, covering 423 miles to 
average 52.9 miles per gallon. The 
ear on the inner circle covered 404 
miles and averaged 47.5 miles per 
gallon during the 20 hours and 48 
minutes before the tank ran dry. 


A J. HOFFMAN has been ap- 
* pointed to the newly-created 
post of parts merchandising man- 
ager for Renault, Inc. He will di- 
rect nationwide parts merchandis- 
ing programs in conjunction with 
Renault's regional offices and de- 
velop new inventory control -sys- 





tems and parts distribution pro- 
cedures, according to Robert E. 
ee general manager of the 


rm, 
Hoffman had been a parts repre- 
sentative for a major American 
automobile manufacturer. 
* * 


A RENAULT FREGATE powered 
by a Perkins 1.6-liter Four 99 
diesel engine has been driven 1,502 
miles from Casablanca to Paris in 
32 hours and 10 minutes by Bern- 
ard Vrigny, commercial director of 
Perkins-Maroc, Perkins distribu- 
tors in Morocco, and his co-driver, 
Rene Simon. 

Fuel consumption for the trip 
totalled 41% gallons, and the ve- 
hicle averaged 36.2 m.m.g. for the 
whole journey, according to Per- 
kins. 

The car averaged 59 m.p.h. on the 
leg between Casablanca and Ceuta, 
Morocco, The vehicle then was 
ferried to Algeciras, | Spain, 

* 


AGNA MOTORS, INC., Eastern 
distributor for Renault, has 





announced the winners of its 
“Partners in Profits” sales contest. 
More than 100 dealers participated. 

The grand prize, a high fidelity 
set, was won by Winston Churchill, 
Churchill Motors, Rochester, N. Y. 

Winner among medium-size deal- 
ers was Richard M. Matthew, Red 
Bank Auto Imports, Inc., Red Bank 
N. J. He wags awarded a portable 
TV set. L. M. Jeffery, Jeffery Motor 
Sales, Plattsburg, N. Y., a smaller 
dealer, received a camera-projector. 

* + + 


Rout is flying all replace-| % 


ment parts to the U. S., ac- 
cording to John Green Corp., Re- 
nault’s Western distributor. 
A Green spokesman said the 
air freight shipments are flown 
from Paris to New York, from 
where they are distributed to Re- 
nault dealers in this country, 
Emergency parts for the Western 
area are flown from New York to 
Green’s two parts depots in Los 
(Continued on Page 25, Col, 1) 








Turner's New Sports Car— 


A new British sports car, the Turner 950 Sports, is being distributed in this country 
by Tri-City Sports Cars, Massillon, O., and Nemet Motors, Jamaica, N. Y. The two- 
passenger Turner features a fiberglass body, mounted on an 80-inch wheelbase tu- 
bular frame, To insure efficient service in the U. S., the Turner design incorporates 
Austin A35 mechanical components. Buyers are offered a choice of a 48-horsepower 
Austin 95 horsepower Coventry Climax engine. Price of the Turner with the Austin 


engine is $2,495 p.o.e. New York. 














ACilloscope 


does the complete job! 


No. 1... DETECTS LEAD FOULING. The ACillo- 
scope is the only electronic analyzer that detects lead 
fouling, which causes up to 85% of spark plug failures. 
Moreover, it shows this condition from the start. 


No. 2... DETECTS ELECTRODE WEAR. Wear 
widens gaps. Engines miss at high speed and under 
extreme loads. The ACilloscope detects this condition, 


a ee eB 


even when it is just starting. 


No. 3... DETECTS OIL, GAS FOULING. Deposits 
from combustion cause many spark plug failures. The 
ACilloscope points out this condition . . . and here 


again, it shows it from the start. 


SHOWS ALL OTHER CONDITIONS, TOO! 


The above conditions are the maj 
plug failure. The AC 
them, but also reveals all other 
improper gaps, cracked insulators, reverse polarity 
-over. Only ACilloscope assures you of a 


complete analysis job, 


Presto! it’s in use! 


It takes only four simple connections. You 
connect red ‘““T”’ connector to the distributor 
center tower. You connect black trigger lead 
to the most convenient spark plug lead at the 
distributor. Then, you connect battery clips 
to positive and negative battery posts. Makes 
no difference which. No chance for error. Allow 
a few seconds for scope warm-up. When green 
light shows on screen, have motorist start 


engine. The ACilloscope is in ACtion! 


Give your customers this fast, 


r or causes of spark 
illoscope not only detects 
conditions . 
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Hambro Looks to Future .. . 








Angeles and San Francisco. The re- 
mainder arrive by truck. 

At the West Coast warehouses, 
the spokesman said, Green has set 
ip a system that can deliver small 
orders to dealers within 24 hours 
and large stock within 48 hours. 

+. 


* * 


BMC 


| aye cars will survive in the 
U. S. market only if their mak- 
ers improve service standards, ac- 
cording to A. E. Birt, president of 
Hambro Automotive Corp., U. 
distributor of British Motor Corp. 
cars. 

“Those makes which offer the 
highest standards of service will 
not only be listed among the sur- 
vivors, but can anticipate reason- 
able success in the future,” Birt 
_ * * * 


Porsche 


EPRESENTING the Porsche 
Club of America, 165 Porsche 





Import-Car News Notes 


(Continued from Page 24) 


owners participated in the fifth in- 
ternational Porsche rally in Locar- 
no, Switzerland. Two chartered 
Lufthansa planes carried the own- 
ers first to Stuttgart, the home of 
the Porsche, where new ’60 cars 
awaited them, 

In Locarno, more than 500 
Porsche owners from all over the 
world met for a hill-climb competi- 
tion and an auto “slalom.” 

Porsche 1960 production is slated 


g.| to total 10,000 cars, of which more 


than 40 percent are expected to be 
sold in the U. S. 
+* * & 
Peugeot 
RANCOIS E. DAESCHNER has 
been elected vice-president and 
general manager of Peugeot, Inc., 
U. S. subsidiary of the French auto 
manufacturer. Daeschner joined 
the parent company in France in 
1952 and served there in various 
sales and export executive capac- 





ities before coming to this country 
last June, 

For the third month in a row 
Ronald J. Kalk, salesman for 
Santa Fe (N. M.) Imported Cars, 
led a three-state district (Okla- 
homa, Texas and New Mexico) in 
the sale of the Peugeot. Kalk, com- 
peting against 80 salesmen in the 
tri-state area, sold 18 Peugeots. 

+ a 


Standard-Triumph 

TANDARD-TRIUMPH has in- 

troduced a nightshift on as- 
sembly of the new Triumph Herald 
models. 

Standard-Triumph is striving to- 
wards a goal of 3,000 Heralds per 
week. The Triumph TR-3 line also 
igs on a night shift. 


* * a 
Datsun 


ATSUN has added a half-ton 
pickup truck to its U. S. line. 
The new model has a 50-horse- 
power, four-cylinder engine and is 
built on a wheelbase of 99.2 inches. 
Overall length is 161.7 inches. 
Woolverton Motors, North Holly- 
wood, Calif., Western distributor, 
said three more Datsun models are 
being prepared for the U. S, mar- 
ket—a station wagon, a sports car 
and a “ranch oe 
The ranch sedan two-door, four- 











passenger pickup truck has a 3%- 
foot-square pickup bed. The sports 
car is scheduled to arrive in Decem- 
ber; the other newcomers are ex- 
pected sooner. - 


Simca-Fiat 


ER an agreement effective 
on Jan. 1, sales of Simca and 
Fiat cars will be handled by both 


manufacturers in France and Italy. 
* + * 


Mercedes-Benz 


GORDON MILLER has been 
* appointed administrative assist- 
ant to F. L. Arm- 
strong, general 
sales manager for 
Mercedes - Benz 


and retail auto- 
motive business 
for 20 years. He 
recently served 
as dealer develop- 

a ment manager 
J. G. Miller for Studebaker- 
Packard Corp. in the Chicago area. 

Armstrong said one of Méiiller’s 
main responsibilities will be to 
work out an equitable system of al- 
location of Mercedes-Benz and 
Auto Union-DKW cars to dealers. 



































efficient spark plug service! 





Simple and easy 


to read, no training required! 








You’re looking into the business end of the ACillo- 
scope, with the key to reading it printed left and 
right of the central picture. As you can see, you 
can easily match the pattern you see in the center 
with the various conditions shown on the key 
patterns. That’s all there is to it. Anyone can read 
it, with no training at all—servicemen and cus- 
tomers alike. 


The ACilloscope features a locked-in circuit, and 
a conveniently located tuning knob to expand the 
pattern when studying conditions. 


First 25,000 


ACilloscope dealers to be 
listed in national advertising! 


Now ... AC offers you a big national advertising bonus, 
when you purchase the ACilloscope. The first 25,000 
ACilloscope dealers will get their names and addresses listed 
in a dramatic four-page advertisement scheduled to appear 
in The Saturday Evening Post early next spring. These 
names will be selected on the basis of the first 25,000 War- 
ranty Cards returned to AC. Thus, your name will be placed 
before thousands of performance-conscious motorists in your 
marketing area. You'll be recognized in the most select 
company in the automotive after-market. AC will send you 
an advance copy of the ad so you can tie in locally to reap 
the full benefit of this great national promotion. 





He also will assist in dealer-de- 
velopment a. 
* a 


Austin-Healey 


RITISH MOTOR CORP. an- 

nounced that Pat Moss and 
Ann Wisdom, driving an Austin- 
Healey 3000, won the Grand Tour- 
ing Class and the Ladies Cup in 
the International German Rally 
and also took second place in the 
overall classification. 

BMC said it was the highest 
placing ever achieved by a women’s 
team in a touring championship 
event. 

. * * 


Rover 


OVER MOTOR CO. OF NORTH 

AMERICA, LTD., has announc- 
ed the names of 34 Western deal- 
ers, five of whom handle both 
Rover and Land Rover. 

Dealers handling both lines are: 
Motorsport Corp. Albuquerque, 
N. M.; James F. Waters, Inc., San 
Francisco; Peter Satori of Cali- 
fornia, Inc., Pasadena; Satori, Inc., 
Glendale, Calif. and Preston 
Moore, Inc., Santa Barbara, Calif. 

Rover dealers are: E. T. Foe & 
Sons, Inc., Greybull, Wyo.; Poll 
Motor Co., Inc., Sheridan, Wyo.; 
Cook Sales & Service, Worland, 
Wyo.; Scott Chevrolet Co., Lander, 
Wyo.; Halladay Motors, Inc., Chey- 
enne, Wyo.; Okay Chevrolet Co., 
Powell, Wyo. 

Wright Motors, Elko, Nev.; 
Reno Motor Nev.; 

Dan’s Auto, Billings, Mont.; 
Motor Mart of Helena, Helena, 


Heitel GMC Truck Co., 
Ariz. 


Bigelow Chevrolet Co., Inc., Aber- 
deen, Wash.; Olsen Motors, Gold 
Beach, Ore.; Universal Motors, Inc., 
Anchorage, Alaska; Field Motor 
Co., Juneau, Alaska; W. A, Wills 
Buick-Cadillac, Inc., Pueblo, Colo. 

All other Rover dealers mention- 
ed are in California. They are: Hal 
Wilson Ford Sales, Alturas; Mc- 
Crea Motors, Eureka; Carbrey Mo- 
tors, Willits; Banzhaf Farm Ma- 
chinery Co., Ukiah; Central Motor 
Co., Woodland; Helton Motors, Au- 
burn; Waldron Pontiac, Placer- 
ville; British Motor Sales, San 
Diego; Herb Gimblin Motor Co.; 
Redding; Motor City Sales & Serv- 
ice, Bakersfield, and H all Motors, 
Arlington. 

In addition, two “authorized serv- 
ice dealers” were named, They are: 
Parkhouse Motors, Los Angeles, 
and British Sports Car Service, 
Haywood, Calif. 


* * * 


Jaguar 
S= new Jaguar dealers have been 
announced by U. S. distributing 
firms. They are: 
Eastern Motors, Inc. 217 N. 
Wilmington, N, C.; Jim 
Clinton 


Highway, Knoxville, Tenn.; Irle’s, 
2506 Park Ave., Chico, Calif.; 
Brown & Thomas Automobile Co., 
264 Whalley Ave, New Haven, 
Conn.; Lake Motors, Inc., Sunrise 
Highway and Park Ave., Bayshore, 
L. L, N. Y¥., and Sugar Motors, 189 
any aReee St., New Brunswick, 
ap A 


*~ * * 


MG 


pa= HILL, Santa Monica, Calif., 
drove at 255 m.p.h. over the 
Bonneville Salt Flats to smash six 
international Class E world land 
speed records. 

Hill, driving the supercharged 
MG EX-181, powered by a two-liter 
engine of four cylinders, set up 
new records for the flying kil- 
Ometer at 254.91 m.p.h., the flying 
mile at 254.53 m.p.h., the flying five 
kilometers at 232.97 m.p.h., the fly- 
ing five miles at 238.36 m.p.h., the 
flying 10 kilometers at 234.49 m.p.h., 
and the flying 10 miles at 191.03 
m.p.h, 

The last three records had en- 
dured since 1934. ' 

. +. + 


Vespa 
OUTHERN CAR DISTRIBU- 
TORS, INC., Atlanta, headed by 

Fred J. Walters, has been named 
distributor for Vespa in Georgia, 
Virginia, the two Carolinas, Ala- 


bama and Florida. 
. + € 


Triumph 
TANDARD-TRIUMPH MOTOR 
CO. has put on a night shift at 
its plant in Coventry, d, to 
meet the American demand for the 
TR-3, a company spokesman said. 





Soto, 25; Renault, 
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Sales Conditions in Various Areas 





Auto Market Reports 


Atlanta 


A total of 2,672 new cars and 
406 new trucks were sold in the 
Atlanta area in September. 

By makes, new cars were regis- 
tered as follows: Chevrolet, 709; 
Ford, 634; Pontiac, 220; Oldsmobile, 
168; Plymouth, 151; Dodge, 99; 
Rambler, 94; Cadillac, 63; Volks- 
wagen, 62; Buick, 54; Mercury, 45; 
Studebaker, 39; Chrysler, 35; De- 
24, and Metro- 


19; 


Truck registrations were: Ford, 
172; Chevrolet, 116; International, 
42; GMC, 20; Dodge, 13; Volks- 
wagen, 11; Mack, 9; White, 9; Dia- 





mond T, 2; Willys, 1, and miscel- 
laneous, 11.—(E. C, Bash.) 
oe + 


Denver 


In September Denver dealers 
sold 1,431 new cars, compared with 
955 in the same month of last year. 

In the new-truck field, 275 were 
sold in September, compared with 
150 in the 1958 month, 

During the first nine months, 
new-car sales numbered 14,685 in 
1959 and 11,595 in 1958. The new- 
truck total was 2,468 this year, 
compared with 1,690 in the 1958 
period. 


Cadillac, 28; 
Volkswagen, 24; Renault, 19, and 
Chrysler, 18. 





Lincoln, 17; English Ford, 15; 
Edsel, 12; Fiat, 10; Volvo, 9; Hill- 
man, 8; DKW, 8; MG, 8; Austin- 
Healey, 7; Triumph, 7; DeSoto, 5; 
Goliath, 4; Simca, 4; Vauxhall, 4; 
Berkeley, 3; Mercedes-Benz, 3; 
Metropolitan, 2; Alfa-Romeo, 2; 
Austin, 2; Opel, 2; Imperial, 1, and 
miscellaneous, 4. 

New-truck sales were: Ford, 103; 
Chevrolet, 78; Willys, 28; Interna- 
tional, 15; GMC, 15; Dodge, 10; 
English Ford, 4; Volkswagen, 3; 
Studebaker, 2; White, 2; Goliath, 
2; Autocar, 1; Peterbilt, 1; Morris, 
1, and miscellaneous, 10.—(Ira Al- 


exander.) 
+ . +. 


Baltimore 


A total of 1,815 new cars were 
registered in Baltimore in Septem- 
ber, bringing the nine-month total 
to 19,713. 

By makes, registrations were: 


*|90; Simca, 69; Opel, 65; English 





Ford, 448; Chevrolet, 432; Plym- 
outh, 214; Rambler, 113; Oldsmo- 
bile, 106; Dodge, 79; Pontiac, 57; 
Buick, 53; Cadillac, 45; Chrysler, 
35; Mercury, 23; Studebaker, 20; 
DeSoto, 17; Lincoln, 7; Edsel, 6; 
Imperial, 6, and miscellaneous, 154. 

For the entire state of Maryland, 
771 imported cars were registered 
in September, compared with 827 in 
August, 

By makes, registrations were: 
Fiat, 119; Renault, 96; Volkswagen, 


Ford, 42; Hillman, 40; Triumph, 37; 
Austin, 34; Vauxhall, 28; Volvo, 28; 
Mercedes-Benz, 24; Morris, 24; MG, 
19; Peugeot, 13; Borgward, 8; Goli- 
ath, 6; DKW, 4; Porsche, 4; Saab, 
4; Jaguar, 3; Singer, 3; Citroen, 2; 
Taunus, 2, and miscellaneous, 5.— 
(Kate Savage.) 

- = 


St. Louis 


Good demand for 1960 models is 
reported for practically all lines in 
St. Louis, with the compacts getting 
the lion’s share of attention. 

The threatened new-car shortage 
has had little impact on the mar- 
ket so far, although a fairly steady 
demand is evident. 

rs report gross margins 
better than those ‘aeatite over 
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You get this big sales-maker package 
when you buy the ACilloscope 


You start making additional spark plug sales right away, when you get your ACilloscope. The 
ACilloscope comes to you — not as just a selling tool— but as a complete selling package. 


GB Gd GS 


WINDOW TRiM—These four colorful pieces give you 
a choice of what to say on your window. You can 
display Plnewact two, three or all four. 








ELECTRONIC 
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A BIG BONUS! The first 25,000 dealers, who buy the ACilloscope, will be 
listed in a giant four-page AC Spark Plug ad in The Saturday Evening Post. 






a SERVICE MANUAL—Here’s one 


ALL METAL DRIVEWAY SIGN — This 
colorful all-metal .driveway sign reminds 
motorists that you do service work, It’s 
26” wide by 48” high. 


complete. spark plug service manuals ever com- 
piled. It shows spark plug removal and installa- 
tion methods for the difficult, as well as the simple 
applications. It gives simple seven-step proce- 
dures to help train attendants, and complete 
instructions for the best use of the ACilloscope. 





ap OS 6B 





ter mere fire power 


AC FIRE 


SPARK PLUGS 


enemy, we 
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CHART FOR EASY READING—Your customers 
will be interested in this chart. It shows spark 
plug conditions, and corresponding readings on 


the ACilloscope. 





SLIDE RULE—This handy pocket slide rule will be a 
real help when you're talking to customers. 


of the most 


ACilloscope and 
Selling Tools . 
DEALER PRICE 


You also get these big extras FREE 


after receiving your ACilloscope! 


As the purchaser of an ACilloscope, you will be contacted by an AC 
representative, who will deliver the all-metal driveway sign and the 
decal. If requested, the representative will assist you in setting up a 
spark plug service center. 


PERMANENT IDENTIFICATION—This 
decal gives you a permanent identifica- 
tion as a spark plug service center. 


TOTAL PACKAGE PRICE 


$4495 


No Qualifications 








the past six months. This is con- 
sidered a good sign should a ral 
shortage develop. 

Used-car movement is reported 
slow, although dealers expect de- 
mand to improve in the weeks 
ahead. Some dealers say that serv- 
ice business has not fully recover- 
ed from the 10-week strike of late 
summer.—(Sam X. Hurst.) 

* * 


Providence 


A total of 982 new cars and 105 
new trucks were sold in the Provi- 
dence area in September, according 
to figures compiled by the Rhode 
Island Automobile Dealers Assn 

New-car registrations by makes 
were: Ford, 294; Chevrolet, 169; 
Rambler, 93; Plymouth, 91; Pon- 
tiac, 55; Oldsmobile, 47; Buick, 26; 
Renault, 24; Volkswagen, 24; Cadil- 
lac, 23; Dodge, 14; Studebaker, 14; 
Mercury, 13; Hillman, 11; Chrysler, 
8; DeSoto, 7; Saab, 2; Edsel, 1; 
Imperial, 1; Lincoln, 1, and miscel- 
laneous, 64. 

Truck registrations were: Ford, 
47; Chevrolet, 16; International, 15; 
Divco, 5; Volkswagen, 5; White, 5; 
Dodge, 3; GMC, 2; Studebaker, 1; 
Willys, 1, and miscellaneous, 5. 

+ +. + 


Milwaukee 


New-car sales in Milwaukee de- 
clined 10 percent in September, 
totalling 3,068, compared with 3,420 
a month earlier. 

By makes, September registra- 
tions were: Ford, 783; Chevrolet, 
612; Rambler, 358; Oldsmobile, 
265; Pontiac, 255; ay 171; 
Buick, 113; Dodge, 83 Cadillac, 


For the first nine months, the 
total was 32,676, compared with 
23,545 a year ago, — (John E. 
Hubel.) 


* + * 


Sioux City, Ia. 


A total of 345 new cars was reg- 
istered in Woodbury County (Sioux 
City), Ia., in October, compared 
with 269 in September and 192 in 
October a year ago. 

By makes, registrations were: 
Chevrolet, 91; Ford, 86; Oldsmobile, 
32; Plymouth, 21; Buick, 20; Pon- 
tiac, 19; Rambler, 14; Dodge, 13; 
Cadillac, 8; Studebaker, 8; Volks- 
wagen, 7; Mercury, 6; Chrysler, 5; 
DeSoto, 4; Imperial, 3; Opel, 3; 
Edsel, 1; Lincoln, 1, and miscellan- 
eous, 3. 

New-truck registrations in Oc- 
tober numbered 56, compared with 
31 a month earlier and 42 in the 
year-ago month. By makes: Chev- 
rolet, 16; Ford, 16; International, 9; 
Diamond T, 7; GMC, 3; Mack, 3; 
Volkswagen, 1, and Willys, 1. 

* oo * 
Miami 

A total of 2,255 new cars were 
registered in Dade County (Miami) 
in the final 10 days of October, ia- 
cluding 307 imports. 

By makes, registrations were: 
Chevrolet, 578; Ford, 560; Rambler, 
196; Oldsmobile, 156; English Ford, 
135; Pontiac, 103; Plymouth, 74; 
Buick, 62; Studebaker, 52; Cadil- 
lac, 49; Dodge, 30; Renault, 29; 
Mercury, 27; Fiat, 24; Chrysler, 20; 
Lincoln, 20, and Triumph, 19. 

Imperial, 13; Volkswagen, 12; 
Morris, 11; MG, 10; Hillman, 9; 
Opel, 9; Metropolitan, 7; DeSoto, 
6; Peugeot, 6; Simca, 6; Austin, 
5: Volvo, 5; Borgward, 4; Vaux- 
hall, 8; ’ Porsche, 3; Edsel, 2; 
NSU, 2; Taunus, 2; Datsun, 2, 
and miscellaneous, 4. 

New-truck registrations, number- 
ing 141, were divided as follows: 
Chevrolet, 53; Ford, 40; Interna- 
tional, 13; English Ford, 11; Volks- 
wagen, 7; Dodge, 5; GMC, 5; White, 
4; Mack, 2, and Willys, 1.—(Tres- 
cott Goode.) 


* * * 


Buffalo 


Sales of new cars in the Buffalo 
(N. Y.) area during August show- 
ed a sharp increase over the year- 
earlier month, according to the 
Buffalo Automobile Dealers Assn. 


The report showed August new- 
car sales totalled 3,837, compared 
with 2,696 in August, 1958. 

By makes, registrations were: 
Ford, 962; Chevrolet, 923; Rambler, 
326; Pontiac, 250; Plymouth, 249; 
Oldsmobile, 202; Buick, 150; Dodge, 
102; Mercury, 102; ‘Cadillac, 95; 
Studebaker, 90; Chrysler, 52; De- 





Soto, 27; Edsel, 14; Lincoln, 10, and 
miscellaneous, 283. 
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Your biggest automobile buyers are the young 
householders with growing and active families to 
transport. 


In Chicago and suburbs the Sun-Times reaches more 
young men and women up to 35* than any other 
Chicago newspaper. 


You’re sure to reach this prime audience when you 
run your advertising in the Sun-Times— 
full color or black and white. 


*Source: Publication Research Service Study No. 5 











Young 
Chicago 
loves to buy.. 








.. the 
Chicago 
Sun-Times 
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CHAEL P. MURPHY, vice- 

president of Gateway Trans- 
portation Co., Chicago, heads a 
group in the American Trucking 
Assns, Common Carrier Conference 
that is endeavoring to develop a 
means of getting more mechanic- 
ally minded fellows interested in 
automotive repair and maintenance 
at the retail level. 

According to Murphy, the 
scarcity of good mechanics now 
is being felt keenly by over-road 
truckers, in addition to other re- 
Pair and maintenance shops 
which have recognized the need 
for several years. 

Murphy is aiming at getting all 
interested parties in the industry 
together, perhaps in Detroit, about 
SAE time to discuss what can be 
done about this acute problem from 

an industry viewpoint, and to see 
if something can be done to bring 
new blood into our fast dwindling 
supply of good automotive me- 
chanics, 

Myrle St. Aubin of General Mo- 
tors saw right after World War II 
that the industry was going to run 
into the very situation it now fates, 
and he and other factory service 
managers took the problem to the 
Automobile Manufacturers Assn., 
which has been working on it ever 
since. 

* a 


+ 
Other Studies Set Up 
SOME years ago the National 
Standard Parts Assn. began to 


recognize that the industry was 
going to face a mechanic problem 


Safety Hazards 
Cited with Advent 
Of Lubeless Cars 


ORLEANS. — “Greaseless” 
bearings would have draw- 
backs, among them reduction of 
chances for car inspections by 
qualified mechanics, a Socony 
Mobil report says. 

Delivered at the 27th annual 
meeting here of the Nationa] Lub- 
ricating Grease Institute, the report 
warned that “if the opportunities 
for inspections are decreased 
any reasons, then accidents are 
bound to increase.” 

Mobil offici- 


However, Socony 
als J. W. hae ana O F, Foell 
forecast the successful advent of 





and appointed a committee to study 
the problem. 

Recently NADA also woke up 
to the impending shortage and 
appointed a staff man to head up 
an activity inside that organiza- 
tion to do something about it. 

But none of these organizations 
seem to have accomplished much 
as yet in developing a worthwhile 
source of new mechanics. 

Around the nation, dealers, job- 
ber groups, independent garage 
owners and others also have made 
sporadic attempts to solve the 
problem. 

Some have been quite successful 
in local areas, but for some reason 
there seems to have been little or 
no coordination between these 
groups and any national body that 
would pick up a successful local 
program and extend it to a na- 
tional endeavor. 

* ~ 

/-peaae the last 10 years, Ford 

Motor Co., under the guidance 
of Bill Walton, has come up with 
two different approaches that seem 
to have merit, but both have 
languished on the vine due to lack 
of support by the factory. 


the lukewarm support 
of some troit Ford and Mer- 
cury dealers, has graduated 10 or 
12 top vocational-school gradu- 
(Continued on Page 33, Col. 1) 





55 Engines, Parts Pouring into Market... 





Rebuilders Booming 


orate and parts rebuilders are 
enjoying a tremendous increase 
in business this year, due in part 
to the fact that engines from the 
high production year of 1955 now 
are coming into the overhaul mar- 
ket in volume and to the scarcity 
of mechanics and facilities for eco- 
nomical and efficient overhauling in 
dealer and independent shops. 

A good example of this increase 
is TAM Engineering Co., Tacoma, 
Wash., headed by Leon Titus, a 
Ford dealer. TAM’s Ford engine 
rebuild business has increased 
35.5 percent this year over last. 
An associate engine-rebuilding 
company, across the street and 
owned by TAM, has increased its 
volume 18.5 percent. 

TAM is one of 25 authorized Ford 
rebuilders throughout the nation 
that remanufactures Ford engines, 
transmissions, starters, generators, 
fuel pumps, carburetors, distribu- 
tors and water pumps. It bonds 
Ford passenger-car brakes and 
rivets new lining on truck shoes. 

TAM also acts as a distributor for 
Ford rebuilt clutches. 

Its market includes Ford dealers 
in a large part of Washington, 
parts of Oregon and Idaho and 
Alaska, 

TAM has four big tractor-trailer 
delivery units that call on Ford 
dealers in its territory, except 
Alaska, at regular intervals. The 
frequency of call depends on the 








Equipment Makers, NADA Officials Meet— 


Automotive equipment manufacturers also met with NADA officials to discuss plans 
for displays at the NADA convention in Washington. From left are Victor B. Day, 


president, 


Bear Mfg. Co.; J. M. Seanor, sales director, 
Marty Bazner sr., sales vice-president, Ammco Tools, Inc.; Huston Brown, president, 


Kent-Moore Organization; 


Joyce-Cridland Co.; L. J: Smith, NADA exhibition manager; Walter M. Kiplinger, NADA 
convention director, and E. R. McAtee, executive vice-president, Barrett Equipment Co. 





size of the dealer and the size of 
his town or city. 
a * * 


2,000 Rebuilders in U. S. 


byw and its subsidiary, Precision 
Engineering, which rebuilds en- 
gines of makes other than Ford, 
are but two of an estimated 2,000 
engine rebuilders throughout the 
nation. Some are large production 
shops like TAM, and others are a 
part of jobbers’ machine shops. 

Being a Ford authorized re- 
builder, TAM work quality is 
guaranteed because every engine 
must be rebuilt to Ford standards 
and carry the standard new-car 
warranty. This not only protects 
the purchaser, but the installer 
who purchases the rebuilt engine 
for his customers. 

To maintain this quality, the 
TAM shop is a precision operation 
from start to finish. No part is used 
in the rebuild that does not come 
up to the most rigid specifications. 

In fact, the inspection of new 
parts used in the remanufacturing 
of an engine or other assembly is 
just as rigid as is that of the used 
parts taken out of engines traded 
in on the rebuilt power plants. 

Remanufactured engines and 
other parts are sold on an ex- 
change basis. Thus, the trucks that 
deliver the rebuilt engines and 
parts collect the used engines and 
parts from the installing dealer. 

* * + 


WHEN the used engines come 
into the plant, they first are 
immersed in a vat that automatic- 
ally washes them clean. Then high- 
pressure streams of water are used 
to finish the cleaning job. All oil 
passages are thoroughly cleaned, 
heads and blocks are magnifluxed 
to detect cracks and the blocks are 
carefully inspected. 

All springs are tested for tension. 

No valveport welds or repairs 
are made in the cylinder block. 
Camshafts are reground for like- 
new valve action. In the TAM 
operation, the camshafts are 
“Parkerized” for long life. Cam- 
shafts are precision ground. 

All new valves are used, as well 
as valve guides and springs in 
truck engines. All new main, rod 
and camshaft bearings, new pis- 
tons, pins, rings and cam gear are 
used. The oil pump is thoroughly 
reconditioned. 

Then the engines are run in on 
dynamometers before the heads are 
installed, assuring perfect opera- 
tion. 

The same care and testing is 
maintained in the rebuilding of all 





the lubelesg car within three to 
five years, with a resultant de- 
crease in automotive grease vol- 


ume, 

“Further,” they said, “there is no 
apparent technical reason present- 
ly discernible that precludes the 
‘non-lubricated, non-metallic’ bear- 
ing for commercial vehicle use.” 

Lane and Foell called on grease 
manufacturers to strengthen their 
efforts toward publicizing and pro- 
moting the advantages of frequent 
lubrication by intensifying educa- 
tional drives among dealers and 
car owners. 

“One factor which is ever pres- 
ent, and does not improve,” they 
Pointed out, “is the average mo- 
torist’s indifference, lethargy and 
inertia as to lubrication scheduling 
for his car. Sales of automotive lu- 
bricants for all purposes have been 
hard hit during the past decade 

(Continued on Page 32, Col, 5) 
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Training Never Stops at This Shop 


By Gordon Hebert 
Staff Correspondent 


W ORLEANS.—The holding of 

service schools for mechanics in 
addition to the clinics conducted by 
the factory is the keynote to better 
service, according to J. H. Pons jr., 
service manager of Mossy Motors, 
Inc. (Oldsmobile). 

Pons said he inaugurated his own 
private service school two years 
ago and it has proven to be suc- 
cessful. He contends better work 
is turned out by the mechanics and 
customer complaints for unsatis- 
factory workmanship is held at a 
minimum as the results of the 
schooling. 

Pons stated he selected six 
mechanics from his 60 employes 
and put them through a ——_ 
er course. The six qualified in- 


structors in turn then hold ses- 
sions with ‘the mechanics. 





said the so-called instructors hold 
as many as 20 sessions a year 
with the mechanics. 

The instructors meet with Pons 
periodically to be briefed on the 
latest time-saving service methods 
and to acquaint themselves on new 
equipment so the information may 
be passed along to the mechanics. 

Pons said service is the corner- 
stone on which to build a good 
auto dealership. His motto is “to 
be of service” and maintain a good 
customer relationship. 

A requisite for a good service de- 
partment, according to Pons, is to 
have mechanics to perform the 
work properly and to know what 
they are doing. 

“I¢ is like a good salesman,” 
said Pons, “one has to know his 
product to sell it. That’s the sole 
reason why we are constantly 
schooling eur mechanics—to 





make them better mechanics.” 

Pons also instituted a system 
whereby each of his four service 
salesmen are responsible to follow 
through on each customer ticket 
they write. The service salesman 
must see if the work is done satis- 
factorily and completed so the car 
may be ready for the customer at 
the determined time as promised. 

“Minor details are just as im- 
portant to the customer as big 
items,” said Pons, “we leave no 
stone unturned to satisfy custom- 
ers. If we lose one service cus- 
tomer we have to pick up two to 
continue our volume on the up- 
grade.” 

“We are located three miles from 
the business section,” continued 
Pons, “and we operate two cus- 
tomer courtesy cars. We not only 
take a customer to town, but to 
any destination in the city. Other 

(Continued on Page 34, Col, 1) 





parts and assemblies. For instance, 
all carburetors are subjected to 
flowmeter tests, and economizer 
valves are tested before being in- 
stalled. TAM seals all rebuilt parts 
in plastic bags to protect from dirt 
and corrosion. 

* * + 


Ford Started Program in ’30 
ORD’S rebuilt-engine program 
dates back to 1930, when Ford 

itself released a remanufactured 

engine for Model A cars and trucks. 

Ford felt even in those early days 

it was advisable to insure engine 


overhauls that were kept to pro- 
(Continued on Page 32, Col. 2) 


Brake Job Profits 


Beckon Dealers 
Related Work Offers 


Door to More Sales 


NGINEERING studies show 

that any car less than five 
years old is a prospect for brake 
work in a dealer’s service depart- 
ment. 

The opportunity for extra profits 
is enhanced by the fact that today’s 
faster cars with automatic trans- 
missions are eating up brake lining 
nearly twice as fast as cars did five 
years ago. 

According to H. H. Swain, sales 
manager of Grizzly brake division, 
“Older, lighter cars can go about 
30,000 miles between relines but the 
brakes on newer cars need relining 
every 18,000 miles. In addition, all 
cars need minor brake adjustments 
at frequent intervals.” 

The rapid deterioration of brake 
linings on newer cars results from 
the friction and heat built up in 
stopping a car weighing thousands 
of pounds and travelling at high 
speeds. oa 


NGINEERING studies shows 

that an 18-ton refrigeration 
unit would be needed to coo] the 
brakes on a car decelerating from 
60 miles an hour or a house could 
be heated for 24 hours on a cold 
winter day with the brake heat 
generated during a day of city 
driving. 

Contributing factors to the lower 
brake-lining life are listed as 
increased expressway and limited- 
access-highway driving, lack of en- 
gine braking with automatic trans- 
missions, the tendency of more 
drivers to over-brake when using 
power brakes, smaller wheels and 
drums and more skirting around 
wheels. 

People know the danger of 
driving with faulty brakes and 
most drivers will be anxious to 
have their brakes put in safe 
condition, even at a higher price 
than the “price brake shop,” if 
the dealer will point out the dan- 
ger in buying poor lining at the 
price shop. 

There are linings on the market 
that won’t stand up under two 
“panic stops,” to say nothing of 
from five to seven such stops. 

* * ++ 
Some ‘Boil’ Easily 
ERE are brake fluids on the 
market that will “boil” before 
one panic stop is completed ac- 
cording to one factory engineering 
test. 

Today 19 states bar the sale of 
any but the highest quality brake 
fluid made and more are following 
each year. 





figure to gross approxi- 
(Continued on Page 31, Col, 1) 
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e * * representative or write directly to 
Service Schools in Field Educational Department, Allen 
a = , oreo _ N. 

A = r itcher St., amazoo, ch, 
Make and Open Sessions in Next Month Listed AMMCO TOOLS, Inc., North Chi- 
By Vehicle, Equipment Makers cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruc- 
tion facilities available through 31 





DETROIT.—Here is the schedule | pointed dealers. Subjects cover a 


of field service schools for the next | brief history of prior models and 
month—a regular feature of AuTo-| provide a working knowledge of 


Peake walle’ A rig ES YL ess 


ae the current passenger CAFS S00) - iu, units mannan by secsee> 

. | trucks. Traini il . Bs : ss 

For Make Servicemen lat New York by F teen as trained technicians. No instruction 
AMERICAN MOTORS CORP.—|Los Angeles by L. J. Young, and| Charge. 

Classes for Rambler mobile service| at South Bend by A. S. Kidder. AUTO MECHANICS INSTITUTE, 


training units are as follows: Unit} WwHrr«rE MOTOR CO.—Diese!1|Los Angeles, Calif.—Six courses} 
101, Bill H. Cason will teach Nov.| school—Nov. 30-Dec. 4 (Cummins).| Starting the first Monday of each 
23-24 in Knoxville, Tenn, Unit 104,| g-hoo] will be held at the White| month; tuneup, Robert Steiner, in- 


Harry J. Rowe will teach Nov. 23-24 | wotor factory, Cleveland. structor; automatic transmission 
in Fergus Falls, Minn.; Nov. 30- : rebuilding, John Kamuk, instruc- 
Dec. 1 in Devils Lake, N. D.; Dec. For All Servicemen tor; Ammco brake, Jack Cronin, 


2-3 in Minot, N. D.; Dec, 7-8 in|} ALLEN ELECTRIC and EQUIP- | instructor; auto parts, Fred Ham, 
Great Falls, Mont.; Dec, 10-11 in| MENT ©O., Kalamazoo, Mich,—| instructor; engine, Ben Johnson, 
Missoula, Mont.; Dec, 16-17 in| The Allen Power-Tune course, cov-| instructor. The third Monday of 

Glendive, Mont. Unit 105, Henry R.| ering diagnosis and electrical|each month, a Bear alignment 
> Shafer will teach Nov, 23-24 in|performance troubles, includes | course, Jack Cronin, instructor. 


ance, 
'd to Wichita Falls, Tex.; Nov. 30-Dec.|training on regulators, generators,| Contact Frank O. Bregnard, Auto 
nizer 1 in Abilene, Tex.; Dec. 3-4 Odessa,| batteries, distributors, ignition cir- | Mechanics Institute, 50th & S. Ver- 





















































gz in- Tex.; Dec. 7-8 in Lubbock, Tex.;|cuit and use of Allen scope. Also| mont Ave., Los Angeles, for fur- 
parts Dec. 9-10 in Amarillo, Tex.; Dec.|offered is the Allen PM Tune-Up| ther information. Hambro Trains Mechanics— 
dirt 14-15 in El Paso, Tex. school for learning the fundamen-| JOHN BEAN DIVISION, Lans-| Representatives of Hambro Automotive Corp. train mechanics at the company's 





CHRYSLER a — tals of the tuneup business includ-|jing.—(A) Wheel alignment, wheel| East and West coast parts and service depots and in special schools conducted in 
training courses from Nov. 23 to| ing servicing and merchandising. balance, steering systems, Dec, 7;/ the territories of Hambro distributors. Hambro is the U. S. concessionnaire for British 








30 | a eget thew papai pened A nominal fee is charged. For (Continued on Page 30, Col, 1) Motor Corp., maker of Austin, Austin-Healey, MG, Morris and Riley. 
- developed procedures for factory 
~~ approved service maintenance op- 

ord erations, diagnosis methods, plus 


ured the proper usage of the latest « # 

icks, special tools and equipment. The OW as an ule epalirs 
days courses are offered tuition free for eee 

eine service personnel of Chrysler Corp. 


on dealers. 


coe, wae sree! = fOr “‘Magic Mirror’ Finishes ...with 


Center Line, Mich.; 5500 Howard 
thee CRY | 


Ss St., Skokie, Ill.; 2930 Forrest Hill 
ACRYLIC LACQUER 


Dr., S.W. Atlanta, Ga.; 401 Theo- 
dore Fremd, Rye, N. Y.; 550 S. 
College Ave., Newark, Del.; 1111 
N. Brookhurst St., Anaheim, Calif. 
For further information, contact 
your nearest Chrysler training cen- 


ter. 
FORD DIVISION—From Nov. 23 
how to Dec, 18, the 35 Ford district 








five service school instructors will be 
‘ake conducting complete _ service 
art- courses on 1960 Ford cars, Falcons, 
Thunderbirds and trucks for dealer 

fits service technicians. 
ay’s GMC TRUCK & COACH DIVI- 
.ns- SION—Instruction in the approved 
ing overhaul, maintenance and diag- 
five nosis procedures using the latest 
> tools and equipment is available 
1les (free of charge) to all service per- 
ion, sonnel sponsored by a GMC truck 
out dealer, or a GMC truck fleet opera- 
the tor. The following courses are 
ing offered: 1. rear axles, 2. standard 
all transmissions, 3. automatic trans- 
nts missions (Hydra-Matic, twin 


Hydra-Matic, and torqmatic), 4. 
diese] engine (one-week tuneup 


class or two-week overhau)), 5. 
rms gasoline engine tuneup, 6, gasoline 
ds engine overhaul, 7, power steering 
ats (in-line or booster type), 8, carbure- 
8 tion, 9, four-wheel drive, 10. air- 

suspension, 11, hydraulic brakes. 

GMC maintains classrooms in the 
we following cities: Atlanta, Jackson- 
on ville, Boston, Charlotte, Chicago, 
he Milwaukee, Cincinnati, Dallas, El 
om Paso, Houston, Denver, Salt Lake 


ld City, Detroit, Cleveland, Kansas 
od City, Oklahoma City, Omaha, Los 


vat Angeles, Memphis, New Orleans, 
ity New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
er burgh, Buffalo, Portland, St. Louis 
as and Minneapolis. Address inquiries 
d- to Service Training Activities, GMC 
n- Truck & Coach Division, Pontiac 
s- 11, Mich. 
re INTERNATIONAL HAR- 
1g VESTER— International truck sales 
id districts are now conducting serv- 
id ice meetings covering three new 


International low-stress V-8 truck 





f engines for dealer and fleet service- 

i men. The presentation covers note- 

) worthy design features. Special em- 

. @ phasis on the proper service meth- Complete range of General Motors colors 

, od of the full-flow bypass cooling 

f system, full-pressure, large-capacity ith Ditzler’s puRAcRYL Acrylic Lacquer you get the same 

; lubrication system, the new electri- d h of 1 hich ol . . 

cal system and the latest fuel sys- jepth of color, high gloss retention and outstanding 
tem. durability of the beautiful ‘Magic Mirror’’* finishes on today’s 

t STUDEBAKER - PACK AR D— General Motors cars. This amazing new 

oO Technical training centers in New ) a , . 

f York, South Bend, and Los Angeles e These brilliant coatings can be spot repaired or completely “MAGIC MIRROR’’* 
have scheduled courses on all refinished with DURACRYL as quickly and easily as conventional Selsh wives colestul 
phases of the 1960 Lark and Hawk | lacquers. You need no additional or special equipment. Just — " ’ 
pony g = a use the easy DURACRYL system. Ask your Ditzler jobber for ee and. long-lasting 

e 23-Dec, 18, These courses are tai- complete information about DURACRYL. 1 beauty to GM cars. 

e lored to meet the needs of dealers’ FACTORY PACKAGED 

. mechanics, are grouped in re- Ditzler Color Division ¢ Pittsburgh Plate Glass Company « Detroit 4, Michigan 

5 LABORATORY 


<« 


*General Motors trade- 
mark for Acrylic Lacquers. 








pair procedures and specialized unit | PAINTS * GLASS » CHEMICALS * BRUSHES + PLASTICS « FIBER GLASS 
g rebuilding. A special two-week| / 
course on Studebaker models is PITTSBURGH PLATE GLASS COMPANY 


regularly scheduled for newly ap- IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


oO 


lation to basic requirements — (1) ® P mn 
elementary, (2) overhaul repairs, D I i R ONTROLLED COLO 
f J (3) advanced classes on heavy re- Se 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 29) 


(B) Advanced wheel alignment, 
power steering, advanced suspen- 
sions and minor frame straighten- 
ing, Dec. 14; (D) Brake servicing, 
Nov. 30. Combined courses will also 
be available. They are: (AB), Dec. 
7-18; (DA), Nov. 30-Dec. 11. 
BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 
BEAR MFG. CO., Rock Island, 
Mi—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next class Nov. 23, Dec. 7. 
Address all inquiries to E. Miles 





Bacon, director, Bear Automotive 
Service School. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors, The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 





Business as Usual 
SAN ANTONIO.— The closing 
of International Harvester Co.’s 
San Antonio district office will 
not affect the firm’s truck sales 
and service branch at 1400 S. 
Flores, it hag been announced. 





]| full day. No tuition fee is charged. School teaches all aspects of radia- 


Additional information may be ob- | tor repair and takes one to two 
tained by contacting a Bendix dis- | weeks to complete, depending upon 


tributor or writing to the Bendix 
training director in South Bend. 
BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month, Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Next classes will be held Dec. 7-11. 
Contact J. R. Adams, instructor, 


DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray 
painting, with emphasis on use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products, Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast. Attendance at the 
factory school in Toledo is without 
charge for instruction or equip- 
ment. Howéver, a nominal charge 
is made for attendance at field 
schools. 


INLAND MFG. CO., Omaha — 





|the student’s prior knowledge. No| po 


charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 

LINCOLN TECHNICAL INSTI- 
TUTE, Newark, N, J.—Automatic 
transmission course is offered dur- 
ing the day, Monday through Fri- 
day, starting Nov. 30. Starting Dec. 
7, on Monday, Tuesday, Thursday 
and Friday, evening classes will be 
held. 

NATIONAL TECHNICAL 
SCHOOLS, Los Angeles—Complete 
resident and home study training 
in auto mechanics and diesel, in- 
cluding engine rebuilding, tuneup, 
overhaul, brakes, automatic trans- 
mission, ignition, fuel injection, 
servicing, etc. Day and evening 
classes. Resident schools training 
programs start the first school day 
of every month, Contact Paul 
Peterson, National Technical 
Schools, 4000 S, Figueroa, Los An- 
geles 37, Calif. For home study 
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Let HOLMES PUT 
YOUR Shop On The ROAD 
To GREATER PROFITS ... 


Ivs a rather significant fact that leading 





“Why not GO AFTER new BUSINE 
as these DEALERS are DOING 2” 


Car Dealers throughout the nation are now 
modernizing their service, with new HOLMES 
WRECKER EQUIPMENT. Why? Well, the rea- 


son is obvious. Modern Wrecker Service has today 
become increasingly important, as a means of 
developing new and profitable service business. 
Shops with such a road unit can easily expand 
their Service operations by simply going out and 
actually bring-in jobs they would NOT otherwise 


be able to obtain. 


Road Service does provide the only con- 
tact with many customers and, is therefore, the 
key to a vast source of highly profitable shop 
work. Why NOT go after the BIG PROFIT JOBS 
in your community? HOLMES offers a wide 


choice of wreckers, each varying in size, capacity, 


and earning ability. 


Send TODAY for model 


specifications, prices, and full details. 





























HOLMES 400 WRECKER—A small, power-operated unit with a 
rated 4-ton capacity. Built for light pick-up and towing. Handles 
all cars and may be installed on a truck of 2 to 1% ton capacity. 





HOLMES 525 WRECKER—An all-purpose unit with a 12-ton capacity. 
Ideal for handling all cars and average trucks. It is power-operated 
and capable of performing a wide variety of work. Fast, versatile 
and economical to operate. Moderate size for installation on a Truck 


of 1% to 2 ton capacity. 
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WKECKER 


HOLMES 650 WRECKER—A power- 
operated, Heavy-Duty model with 

a rated 20-ton capacity. Built 
with power for Big Jobs yet 


flexible enough for light 
cars. For trucks of 3- to 
5-ton capacity. 





SERVICE 


ERNEST HOLMES COMPANY 


Chattanooga 7, Tennessee 





courses in the same field, write 
Extension Division, same address. 

RAYBESTOS DIVISION, Bridge- 
rt—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn, 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m, to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by two technical, sound, 
color, motion pictures showing ad- 
justment procedure and _ trouble 
shooting procedure as well as 
changes made in 1959 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes, The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W. Hefferon, 
Raybestos Division, Bridgeport 2, 
Conn. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
the operation and application of 
automotive test equipment. Two 32- 
hour evening classes are to be held 
each month. Courses will be con- 
ducted in Sun’s Automotive Divi- 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill. For 
further details, write R. C. Heidrich. 

SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A. Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N, J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics on a fulltime basis and 
instructs in proper tools. 

WEAVER MFG. CO.—Spring- 
field, Ill., offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Detroit Har- 
vester Co.), 2171 S. Ninth St. 
Springfield, Ill. 





Napco Again Is Loser 
In Suit for $510,000 


MINNEAPOLIS.—A Federal 
District Court jury returned a 
verdict against Napco Industries, 
Inc., in its $510,000 suit against 
Westinghouse Air Brake Co. A 
jury returned a similar verdict 
in the first trial in 1958. 

The suit resulted from Napco’s 
purchase in 1955 of a Westing- 
house design for a front-end 
loader manufactured by Westing- 
house at Coldwater, Mich. Napco 
claimed damages by misrepre- 
sentation and mechanical defect. 
Still pending is Westinghouse’s 
claim for $310,000 plus interest as 
the balance of the purchase price. 
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Related Work Offers More 


Sales... 





Brake Job Profits Lure Dealers 


balancing but they don’t put off 
brake work if they are shown they 
need it. Their own and their fami- 
lies’ safety is at stake. 


(Continued from Page 28) 


mately $27 for every reline job 
they do in their service depart- 
ments. 

Every car with over 20,000 miles 
and every 1958 or older car is a 
brake-job prospect. And there are 
over 35 million prospects in the 
3 to 9-year-old bracket alone. 

In addition, 5 to 6 million new 
ears hit the road each year and 
add themselves to this stockpile of 
vehicles that need brake service 
regularly. 

oa + 
VERY time a set of tires are 
renewed that car is also a 
prospect for a brake reline job. 
Almost half (45 percent) of 746 
ears recently safety inspected need- 
ed brake relines. 

The average car dealer does 21 
brake reline jobs per month, which 
is considered below potential, But 
even this amount of brake work 
should gross the car dealer $6,800 
profit per year. 

Two simple actions in the serv- 
ice department would double and 
probably treble this amount, One 
is the simple one of asking the 
service customer about the con- 
dition of his brakes and the other 
is to pull the front wheel of 
every car with over 15,000 miles 
on the speedometer before a 
brake adjustment is made. 

Experience has shown that the 
dealer’s customers welcome this 
attention to their welfare and safe- 
ty. Many drivers do not know that 
their brakes are bad until they 
have scored the drums, the reduc- 
tion in efficiency is so gradual they 
don’t notice it, 





* 


Other Profitable Sales 

as work leads to other prof- 
itable parts sales. Lined shoes, 

brake fluid, wheel-cylinder kits and 





Connecticut Assn. 
Offers Advice on 


Insurance Deals 


ARTFORD, Conn.—Referring to 

problems some of its members 
have had with “certain adjusters 
for certain insurance companies,” 
the Connecticut Automotive Trades 
Assn. warned: 

“There is no law that says you 
have to do business with such an 
insurance adjuster. If the owner of 
a car insured with such a company 
wants your firm to make the re- 
pairs, do the work and hold the 
car until] the customer brings in 
the money.” 

The CATA said a member re- 
ported recently that he had done 
an insurance job for an adjuster 
and, when the job was finished, the 
insurance company paid the owner, 
who decamped with the money in- 
stead of paying the garageman for 
the repairs. 

The CATA quoted from a Mis- 
souri case in which the court held 
that the adjuster’s acts, within the 
actual or apparent scope of his 
authority, are binding on the com- 
pany. The insurance company must 
pay the cost of repairs authorized 
by its adjuster, pursuant to the 
provisions of a collision policy, the 
court said. 


Body Shops Form 


Trade Association 


STAMFORD, Conn.—Body shop 
operators in this area have formed 
the Southern Fairfield County Body 
Shop Assn. Some 25 firms from 
Stamford, Greenwich, Darien and 
New Canaan have joined. 

Membership is open to independ- 
ent body shops and to shops op- 
erated by auto dealers. 

Officers are Gerard Hartel, presi- 
dent; Frank Zelenz, first vice- 
President; James Karl, second 
vice-president; Vincent Freccia, 
Secretary, and Lou Szivos, treas- 
urer, There also are body-shop or- 
ganizations in Bridgeport, New 
Haven, New Britain, Torrington 
and Middlesex counties. 








The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





oil seals are usually needed. 
Springs, master-cylinder parts, 
parking and power unit parts, mas- 
ter cylinders and wheel cylinders 
also are often needed. 

Brake work also leads to related 
job selling such as wheel balancing 
and alignment, tire sales, muffler 
and tailpipe work, lubrication, 
shocks, etc. 

The car and truck dealer needs 
brake work for the profit there 
is in it and his customers need 
brake work to keep their vehicles 
safe and to protect their lives. 

But to get that brake work the 
dealer must promote the brake 
facilities he has to offer. He can do 
this in many ways through his 
followup system, by advertising, but | 
best of all by educating his own| 
Service personnel to sell at every 
opportunity. 

oe * 
| | prow cong are obviously a safety 
factor. People may put off a 
fender straightening or a wheel | 





that the lining he sells is the best 
quality lining he can buy and the 
| brake fluid is heavy-duty fluid. 


that by getting behind the sale of 


personnel “on the beam” on other 


But to be right to his customers, 
the dealer should make certain 


Here is one place where he 
doesn’t have to apologize for his 
price for the service. He always 
has his “price” competition be- 
hind the well known “eight ball.” 
Even the “die hard” price buyer 
will hesitate to quibble over a 
dollar or two when he knows it is 
his life he may be risking for the 
difference. 


And many dealers may discover 


their brake facilities they may find 
the key to getting their service 


services that can be sold to cus- 
tomers. 








Goliaths Prepared for Delivery— 


This make-ready department is operated by Foreign Motor Distributors Co., Harris- 
burg, Pa., to prepare cars before they are sold to dealers. A distributor for Goliath 
and Lancia, the firm supplies cars to dealers in all the New England States, New York, 
Pennsylvania, Maryland, Delaware and Washington. The firm also supplies parts to 
Goliath distributors and dealers in the 40 states east of the Rocky Mountains. 





Every car owner is a prospect for this 
amazing new undercoating. Cork, one 
of nature’s most efficient insulating 
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Nokorode 
Cs Ge 


UNDERCOATING 


YOUR MARK-UP IS 
100% OR MORE ON 






the new, improved undercoat that insulates as it protects 


against rust, prevents squeaks and 
rattles, stops dust leaks and deadens 
road noises. 


materials, is a primary ingredient, 
bringing increased efficiency to both 


car heaters and air conditioners. Just 
one-eighth inch dry film thickness ap- 


WRITE TODAY FOR FULL DETAILS 
ABOUT LION NOKORODE CORK 


plied to the underside of a car will 


decrease heat loss or gain by 40%! 


In addition to its superior insulating 
qualities, Lion Nokorode protects 


N OIL COMPANY 


A DIVISION OF MONSANTO CHEMICAL COMPANY 
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UNDERCOATING AND HOW IT 
CAN OPEN A BIG, NEW PROFIT- 
ABLE MARKET FOR YOU... 








of course. 


EL DORADO, ARKANSAS 


LION OIL COMPANY 
A Division of Monsanto Chemical Company 
Dept. AN-I, El Dorado, Arkansas 


Please send complete information about Lion Nokorode Cork Under- 
coating and how it can increase my market and profits. No obligation, 
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| Service Lounge 
Feature of New 
Chevrolet Deal 


BAKER, Ore.—Customer comfort 
is a chief feature of the new show- 
room and shop opened here by 

Edge, Chevrolet dealer. 

Included in the spacious new 
quarters is a lounge where cus- 
tomers can read or watch television 
while their cars or trucks are being 
serviced. The lounge is soundproof. 

Other features of the dealership’s 
new building include showroom 
space for five vehicles, an extensive 
telephone and public address sys- 
tem, employe coffee room and 16- 
foot entry doors to admit big 
trucks. 


An underground exhaust system 
keeps the shop free of fumes when 
vehicle engines are running. 

Edge bought the dealership in 
1956 after serving owners as serv- 
ice manager, sales manager and 
general manager. It formerly was 
— the street from its new loca- 

on. 





For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 





|| Cashing In on °55 Overhauls .. . 





Rebuilders’ Business 


Up Sharply in °59 


(Continued from Page 28) 


duction standards by performing 
the rebuilding in Detroit. 


With the advent of the V-8 en- 
gine, the program was extended 
to include many components such 
as fuel pumps, carburetors, dis- 
tributors and other assemblies. 

This program continued until 
shortly after World War II, when 
transportation costs, extra han- 
dling, inventories and other cost 
factors forced Ford to discontinue 
its Detroit operation, At that time 


Truck Dealer Is Bankrupt 

LITTLE ROCK, Ark.—Thomas 
Davis, operator of Davis Truck 
Sales & Service, has filed a petition 
for bankruptcy proceedings in Fed- 
eral District Court here. He listed 
— of $29,981 and assets of 








the appointed authorized rebuilder 
came into being. 

Some of the present rebuilders 
were appointed at that time. 

Today the 33 authorized rebuild- 
ers have a plant and equipment in- 
vestment of considerably more than 
$17 million and did more than $43 
million in sales in 1958. 

As the demand for rebuilt en- 
gines increased and more independ- 
ent rebuilders came into the picture 
—some building a good product but 
others not holding their quality 
standards too high—many Ford re- 
builders began to get requests to 
rebuild other than Ford engines. 

* * + 


1. quality standards which the 
authorized rebuilders have 
maintained have given them a rep- 
utation for building only a reliable 
product. 

Today some rebuilders such as 














“You been using brand X?” 





TAM have set up associate com- 
panies to rebuild engines of other 
makes. 


And they, like Leon Titus, see a 


bright future for the authorized re- 
builders due to the fast-growing 
need for quality service. 

They can see the value in devel- 
oping a national trade mark for 
their products, and in giving their 
dealer-customers a selling base to 





No trick to guess what H. E. Rags- 
dale, owner of El’s Auto Service in 
Milwaukee, is smiling about in the 
picture at right. Look at the piles of 
parts he replaced with the aid of his 
Snap-on Anal-O-Scope. Total parts 
sales for three months amounted to 
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$1,157.25. 


90 DAYS - 11,157.25 IN PARTS ALONE 
WITH NEW 









ANAL- 





Gentlemen: 


work, 


Our ignition 


- ma. 





We are not writing you to 
ou that we thi it 
we haVe ever mad 
4 Our shop has already taken a lot of pride in turning out quality 
We sincerely believe that the scope is adding to that 


quality with every ignition job performed, and is making new 
and more satisfied customers for us, 


We are ha with the added quality in our work, but more happy 
with theq@idded profit 


the Anal-O-Scope is bringing in to us now. 


pa J ave had the 
scope totaled@l, 157.25 plus labor on 56 tune-up jobs 


We definitely feel that better than 90 percent of these sales were 
direct results of Anal-O-Scope ignition analyses made. 
wonderful to be able to show the customer that "before" and 
"after" picture, and to have the confidence that he is leaving 
our shop satisfied and happy with the work done, 


his opportunity to(@fhank you for your field) 
in the use o is customer-satis- 






Snap-on Tools Corporation 
3450 North 84th Street 
Milwaukee, Wisconsin 


Three months ago we purchased a Snap-on Anal-O-Scope. 


make lai 11 


was theG@martest equipment purchase tha 








ng piece of equipment. 
Sincerely, 
EL'S AUTO SERVICE 


WB. Ragpcla 


H, E, Ragsdale 





It's 


Read this letter from 


EL’S AUTO 


-SCOPE 


SERVICE 





Snap-on has engineered the only scope with 
the patented, exclusive ignition reserve test 
that simulates road-loading conditions in 
the shop. Snap-on helps you sell scope jobs 
with a proved merchandising program, too. 
You get a banner, car sticker, ads for local 
newspaper, check sheets, sample hand-out 
sheets for house-to-house distribution or 
mailing to your customers. Go modern, go 
profit, go Anal-O-Scope. Set a date — your 
Snap-on man will demonstrate. Call him 


now. 


MT-615 Anal-O-Scope 
available on easy payments 


Ce Sr Co em a T 


8082-K 28th Avenue * 


a great tester plus a 
real “Pull ‘em in" 
Merchandising Program 


1 oO N 


meet the price competition of en- 
gine rebuilders not held to the same 
rigid standards. 

They know that neither Ford 
dealers nor those of any other ve- 
hicle manufacturer are training 
new mechanics fast enough to re- 
place mechanics they are losing. 
They know that these dealers have 
not stepped up their rebuilding fa- 
cilities enough to match the in- 
creased number of new vehicles on 
the highways. 

No group of service people knows 
better than these authorized re- 
builders the increased complication 
and closer tolerances that modern 
engineering demands of those who 
overhaul the current engines. 

* a * 


Public Demands Quality 


ND with a public highly con- 

scious of economy and thor- 
oughly fed up with sloppy work- 
manship, they can see a rosy future 
for rebuilders who maintain a qual- 
ity standard equal to that of the 
producing factory. 

They also know they have some 
cost factors to overcome if they 
are to continue to compete with 
independent rebuilders in their 
areas and still be able to give 
the franchised dealers the profit 
potential in selling the rebuilt 
engines they should have. Some 
of these cost factors have to do 
with captive parts. 

And they also recognize that they 
still have a big selling job ahead 

of them to sell the franchised deal- 
er who has neglected his service 
responsibilities in getting behind 
the quality rebuild program and in 
pushing it to his customers who are 
looking for economy as well as 
quality. 


Safety Hazards 
Cited with Advent 
Of Lubeless Cars 


(Continued from Page 28) 
purely because of this ‘don’t care’ 
attitude.” 





* + 


beers speakers, while wondering 
what effect greaseless bearings 
would have on uncovering unsafe 
car components, admitted that “it 
may be hoping for too much” to 
expect this to influence the auto 
manufacturers. 

“There is a challenge to the 
lubricating grease industry,” said 
Lane and Foell, “to develop and 
put in widespread distribution 
greases which in conjunction 
with metallic bearings will do a 
bettcr job than the non-lubri- 
cated bearing.” 

The Socony Mobil men reported 
that auto researchers mostly feel 
that proposed bedrings will last 
longer and work better if initially 
greased. Thus, the paper said, more 
experimentation and field testing 
seem indicated before a truly 
greaseless car is perfected. 

But the speakers forecast a 
“rather general” use of non-metal- 
lic bearings on ’61 models, with 
their greaselessness dependent on 
how well the assembly can be seal- 
ed against the entry of contamin- 
ants. 

“The greaseless bearing shows 
every indication of eventually be- 
coming another serious bar to 
the maintenance of grease vol- 
ume in the amounts to which we 
have become accustomed,” they 
declared. 

The Socony Mobil speakers said 
widespread commercial adoption of 
Teflon bearings, made of the du- 
Pont plastic material, has been de- 
layed, in part, because indicated 
costs have exceeded those of con- 
ventional metal-to-metal] joints. 
Officers and directors for the 
forthcoming year were elected at 
the Grease Institute’s annual meet- 
ing. H. A. Mayor jr., Southwest 
Grease and Oil, is the new presi- 
dent. F. R. Hart, Standard Oil 
(California), is vice-president; C. L. 
Johnson, Jesco Lubricants, secre- 
tary, and A. J. Daniel, Battenfeld 
Grease and Oil, will serve his 
eighth consecutive term as treas- 
urer. 

Elected to the NLGI board of 
directors for three-year terms were 
W. W. Albright, Standard Oil (In- 
diana) T. W. Binford, D-A Lubri- 
cants; J. J. Coate, Esso Standard; 
G. Landis, Atlantic; J. W. Lane, 
Socony Mobil; G. E. Merkle, Fiske 
Brothers Refining; F. W. Minor, 
Sinclair, and W. M. Murray, Kerr- 
McGee. NLGI’s general manager is 





Kenosha, Wisconsin 


T. W. H. Miller. 
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Backshop 





e ce e By Jack Weed 








ates every year and made these 
many alert and partially trained 
young fellows available to De- 
troit dealers’ shops. 
But here again, through what 
may be termed indifference to the 
crying need, few of these boys stay 
with the dealers long enough to 
become finished automotive me- 
chanics. 
In Cincinnati, the Ford organiza- 
tion seemed to hit on a workable 
deal to bring vocational automo- 
tive-clasg students into the indus- 
try, but to the best of our knowl- 
edge this effort also has been lost 
in the chase of the almighty dollar. 
In this effort, two vocational 
school boys in the automotive class 
were assigned to a dealer, One 
worked in the dealer’s shop while 
the other went to school, 
would alternate every week, with 
one boy going to school while the 
other worked. Thus one was al- 
ways on the job in the dealership 
and the other attended classes, and 
both got credit for what they did 

toward school marks. 
= * * 


Cutler Program Has Merit 


EN George Cutler of Plym- 
outh was regional service 
manager on the West Coast, he de- 
veloped a program which is being 
expanded slowly, and which seems 
to have considerable merit. 
Under this program, called the 
“Fix-the-car” contest, boys from 
both vocational and mechanical 
arts schools are eligible to com- 
pete for prizes, These boys have 
to have considerable knowledge 
of a car, and all are prime pros- 
pects for the automotive shop. 

Under the proper guidance all 

could be converted into top auto 

mechanics, 

The AMA has been working with 
educators, primarily with the vo- 
cational schools, toward getting not 
only a higher type student into the 
automotive classes but to have 
them instructed on current assem- 
blies and in current service prac- 
tices. 

In St. Louis and in some Western 
cities where automotive shops are 
unionized, I understand dealers 
have been able to work with the 
unions on a basis that more than 
the usual number of young men 
are being taken as apprentices and 
must work for a certain time as 
apprentices before they are entitled 
to mechanic’s wages. I understand 
that these programs are working 
out well, too. 

af + 
as is no question but that 
all of this work has merit and 
does some good, but none of the 
programs go far enough to provide 
enough boys to take care of those 
who leave the field due to death, 
sickness, old age and other causes 
and to replace those who leave 
dealers, independents and fleet 
shops to work for themselves. 
Those who work closely with 

the boys in vocational schools 
feel that in most schools, only 
the boys with the lowest IQ are 
put in the automotive classes. 
This is far from what the indus- 
try needs today. It takes a boy 
with the ability to grasp engineer- 
ing terms to be able to become 
good technicians on today’s high- 
ly engineered vehicles. 

Educators in the Philadelphia 
area seem to have been able to 
solve the problem of getting the 
better type of students into their 
automotive classes. They also have 
paid more attention to the type of 
men who are the instructors, and 
as a result they are graduating 
boys who can step into practically 
any shop and hold up their end, 
I am told. 

In talking to one of these in- 
structors a year or so ago, I was 
told the industry will have to do 
two things to get a sufficient num- 
ber of boys of the right type into 
the automotive classes of the voca- 
tional schools. 

He said the industry will have 
to sell.the boys on the opportuni- 
ties available to automotive me- 
chanics, The AMA has gone to 
Some length in doing this. It pub- 
lishes a booklet that outlines all 
of the opportunities that are avail- 





able to ambitious boys who become 
automotive mechanics, These book- 





(Continued from Page 28) 


lets are made available to school 
counselors in every vocational 
school free of charge, I believe. 

. > + 


Moms Must Be Sold, Too 


tlre other essential, according 

to the Philadelphia instructor, 
is to convince mothers of the boys 
who can’t go on to college that the 
automotive mechanic’s job is a 


Chrysler Engine Rebuilder 


To Construct New Plant 


CAMDEN, N. J.— Garden State 
Motors, producer of remanufactur- 
ed Chrysler automobile and truck 
engines, will shift its operations 
from Camden to a new $750,000 
plant to be built in the Pennsau- 
ken Industrial Park, Pennsauken, 





They} J 


The 30,000-square-foot building is 
scheduled for completion next May. 
GSM’s work force now numbering 
75 will be exanded to more than 
100 when the move is completed. 


worthy one and one which the 
mother can take pride in having 
her son follow. 

These mothers must be sold on 
the earnings that are available to 
@ mechanic as compared to other 
lines of work, of the job oppor- 
tunities, of the security available 
in this type of work and other 
factors that appeal to women. 

This will take a national adver- 
tising campaign, So perhaps now 
that an interest has been shown by 
a@ group of users who represent as 
much invested capital as do the 
over-road truckers, vehicle and 
supplier companies may step up to 
this problem on a national and 
all-industry basis. 

At least all interested parties in 
the industry will have an oppor- 
tunity to thresh out these ques- 
tions when Michael Murphy calls 
his meeting. Those who would like 
to work with him in the meantime 
can reach him at his office with 
Gateway Transportation Co., 2331 
S. Wood St., Chicago, Ill. His tele- 
phone is CLiffside 4-3350. 

In the meantime, you can rest 
assured that I will be priming this 
pump as much as I possibly can 
as I can see the need for some in- 
tensive work on this subject every- 








where I go. 


Dodge Service Managers Meet— 





More than 544 years of combined service experience was represented at this 


Service Managers Conference at the Dodge Training Center in Anaheim, Calif. Service 
managers of 16 Dodge dealerships in Southern California attended the conference. 
The session covered all phases of service department operation, expense control and 
warranty expense. 








Wagner Lockheed LINED B 


come to you ready fo be installed 


You have three choices to meet your needs. “WEB” Sets; 
“WB” Sets; or the Wagner Shoe Exchange Program... Shoes 
are available in two oversize lining thicknesses. 





““WEB" CoMaX BONDED 


um quality wire-back flexible molded — 
universal use, this lining provides quick, safe, 
and extra long operating life on most popular cars and com- 
mercial vehicles. Also available with riveted lining. 

“WB” SETS BONDED WITH “WP” dry-mix rigid molded seg- 
ments of finest grade, engineered to give smooth positive 


Warner Lockheed 


LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING © AIR HORNS 


SETS bonded with “CoMaX” premi- 
Designed for 
smooth stops 


fade-resistant action with quick recovery characteristics. On 
high horsepower vehicles with or without automatic trans- 
missions and power 
agg braking performance. Also available with riveted 
ining. 


WAGNER SHOE EXCHANGE PROGRAM lets you take full ad- 
vantage of mass production facilities when you ex 
shoes for Wagner Lockheed lined shoe sets. No tedious 
lining and relining shoes. Sets come ready to be installed— 
saving you up to 14% hours per job. 


brakes, “WP” provides long-lived, 





FOR DETAILS consult your nearest Wagner 
Distributor, or mail coupon to us for free 
copy of CATALOG BU-579. 


i its a ON ee oe ee Ce ee 
Wagner Electric tion 

6393 PLYMOUTH AVE., ST. LOUIS 33, MO., U.S. A. 
(Breaches in principal cities in US. end in Conade) 


Please send us Catalog BU-579 on Lined Brake Shoe 
Sets. We understand there is no charge or obligation. 
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Firm__ 
Addre . 
City & State 
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Dealer Finds Customers More Aware of Care... 





Service Seen Key to Survival 


OAK PARK, Ill—In the next 
decade service will be the deciding 
factor in whether a dealership sur- 
vives, Dave Brigance believes. He 
owns Brigance Chevrolet, which 
averages about 5,000 car and truck 
sales a year. 

“A good service operation will 
keep a dealer’s customers coming 
back for new cars,” said Brig- 
ance, “If the dealer delivers what 
he promises, the customers are 
his for good.” 

A dealer also can help himself 
by making his service more con- 
venient for the customer, he con- 
tinued, 

“With us night service has paid 
off handsomely in new-car sales,” 
Brigance said. “I'll admit we sel- 
dom make money on this type of 
service, but it keeps the customer 
happy. 
“This customer almost surely will 
come to us when he’s ready for a 
new car and often he’ll tell his 
friends about us and the extras we 
provide,” he added. 

“We also often will make a no- 

charge repair for a customer. 
You can’t imagine what this does 
for you in the customer’s mind. 
It’s things like this that bind the 
customer and his friends to you.” 

Brigance said his answer to serv- 
ice competition is to seek to con- 
vince the customer “he is doing 
himself dirt if he takes his car any- 


Service Training 
Never Stops 


At This Shop 


(Continued from Page 28) 
dealerships are located in and 
nearer the business district which 
is more convenient for the motor- 





‘ist. We are told by a goodly num- 


ber of our customers that they go 
out of the way because they like 
our service.” 

“For customers who wait for 
their cars, we make our waiting 
room as comfortable as possible. 
We keep daily newspapers, maga- 
zines and vending machines for 
soft drinks and cigarets, also a 
telephone booth for their con- 
venience.” 

Mossy Motors occupies 145,000 
square feet of ground level space, 
equivalent to two city blocks. They 
have 24 turn post lifts in the serv- 
ice department and besides main- 
taining the customary service de- 
partments such as body, fender, re- 
finishing, tires and trim, they also 
have their own glass department 
for cutting and grinding glass in 
addition to air-conditioning repair- 

ing facilities. 


Truck Center Opened 

NASHVILLE.—Capitol Chevrolet 
Co, has revamped one of its down- 
town buildings for exclusive use as 
a truck sales and service center. W. 
Haynie Gourley, president, said ap- 
proximately $100,000 has been spent 
on the project. 











helps you make sales 
with a 


30,000 MILE NEW CAR 
BONDED MILEAGE 


GUARANTEED 


@® More New Car Sales! 
@ More Used Car Sales! 
@® More Lube Sales! 


line 
ruck 
Car, ‘ 
for the Highway a Marine 


AMALIE DIVISION 


where else than the dealer from 
whom he bought it, 

“We hammer home the point that 
an occasional failure will manifest 
itself shortly after a new model 
comes out,” he said. “Only at a 
new-car dealership will a customer 
even hear about such troubles, 

“Certainly at the local garage the 
customers will get no such con- 
sideration, and he usually ends up 
paying for a repair he didn’t need. 
Our factory-trained mechanics 
would have spotted the trouble im- 
mediately.” 

Brigance said-he also keeps his 
customers informed on what his 
shop is doing in the way of ac- 
quiring new tools and service 
equipment, 

“We tell the customer that we 





install each new machine and tool 
as it is recommended so that we 
will be constantly ready to service 
any fault, and we mean it,” he con- 
tinued. 

His own customers get top pri- 
ority on service work, Brigance 
said, followed by Chevrolet owners 
in general and those who drive 
rival makes. 

“We don’t solicit the business of 
those with rival makes, but you 
may be turning away potential 
business if you continually refuse 
this source of business,” he said. 

Emphasis on dealer service has 
been growing steadily, Brigance 
said. 

“Shortly after World War II 





service was 27th on a list of items 

considered important by the new- 

car buyer,” he said, “Now on 
every side we find the buyer is 
more service conscious. 

“Before long a reasonable price 
won’t be the big question with 
owners. It will be ‘can you prop- 
erly service my car?’ and we'd bet- 
ter have the right answer if we 
expect to survive in this business.” 

He said he sends a personally 
signed thank-you note to each new 
owner. 

“We thank him for giving us his 
business and we tell him exactly 
what he can expect from us in the 
way of service. We also include a 
small card asking him to fill it out 
and return it to us.” 

He said the card asks these 
questions: Was the car delivery 
satisfactory? Were the sales peo- 
ple courteous? Were you intro- 
duced to the service manager? 

“We tell him that the service 





manager is going to be important 
to him. We end up this letter by 
telling him that by buying a new 
Chevrolet, he has passed from one 
phase of the business into an 
equally important one—the serv- 
ice of his car. We make a lot of 
this because it is important to 
him.” 

Brigance said the firm gets back 
75 percent of the cards. Any ad- 
justments that are required are 
made immediately, he added. 

Brigance also operates a separate 
fleet-sale division and a leasing 
business. The former accounts for 
about 15 percent of the firm’s sales 
dollars, while the latter is still in 
its infancy, he said. 


Corvette-Mercedes Dual Opens 

SEATTLE.—Tad Davies, Inc. 
(Chevrolet), 600 E. Pike St., has 
opened a separate Chevrolet Cor- 
vette and Mercedes-Benz sales 
and service center. Phil Smart 
will be general manager. 
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Scraping on driveways Load-Levelers* prevent this by increas- 


ing road clearance of heavily loaded cars. 





Swaying on curves Without Load-Levelers*, loaded car sways as 
it rounds curves. Passengers are thrown from side to side. Stability 


is impaired. Tires wear faster. 





“Bottoming” on bumps Without Load-Levelers*, loaded car hits 
bottom—with frightening noise and possible damage. 


your supply now. 





Everyone who drives a heavily loaded vehicle needs 
Load-Levelers*— Monroe stabilizing units with 
built-in ride control for a level ride under all road 
and load conditions. Your jobber stocks Load- 
Levelers* for immediate delivery. Call him for 





Trailer Owners 
Station Wagon Owners 
Salesmen ... Travelers 

Boat Trailer Owners 
Pick-Up Truck.Owners 
Panel Truck Owners 











MONROE AUTO EQUIPMENT COMPANY 


*Trademark 


Monroe, Michigan 


In Canada +» MONROE-ACME, Ltd., Toronto 
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Seiberling Sees | 
Tire-Price Boost _ 


AKRON.—An increase in the 
price of replacement tires was hint-| 
ed by J. P. Seiberling, president of 
Seiberling Rubber Co., in his report} 
on nine-month and third-quarter | 
sales and earnings, | 

“We do not know when a cor-| 
rective price increase will come, | 
but we know that the cost factors | 
necessitating such a Move are now 
affecting all tire manufacturers,” 
he said. | 

Nine-month sales totalled $41,-| 
728,669, compared with $35,597,936 a 
year ago, he said, Net income was 
up from $602,941 to $1,055,352, He 
called third-quarter results “disap-| 
pointing” and blamed a price cut 
in July. 








For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 








Students Train on ‘Live’ Cars... 


A Sehool for Mechanics 


By William Carroll 
Staff Correspondent 
LOS ANGELES.—“I believe the 
thing that makes us different is 
that we create specialists,” says 
Frank O. Bregnard, president of 
the Auto Mechanics Institute. 


Bregnard points to AMI as the 
official school for Sun Electric 
Corp. (in Southern California), 
Ammco Tools, Inc., Bear Mfg. Co.,| learns the A-B-Cs of various mod- 
(in the West), Clayton Mfg. Co.|els. Tuneup techniques are taught 
and the California Federation of |on working engines using the latest 
Service Stations. AMI also conducts|Sun equipment. Brakes, wheel 
approved courses for Independent|alignment, dynamometer testing 
Garage Owners of California, Inc.| and dozens of other specialty train- 

AMI’s 12,000-square-foot building | ing programs are in progress at the 
formerly was a Dodge dealership. | school. 

When reopened as a school in| Tuition varies from a high of 
December, 1958, the entire building! $550 for a mechanic master course 





|had been remodeled with new of- 

fices and classroom installations. 
Bregnard’s school uses the “di- 

rect” method of training with 


time in performing actual service 
operations. 

Automatic transmissions are worn 
out through being “serviced to 
death” as student after student 





1|of 26 weeks, to a modest $45 for| job unless we can honestly present 


| five sessions designed for owners, | him as qualified to do the work. 
| managers, and “key” men of gaso-| Slow learners can stay any reason- 
|line service stations. Day classes| able length of time in school, until 
begin at 8:00 a.m. with most evening | they qualify by meeting, or beating, 


students spending the bulk of their | 


classes starting at 7:00 p.m. Many | 
students come in weekends to prac- | 
tice on the equipment, 

Final training is done on “live” | 
cars brought in from used-car deal- | 
ers willing to pay for all parts in-| 
stalled. Here, students must apply 
the knowledge learned in the class- 
room. 

At first they work as teams, 
under direct supervision of the in- 
structor, As they progress, students 
are split up with each man pro- 
ceeding at his own speed. Qualifica- 
tion is the ability to complete jobs 
within flat-rate times. 

“We won't send a man out for a 





Fleet Outlet Opens 
PORTLAND.—Alexander Motors 
(Plymouth-DeSoto) has opened a 
new fleet sales and service depart- 
ment. 
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Load-Levelers* 
$39.00 profit 


FREE DISPLAY 


Assortment. 


also included. 


Installed in less than 30 minutes in place of 
original equipment rear shock absorbers. 


the country’s leading sports- 


caster becomes your number 
one salesman on the “‘Monroe 
Sport Reel,” a five-minute 


program every morning— 
Monday through Friday— 
over more than 300 stations 
of the Mutual radio network 
...beginning January 1, 1960. 


World’s largest maker of ride control products including famous Monro-Matic Shock Absorbers 


Zine 


In Mexico - MEX-PAR, Box 28154, Mexico City 


PROFIT PACKAGE! 


This PD-6A assortment of Six 


of the most popular size Load- 
Levelers* are in this special in- 
troductory assortment. Packed 
in a sturdy display carton. 


colorful 21” x 31” display board 
comes free with each PD-6A 
Can be wall 
mounted or displayed on the 
wire rack included. Hardware 
for mounting one Load-Leveler* 


Leveler 





cals 






will bring you 
! Three sets 


BOARD This 


flat-rate times,” Bregnard said. 

AMI has graduated more than 
15,000 students from classes held 
throughout the U. S. The school’s 
placement service claims that every 
graduate, who was not working in 
the industry while being trained, 
is immediately hired by an auto- 
motive employer when qualified. 
Nine of every 10 graduates are re- 
ported to be working at the spe- 
cialty for which they were trained. 

Nine instructors are employed by 
the school, which limits classes to 
15 students. One instructor, who 
formerly operated his own garage, 
teaches the tuneup course in both 
English and Spanish. An instru- 
ment specialist teaches advanced 
electrical servicing. 

Other men teach automatic trans- 
mission servicing, an engine repair 
course, profitable service manage- 
ment, a general mechanics course 
in Spanish, body and fender repair 
and service station skills. 





Let Servicemen 
Install Antifreeze, 


Prestone Urges 


NEW YORK.—Car owners who 
witnessed an antifreeze installation 
demonstration here voted 46 to one 
not to install their own antifreeze 
this winter, according to the mak- 
ers of Prestone. 


H. J. Hannigan, automotive engi- 
neer for Prestone, showed car own- 
ers and the press the proper 
preparation of the cooling system 
for winter driving. He warned “do- 
it-yourselfers” that they overlook 
more than a dozen vital check- 
points when they install their own 
antifreeze. 

“Many car owners just dump 
antifreeze into the radiator and 
hope for the best,” Hannigan said. 

“They fail to check for leakage, 
don’t tighten hose connections 
which can soon become leaks and 
seldom make sure that the cooling 
system is free of rust and corro- 
sion. Then they wonder why they 
have trouble when the freeze 
comes.” 

The New York demonstration 
was part of a series being staged 
by Prestone in 16 cities. 

At the conclusion of the half- 
hour demonstration, the audience 
was asked: “Now that you’ve seen 
what correct antifreeze installation 
amounts to, will you try to install 
your own this fall?” All except one 
voted “no.” 


Fram’s Mobile Lab Shows 
Function of Oil Filtration 

PROVIDENCE, — A mobile lab- 
oratory has been added to its field 
force by Fram Corp. 

Fram said a station wagon is 
equipped to demonstrate the func- 
tion and value of oil filtration to 
filling-station operators. The dem- 
onstration is conducted by a Fram 
field engineer. 
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START 1960 RIGHT 


Join a national system. 
Enjoy progress and growth with 


CARS RENTAL SYSTEM 


P.S. For new car dealers only 


re tek 


RENTAL SYSTEM 
= 


WRITE TODAY 


Drawer 7126 
Sunrise Station 


Fort Lauderdale, Fla. 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e¢ NO. 161 OF A SERIES 


TRUCK OPERATORS 
FORD-SPONSORE 


Ford Division’s Fleet Safety Training Program is 
making a significant contribution to safety in truck 
operations in the opinion of truck fleet owners and 
officials around the nation. Representatives of motor 
transport lines, safety councils, law enforcement officials 
and State motor vehicle departments have joined in 
praising the unique course of instruction which helps 
even experienced drivers form new driving skills and 
seeing habits. 

Conducted by Harold L. Smith, nationally known 
authority on driver safety and Fleet Safety Consultant 
for the Ford Division, the program is based on new 
methods of utilizing the eyes for greater safety in 
driving. To reduce truck accidents and costs, drivers 
are taught to recognize hazards in time to avoid them 


SAFETY TRAINING P 


and to make this technique habitual. The program is 
presented to fleet safety officials who train their own 
drivers in the special techniques that are proving 
helpful even in fleets that already have outstanding 


safety records. 


“The driver evaluation program is saving us about 
$130,000 annually,” says E. H. Hess, Executive Vice 
President of the Hess Cartage Company, Melvindale, 
Michigan. ‘Our accident claims were cut in half 
within a six-month period.”’ 


Ford Motor Company welcomes the opportunity 
afforded by this program to assist truck fleet operators 
and increase the scope of its continuing campaign 
for greater safety on the American Road. 


























“One of the best programs 
yet devised for use in fleet 
safety work. We have every 
intention to put this system 
to work in our fleet of 2400 
vehicles.” 

RICHARD SHIRK 

Safety Director 

North American Van Lines, Inc. 

Fort Wayne, Indiana 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


FORD * FALCON * THUNDERBIRD * EDSEL * MERCURY * 


LINCOLN * LINCOLN CONTINENTAL © ENGLISH FORD LINE * 


TAUNUS * FORD TRUCKS ®* INDUSTRIAL ENGINES ¢ 


FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS ° 


AERONUTRONIC—PRODUCTS FOR THE SPACE AGE 








MOTOR COMPANY 






New approach to driving safety 
helps reduce accidents and 
costs in truck fleet operations 


across the U.S. 


“The purpose of the pro- 
gram was clearly outlined 
and convincingly illustrated. 
It will prove a valuable tool 
in any working-driver train- 
ing class.”’ 


A. F. MAYERHOFER 

Safety Director 

Spector Freight System, Inc. 
Chicago, Illinois 


THE AMERICAN ROAD * DEARBORN, MICHIGAN 























How They're Pushing Sales... 





Dealer Ad Ideas 


‘I Liked It? 


— you were born here but 
I came to Albany because I 
liked it!” said George P. Nissen in 
a full-page color ad marking his 
20th anniversary as a Ford dealer 
in Albany, Ore. 

The ad went on to say, “During 
this time we have not resorted to 
nor indulged in methods of deceit, 
trickery or wiles in order to in- 
terest our prospects in Ford 

cts. 

“Now, as in the past, we intend 
to merchandise Ford products on 
the basis of their merits, quality 
and on the service they are capable 
of rendering. 

“In doing this, we will not cir- 
cumvent honesty and fairness in 
our selling efforts.” . 


Corvette Conclave 


A SPORTS-CAR rally that com- 
bined an airplane trip, a mass 
delivery of new Chevrolet Cor- 
vettes, a plant tour and a 1,000- 
mile cross-country competition 
was conducted recently, featuring 
more than 50 Northern New Jer- 
sey residents. 

Comprised mainly of husband- 





Zink Observing 
42nd Year in 
Seat-Cover Field 


FREMONT, O.—Howard Zink 
Corp., a firm which started making 
auto seat covers at a time when 
the chief accessories were a tow 
rope and tool chest, is observing 
its 42nd anniversary. 

N. G. Zink, national manager of 
the firm’s Sure-Fit division, said 
“we've had firm ideas about covers 
from the start. They should be cut 
to fit each make and model car, 
double-stitched for extra strength, 
and all edges taped and bound.” 

He recalled that even in 1917 
there was a good market for cov- 
ers because “early-day upholstery 
had a special affinity for grime, and 
the smooth-fitting cotton covers of- 
fered additional comfort.” 

Zink said sales of covers in the 
average store have doubled since 
1955, and that first-half sales this 
year are up 35 percent over the 
comparable period last year. 

He said new stores are being 
built and new territories will be 
opened as soon as store owners 
have been trained in Sure-Fit man- 
agement systems. 





sler Names 


3 in Purchasing 


DETROIT.—Harold C. Cook and 
John C. Guenther have been ap- 

inted to the staff of B. W. Bogan, 

rysler Corp. vice-president, and 
Richard D. Morrison has been 
named purchasing agent for raw 
materials 


Cook, who has been director of 
purchasing activities for the car 
and truck assembly group since 
1957, will coordinate divisional with 
corporate purchasing in his new 
post, 


Guenther férmerly was assistant 
to the general manager of Plym- 
outh-DeSoto-Valiant division. He 
will work on special assignments, 
reporting to Bogan. Morrison join- 
ed Chrysler in 1957 as executive as- 
sistant to Emlyn Lloyd, director of 
purchasing. 





Martins Sell to Barberas 

THIBODAUX, La.—W. L. and 
©. Y¥. Martin have sold Martin’s 
Garage (Chevrolet) to Sam and Joe 
Barbera, and the company name 
has been changed to Barbera 
Brothers Chevrolet, Inc. The Mar- 
tin brothers had been Chevrolet 
dealers 40 years. 
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and-wife driving teams, the party 
went by air from Newark to St. 
Louis where the cars were picked 
up at the plant. The return trip 
with the cars was set up on a 
previously arranged course. 

Chevrolet Dealer Malcolm Kon- 
ner, Caldwell, N. J., who delivered 
the new Corvettes, and company 
field representatives arranged the 
event, 

+ * * 


TV in the Manse 
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of red-colored facial tissue in a 
waterproof, pocket-size packet. 

Said Dealer O. E. Hilligoss, “Deer 
hunters, using red tissues, are less 
| likely to be shot at, or mistaken 
|for a deer or some game animal, 
|than those flashing white tissues 
or handkerchiefs.” 

Hilligoss 
chairman and treasurer of the Min- 
nesota Auto Dealers Assn. 

cd x * 


| Simca Buyers Offered Deal 
IDWAY (Dodge-Dart-Simca), 
Arlington, Tex., offers buyers 
of a Simca the full price of $1,- 
595 on a new 1960 Dodge if, after 
30 days, the customer is not satis- 
fied with the Simca. 
a * * 


is also State safety| { 


HEN West Side Motors 
(Dodge), Columbus, O., held a 
drawing for showroom prizes, the 
top award of a television set went 
to the Rev. E. E. Wells, of Hilltop 


Diamond Jubilee 


GEM-PICKING promotion ran 
for two days at new-model 


time at Hal Opper Plymouth, 7626 


Community Church. 
* * * 


Red for Safety 


RS will see red in Minne- 
sota this year, thanks to Hilli- 


goss Chevrolet, Hibbing. 


Hilligoss is giving away packages 


Stony Island, Chicago. 

In the promotion, real diamonds 
were mixed in a heap with imita- 
tion stones. Showroom visitors 
were allowed to pluck a sparkler, 
and those who selected genuine 
stones were permitted to keep 
them. 












Under the Plymouth— 


Plymouth dealers from coast to coast are working out ways to demonstrate to 
prospects the car's new Unibody construction. Ray Vane, Inc., in Inglewood, Calif., has 
come up with a clever display using a hardtop on its side. Here, a number of people 
inspect the tilted Plymouth. 





Repair both frame and 
with *869 portable 















A COMPLETE SYSTEM 
... no hidden extras! 


You’re in business the minute your Damage-Dozer is set up. 
$869* brings you all equipment illustrated — Assortment EK-60. 
Included are Porto-Power hydraulic unit, gages, diamond de- 
tector, safety stands and supports, twist beam, 12-ton hand jack, 
chains, load binder, pull plate and operating manual ...a com- 
plete frame and body repair system! 


*Prices F.O.B. factory. 
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Commercial Credit Co. and its 
subsidiaries reported a consolidated 
net income of $21,036,183 for the 
first nine months of this year, com- 
pared to $19,996,790 in the like pe- 
riod of last year. 

Third-quarter profit totals are 
$7,464,013 this year and $6,645,781 
last year. 

Retail receivables acquired in the 
first nine months of this year total- 
led $934,871,273, up 39.4 percent 
from the comparable total for last 
year. Retail receivables outstanding 
on Sept. 30 amounted to $1,138,497,- 
268, a gain of 21.2 percent from the 
year-earlier figure. 

” + * 


Billion-Dollar Year 


Seen for GM of Canada 


Sales in 1959 of the General Mo- 
tors family of companies in Canada 
will be on the plus side of $1,000,- 
000,000, E. H. Walker, president of 
General Motors of Canada, Ltd., 
reported, 

By far the biggest slice of over- 





all sales igs accounted for by the 
auto-producing division. Included in 
Walker’s estimate are production 
and sales of General Motors Diesel, 
Ltd., London, Ont.; Frigidaire prod- 
ucts of Canada, Ltd., Toronto, and 
McKinnon Industries, Ltd., auto- 
motive parts, St. Catharines, Ont. 
* 


Stewart-W arner 


Profits Up 63 Pct. 


Stewart-Warner Corp. reported 
nine-month earnings of $5,805,867 
and sales of $86,378,258. The com- 
pany said earnings were 63 percent 
over the corresponding 1958 period 
and were the highest in 30 years. 
Sales were 29 percent over the 
year-ago period. 

Third-quarter earnings totalled 
$2,036,003 and were the highest of 
any third quarter in company his- 
tory, Stewart-Warner said. Sales 
for the period were $29,147,639, an 





increase of 34 percent over the 
third quarter of 1958. 

The company said sales of origi- 
nal-equipment items to car manu- 
facturers accounted for 9 percent 
of sales in the first nine months, 
and sales to truck makers account- 
ed for about 8 percent. Sales to 
vehicle makers were 69 percent 
ahead of last year’s. 

* * * 


Jones & Laughlin Reports 
Loss Due to Steel Strike 
Jones & Laughlin Steel Corp. 
showed a loss of $16,465,000 on sales 
of $66,674,000 in the third quarter, 
due to the steel strike. The third 
quarter of last year showed a profit 
of $6,698,000 on sales of $161,828,000. 
The first nine months of this 
year resulted in a profit of $25,741,- 
000 on sales of $619,442,000, The 
comparable period of last year 
showed a profit of $12,389,000 on 
sales of $462,627,000. 
+ 


Twin Coach Ups Profit 


As Sales Show Decline 


Earnings of $1,510,552 in the first 
nine months were reported by Twin 
Coach Co. In the like period of 
last year, the profit was $1,293,000. 











“It’s beat, man, beat.” 





Nine-month sales were $27,406,026 
this year and $31,013,000 this year 

This year’s third quarter resultec 
in a profit of $510,058 on sales of 
$8,338,613. 


* * 


McLouth Loses $3.2 Million 


In Quarter Due to Strike 


McLouth Steel Corp. reported a 
loss of $3,193,566 on sales of $6,213,- 








body at one time 








Damage-Dozer 


Now you can expand for more profit 


without altering your shop layout 


HANDLE ’'EM ALL — UNITIZED BOD- 
IES .. . FOREIGN CARS. Come what 


may in frame and body design, 
be ready with the Damage-Dozer. 


TOOL UP for the growing repair problems of today’s 
car designs. With Damage-Dozer, you can align any 
body and frame together. Important, too, you can 
make frame repairs anywhere — inside the shop or 
out. And when not in use, the Damage-Dozer can be 
tucked away in a 2’x 12’ area. No workspace tied up! 

Makes for good customer relations as well. You’re 
able to furnish an immediate estimate — return 
the car without handling and haulage delays. 

See your Blackhawk Collision Headquarters Jobber 
to arrange a trial in your shop! Prove to yourself how 
this production tool makes money for you. 

Available on Blackhawk’s pay-as-you-earn plan for 
as little as $39.95 per month! Let your Damage-Dozer 
pay for itself out of additional profits. 


é=> BLACKHAWK: 


BLACKHAWK AUTOMOTIVE DIVISION 
Dept. P-40-119, Milwaukee 46, Wisconsin 


FRAME RAli 


you'll 


Twist Beam. 





LICK ALL DAMAGE — INCLUDING 
TWIST. Damage-Dozer does any repair- 
able frame job — even difficult ‘‘twist’’ 
like this with the exclusive Blackhawk 






TWIST BEAM 


LEARN IN YOUR 







user says: 


“And how it works — 
especially on foreign cars! 
Must have been designed 
by bodymen. It's a real 
time-saver — a cinch 

to hook up to all makes 
and models." 


BLICKLE AUTOBODY, 
Racine, Wisconsin 





FIELD-TESTED FOR TWO YEARS... 


and this is what a typical 

















OWN SHOP. Illus- 
trated manual shows all types of dam- 
age, gives step-by-step directions to 
make any repair. 
learn to use if. 


All your men can 








221 in the third quarter, compared 
to a profit of $2,766,781 on sales of 
$47,926,610 in the like period of last 
year. The loss was blamed on the 
steel strike. 

The first nine months saw Me- 
Louth showing a profit of $7,463,- 
567 on sales of $135,101,878. In the 
comparable period of last year, 
there was a profit of $5,083,618 on 
sales of $112,423,739. 

+ + * 


Record Sales, Profit Noted 
By Minnesota Mining & Mfg. 

A record profit of $15,145,895 on 
record sales of $112,377,309 was re- 
ported for the third quarter by 
Minnesota Mining & Mfg. Co. The 
comparable period of last year re- 
sulted in a profit of $11,991,415 on 
Sales of $95,104,809. 

Sales in the first nine months 
amounted to $323,079,201 this year 
and $271,366,401 last year. Nine- 
month profit totals were $42,583,641 
this year and $29,778,080 last year. 

+ + * 


Fruehauf Trailer Turns 


9-Month Loss to Profit 


Fruehauf Trailer Co. turned a 
$2,705,897 loss in the first nine 
months of last year into a profit of 
$9,679,698 in the first three quar- 
ters of this year. 

Sales for the nine-month periods 
were $186,098,729 this year and 
$153,690,098 in 1958. 

* +” * 


Electric Storage Battery 


Reports Sales, Profits Gain 


Electric Storage Battery Co. has 
reported that net sales for the nine 
months ended Sept. 30, totalled 
$102,977,000, compared with $88,- 
894,000 in the corresponding period 
of 1958. 

Net income for the first nine 
months of 1959 was $3,807,000, com- 
pared with $2,274,000 for the like 
period in 1958, said E. J. Dwyer, 


president. 
* + * 


Arvin Sales Up 41 Pct., 


Earnings Double ’58 

Sales of Arvin Industries, Inc., 
for the quarter ended Oct. 4 show- 
ed improvement over the same pe- 
riod of 1958, while net earnings 
were more than doubled. Net sales 
for the 1959 third quarter were 
$18,487,559, compared with $13,100,- 
096 for the corresponding period 
one year earlier, a gain of approxi- 
mately 41 percent. 

For the first nine months of 1959 
sales were $50,603,330 compared 
with $35,875,018 for the same period 
of 1958. Earnings were nearly 
tripled. 


PPG Sales Up 10%; 
Net $14 Million 


Pittsburgh Plate Glass Co.’s sales 
for the third quarter of 1959 were 
$166,368,174 or approximately 10 
percent above sales of $151,041,874 
reported for the same period of 
1958. Net earnings for the third 
quarter were $14,049,031. In the 
comparable quarter of 1958, net 
earnings were $12,055,562. 

For the first nine months of 1959, 
sales were $446,248,355 as compared 
with $400,604,564 for the same pe- 
riod of 1958. Net earnings for the 
nine months of 1959 amounted to 
$34,064,967. For the equivalent pe- 
riod of 1958, net earnings were $24,- 


810,021. ~ 
e oo 


Profit Nearly Doubled 
By Houdaille Industries 


Houdaille Industries, Inc., re- 
ported a profit of $2,254,000 on sales 
of $61,221,000 in the first nine 
months, almost double the profit of - 
$1,172,000 on sales of $42,518,000 in 
the like period of last year. 

Third-quarter results showed a 
profit of $755,000 on sdles of $20,- 
101,000, compared with earnings of 
$626,000 on sales of $15,062,000 in 
the third quarter of 1958. 
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TURNINGS ... 


Instrument 





By Joseph M. Callahan 
Engineering Editor 
5 pee nettlesome problem of when a car owner should 
change his crankcase oil has been attacked by another 
with its Fotoscope Oil Condition 


firm—Socony Mobil Oil Co. 


Time to Change Oil? 


Can Tell 








Tester. 


The Fotoscope is a scien- 
tific instrument that permits a gas 
station attendant to measure quick- 
ly and easily the 
solid contami- 
nants in a drop 
of oil, The con- 
taminants might 
be fuel soot, oxi- 
dized materials, 
dust or metal 
particles, 

It does not 
Measure water, 
fuel dilution, dis- 
persancy or acid 
content in crank- 








case oil. Mobil officials said that a 
large-scale national test indicated 
that 83 percent of unfit engine oils 
were unsatisfactory because of sol- 
ids in the oil alone. 

Approximately 6,000 of Mobil’s 
better dealers are using the Foto- 
scope in the entire area east of the 
Rockies except for five Southern 
states. The program got under way 
early this year. 

Behind this program, as well as 
behind a similar one conducted 
by Shell Oil Co., is the typical 
confused motorist who doesn’t 
know whether he should heed the 


tions of changing oil every 4,000 
to 5,000 miles or the traditional 
advice of the oil suppliers to 
change it every 1,000 miles. 

Baxter F. Ball, Mobil’s general 
sales manager, said that the Foto- 
scope “takes the question of when 
to change oil out of the realms of 
discussion or guesswork. Now, mo- 
torists will be able to see for them- 
selves the true condition of the oil 
in their cars.” 

Designed by Socony Mobil engi- 
neers, the Fotoscope uses a photo- 
electric cell to measure precisely 
the amount of light that is ob- 
structed by the solids in a drop 
of oil. The more light that is ob- 
structed, the more impurities in 
the oil. 

* * * 

ua enough to be shown to 

the service customer, the Foto- 
scope consists essentially of a light- 
sensitive photo-electric cell, a care- 
fully calibrated meter, a cell to 
hold the test oil, a source of light 
provided by a bulb, flashlight bat- 
teries and a rheostat to maintain 
constant light intensity. 

To operate the Fotoscope, the at- 
tendant first wipes the photo cell 
clean and checks the rheostat to 
make sure the prescribed amount 





car manufacturer’s recommenda- 


of light is coming through. 





Mobil's Oil Tester— 


Socony Mobil Oil Co.'s Fotoscope quick- 
ly determines the amount of contamina- 
tion in crankcase oil. The dial indicates 


whether the oil should be changed 
se: @ 


Then, he floods the oil cell with 
warm oil from the “bayonet” or 
dipstick. The last step consists 
of flicking the light switch and 
holding up the dial so that the 
customer can read it. 

If the dial reads 25-100, the oil 
is safe; if it reads 20-25, it’s ques- 








tionable, and if it reads 0-20, there’s 
need for a change, Attendants are 





THERE’S NO 


BRAKE FLUID 


FOR ANY 
THAN THE 


THAT GOES INTO 
ALL NEW GM CARS! 


Again, for 1960 as for the past eleven years, Delco Super 11 Heavy Duty brake fluid is organ papper 
on all new General Motors cars! With this ready-made market, it surely pays to stock 


for replacement use. 


Your other customers—both passenger and commercial—will want it, too, because it is the brake fluid 
that’s specially designed to give the extra braking protection needed for today’s high speeds and heavy 


traffic conditions. 


Improved with HTD, Delco Super 11 Extra Heavy Duty brake fluid is readily available everywhere through 
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EXCEEDS NEW S.A.E. SPECIFICATION 70R3 


READ SERVI 


y Heavy Duty : 


—All Weather 


Exceeds SAE-70R1 and 70R3 Specifications 
_ Conforms to Federal Spec. VV-H-910 

4 11-Q 

$. QUART—LITRO-0.946—331/, BR. FLUID OUNCES 


MORAINE PRODUCTS DIVISION 


PART 5453724 or 


GENERAL MOTORS CORPORATION 


DAYTON, OHIO 





the United Motors System and General Motors car and truck dealers. 


DELCO SUPER 11 EXTRA HEAVY DUTY e 


e ls chemically inert and physically stable! 


MORE SALES FOR YOU! 





Is compatible with all rubber and metal parts! 
GIVES MORE SAFE STOPS FOR CUSTOMERS, 


)) Moraine Products 


Division of General Motors, Dayton, Ohio 


CE INSTRUCTIONS BEFORE USING. 


elco Super 11 


——$———. 


urged to recommend a Fotoscope 
test whenever a car has gone 1,000 
miles or more with the same oil in 
the summer and 500 miles in win- 
ter. 

A weakness of this testing meth- 
od is that some oils will look quite 
clear, but this is because they have 
lost their dispersancy and the im- 
purities have settled to the bottom 
of the crankcase. This is less likely 
to happen if the oil is checked 
shortly after the engine has been 
operating. This probably explains 
why warm oil is prescribed. 

* * * 


No Diagnosis 

MINOR weakness is that the 

Fotoscope cannot tell why the 
oil has deteriorated. Deterioration 
can be caused by frequent stops 
and starts, dusty roads, dirty oil 
filters or engine, worn piston rings 
or cylinders and cooling system 
leaks. 

As an indication of the Foto- 
scope’s accuracy, Socony Mobil re- 
ported that laboratory tests of a 
large number of motor oil samples 
checked by Fotoscope revealed that 
73.6 percent of the samples were 
unfit for further use, while Foto- 
scope rejected only 64.1 percent. 
The 9.5 percent difference between 
the two methods is the result of 
conservative calibration of the 
Fotoscope in favor of the oil, it was 
said. 


* * * 
EANWHILE, Shell Oil Co. is 
trying out a somewhat similar 

program in service stations in the 
Baltimore area. Called the Safe-T- 
Spot program, it is a modification 
of Shell’s ADC Oilprint Analysis 
procedure which is used by many 
fleets around the country to check 
for engine malfunctioning and oil 
contaminants, as well as to estab- 
lish oil drain intervals. 

The Safe-T-Spot analysis has 
been modified in several ways to 
speed the tests up and make 
them simpler. 

A Shell official said, “The Safe- 
T-Spot program does not use 
Shell’s patented indicator fluid to 
check the oil for alkalinity (or 
acidity), since it is our contention 
that in present-day passenger car 
engines the oil is either too heavily 
contaminated or loses dispersancy 
prior to or coincident with the loss 
of alkaline reserve.” 

* * * 


ie A RECENT speech at Fair- 
field, Ia., William C. Newberg, 
executive vice-president of Chrys- 
ler Corp., had some comments that 
might be of interest to automotive 
engineers and executives. 

“There is no shortage at all 
of people who would like to suc- 
ceed as managers,” he said. “But 
there is a shortage of people who 
have the ability to learn, the 
driving ambition, to succeed, the 
willingness to work and work 
hard, the imagination to under- 
stand the true dimensions and 
meaning of a management job— 
and the heart to put into such a 
job.” 

Pointing to the intense competi- 
tion among business firms for man- 
agement talent, Newberg asserted 
that raiding one business to plug a 
gap in another is no real solution 
to a nationwide problem. 

He said we are living in a time 
when new products, new services 
and new jobs are springing up all 
around us. Every year the Federal 
Government has to add hundreds 
of new trades and professions to its 
dictionary of occupational trades. 

* * ok 


“PANAGEMENT is looking for 
young men with individuality, 
with courage, with imagination,” he 
said. “It is looking for men who 
know how to contribute to an or- 
ganization and to draw upon the 
talents and the facilities of that or- 
ganization to make _ themselves 
more useful than they would be as 
isolated individuals. 

“We are just beginning to re- 
alize how well a free market 
economy can make use of the 
scientific and technical discover- 
ies of the twentieth century to 
bring personal satisfaction and 
self-realization to the citizens of 
a democracy. 

“By the end of the next decade 
we may be able to demonstrate to 
the world how well we have suc- 
ceeded in generating the means to 
a good life for the individual 
through the operation of free, dem- 
ocratic institutions.” 

Achieving that end could be the 
greatest possible accomplishment 
of American management, he con- 





cluded. 


— | 
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What's New... 








In Parts and Accessory Distribution 








Auto Trim Show 
To Open Dec. 4 


NEW YORK.— Owners of auto 
trim shops, auto seat-cover centers 
and convertible-top retailers will 
tackle their most immediate prob- 
lem—the need to develop new mar- 
keting opportunities — when they 
gather at the Hotel New Yorker 
Dec. 4-6 for the sixth annual Auto 
Trim Show. 

The National Assn. of Auto Trim 
Shops, sponsor of the event, has 
planned a program dealing with 
the two basic aspects of this prob- 
lem: Finding new products that 
can be manufactured with trim- 
shop production facilities (now 
used primarily for seat covers and 
convertible tops) and adding new 
lines to the products presently car- 
ried in retailers’ showrooms. 

“Diversification is the key word,” 
said Nat W. Danas, NAATS presi- 
dent. “The problem is urgent be- 
cause the industry now finds itself 
in the position of producing low- 
profit items with highly paid skill- 
ed labor.” Te 


Wagner Electric Introduces 


Report-to-Customer Tag 

ST. LOUIS—A report-to-cus- 
tomer dash tag, for use by brake- 
repair shops, is included in every 
Wagner Lockheed lined shoe box, 
according to Wagner Electric 
Corp.’s automotive division. 

The tag is the result of requests 
from brake service men for some- 


Compacts to Spur 
Sales of All Cars, 


Nichols Believes 


DETROIT.—Chrysler Corp.’s 
“Valiant” and other compact cars 
will stimulate the entire auto mar- 
ket, Byron J. Nichols, Chrysler 
Corp. group vice-president — auto- 
motive sales, told the Mid-Conti- 
nent Trust Conference meeting 
here. 

Nichols reported that telegrams 
received from the company’s deal- 
ers in all sections of the country in- 
dicate the new family-size economy 
car has stimulated interest in all 
Chrysler Corp. cars. Many dealers 
report showroom traffic the heav- 
iest they have ever experienced, he 
added, 

Nichols pointed out that while 
many experts predicted the indus- 
try would build a total of 6% mil- 
lion cars in 1960, the steel strike 
may defer consumer purchases to 
such an extent as to bring the fig- 
ure closer to seven million. 

Reviewing a subject of especial 
interest to his audience—consumer 
credit—Nichols said: 

“We in the automobile industry 
do not see the rise in consumer 
credit as a danger signal, but as 
a sign of growing consumer con- 
fidence that could give us an ex- 
cellent year. 

“The payback rate on automobile 
paper indicates that car buyers are 
meeting their financial obligations 
regularly. The delinquency rate 
during the third quarter was below 
that of any quarter in the last 
three years.” 


Ex-Dealer Cleared 
Of Fraud Charges 


CHICAGO.—Max Tauber, a for- 
mer auto dealer here, has been 
found innocent of charges of tak- 
ing money under false pretenses. 
He still faces charges of conspiracy 
to defraud in the same case and 
Several other suits. 

Tauber was acquitted of defraud- 
ing an auto financing firm of more 
than $200,000 by obtaining loans on 
the basis of phony assets. He also 
was charged with failure to turn 
Over money from new-car sales as 
specified in his contract with the 
finance company. 

The firm did not rely on his 
financial statements in granting the 
loans, Tauber testified. 











thing that would enable them to 
impart information to their cus- 
tomers with minimum time and 
effort. 


* * * 


Drawings of Antique Autos 
Available from Hygrade 


LONG ISLAND CITY, N. Y.— 
Reproductions of original engi- 
neers’ drawings of four antique 
autos are available from Hygrade 
Products Division, Standard Motor 
Products, Inc., 37-18 Northern 
Blvd., Long Island City 1, N. Y. 

The drawings cover the Ford 
Model T, the 1910 Knox, 1898 Daim- 
ler and 1898 Panhard & Levassor. 

eo &.-a 


Clean Windshield Is Theme 
Of Nibroc Paper Display 


BOSTON.—Brown Co., manufac- 
turer of Nibroc paper products is 
emphasizing the importance of a 





clean windshield as a safety factor 
in a marketing campaign for its 
new two-ply paper windshield 
wiper. 

The company has prepared an 
exhibit titled “Clean Windshields 
Save Lives.” It was shown at the 
convention of the American Assn. 
of Motor Vehicle Administrators at 
Wentworth-by-the-Sea, N. H. 

* * + 


Radio Distributor Named 
PHILADELPHIA: — Radio Elec- 
tric Co. has been appointed a dis- 
tributor of Becker auto radios in 
Philadelphia, Delaware, Montgom- 
ery, Bucks and Chester counties. 
+ +e * 


Grey-Rock Warehouse 
MINNEAPOLIS.—A new ware- 
house has been opened here at 
1526-28 Hennepin Ave. by Grey- 
Rock division of Raybestos-Man- 
hattan, Inc, 








Goodrich Releases Safety Film— 

On hand at the National Press Club, Washington, for the recent premiere showing 
of new safe driving film, “Tommy Gets the Keys,” were, from left, Burton Marsh 
of American Automobile Assn.; E. F. Tomlinson, president, B, F. Goodrich Tire Co.; 





J. O. Mattson and John W. Gibbons, both of Aut tive Safety Foundati Produced 
by B. F. Goodrich, the film is dedicated to making the nation's youth safer drivers and 
is the first entry of its kind in the field of public service films produced primarily for 
TV use. The movie makes the point that sportsmanship, plus courtesy and skill are 
the basic ingredients of good driving practices. 





NOW! ONE BALANCER FITS 


big cars - compact cars - small 
cars-sports cars-imports... 























PACKAGED UNITS 


Available in cost-saving ‘“‘pack- 
aged”’ balancer-spinner units: 
Model 1025 (single-motor spinner 
and balancer), Model 1026 (twin- 
motor spinner and balancer). 
Modernize your present balancing 
department regardless of make, 
Order new 1020 Balancer. 


See 


BEAN 





NEW! JOHN BEAN ON-THE-CAR WHEEL BALANCER 
FITS 12” THRU 16” WHEELS WITHOUT ADAPTERS! 


Big cars, small cars, compact cars, imports... you’re ready for wheel 
balancing business no matter what comes in your shop with the 
new John Bean 1020 On-The-Car Wheel Balancer. Featuring an 
improved method of attaching the balancer to the wheel, the new 
1020 fits 12, 13, 14, 15 and 16-inch wheels without adapters. 


Compact, self-contained, accurate, easy to operate. 
New cast aluminum spinners in single or twin-motor 
models. Look ahead to bigger balancing business 
with the New John Bean Wheel Balancers. 





MODERNIZE YOUR OLD BALANCER 


Convert John Bean 1287 or 87 Balancers to like- 
new models with the special conversion deal. Costs 
only $60, providing internal balancer mechanism 
is in good working 
condition, Includes 
all parts and instal- 
lation. Free inspec- 


COMPLETE CONVERSION ONLY 
tion by John Bean 
field representative 


$60.00 
to determine the con- 


dition of your old fo» Lansing or John Bean Service Center 
balancer. 














FREE! CATALOG L-1670 gives full details on new John Bean 
On-The-Car Balancer, Spinners, Accessories. Write for your copy. 





DIVISION OF 


FOOD MACHINERY AND CHEMICAL CORPORATION 
LANSING, MICHIGAN 
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McCullough Wins Dodge Award— 


Outstanding operation in five categories has won the Dodge quality dealer award 
for McCullough Motor Sales Co., Findlay, O. H. C. McCullough, center, receives the 
award from R. A. McMillan, left, Detroit assistant regional sales manager, while Paul 
T. Peters, district manager, looks on. 














Auto Personnel 








Charles E. Justice has been ap- 
pointed private brands sales man- 
ager for the automotive division of 
Electric Storage Battery Co. 

William Duncan has been named 
sales manager for original equip- 


'|ment for the division. 
4 * 


* * 


Harbison Is Promoted 


John S. Harbison has been named 
general merchandising manager of 
the automotive division of Electric 
Storage Battery Co. He had been 
sales manager of its Willard Stor- 
age Battery division. 

* + * 


Norton Promotes Cushman 


And Reassigns Others 


Robert Cushman has been ap- 
pointed general sales manager of 
Norton Co.’s abrasive division. W. 
Alex McCune succeeds Cushman as 
sales manager of grinding wheels. 

Harlan T. Pierpont has been ap- 
pointed sales manager of abrasives, 
succeeding George A, Park, who 
retired. William A, Russell, former- 
ly Detroit district manager, as- 





sumes McCune’s former post as 
manager of field sales, grinding 
wheels. David H. Paul, formerly an 
abrasive engineer in the Baltimore 
area, has been named district man- 
ager at Detroit. 


Wolverine Picks Brewer 


Wolverine Tube has appointed 
L. A., Brewer to develop plans for 
the marketing of Wolverine’s new 
tubular product called Strubing. 
Strubing is a thin wall, seamless 
metallic tube which can be sup- 
plied either in tubular form or in 
strip form. When supplied in strip 
form, it is processed into tubing in 
the user’s plant. 

* * 


Massey-Ferguson Names 


Walker Manufacturing Chief 


William D. Walker, formerly 
general manager of Ford’s Oakville 
(Ont.) assembly plant, has been 
appointed director of manufactur- 
ing, North America, for Massey- 
Ferguson. 

Walker will be responsible for 





ACME’S COLOR EYE SAVES TIME 
AND PAYS YOU MORE PROFIT 














@ Mixes all colors quickly with “labo- 
ratory accuracy” 


@ No large, costly inventories . . . stock 
only base colors 


@ No wasted paint . . . mix only exact 
amount you need 


@No costly delays for delivery or 
hunting for colors 


You'll really be able to cash in on bigger and better 
profits if your paint shop is uip with Acme’s 
pt lg Color Eye System. Your customers get a 
sparkling, like-new finish, and you-do your usual 
craftsman-like painting job far quicker and easier. And 
best of all, with Acme’s Color Eye there'll be more 
profit for you in each and every job. 


Find out the full story about Acme’s amazing, money- 





saving Color Eye System. A specially-trained factory 
representative will gladly give you a complete demon- 
stration. It’ll take only a few minutes of your time and 
will result in an amazing savings of dollars for you. 


See your nearest Acme jobber, or write: Acme Quality 
Paints, Inc., 8250 St. Aubin, Detroit 11, Michigan. 
Or call any of these numbers: 





Atlanta, Ga..... Soeceencvestecudcacntiay aeere 
Burbank, Calif....... osee .+++Thornwall 2-7158 
Long Island City, N.Y.........+++..-..5tillwell 6-7010 
Dallas, Texas.......+ee++eeeee+--broadway 8-2158 
Los Angeles, Calif..........+++++++-.Vietoria 9-2405 
SOR Macc eccceccccsecccceccces so Viteny acaed 
Kansas City, Mo.....2.+eeeeeeeee.s Westport 1-7879 
Seattle, Washington .........eeeeeee+--bast 2-2215 
Minneapolis, Minn......+++e++eee+0++Federal 6-4667 





ACME AUTOMOTIVE FINISHES 


ACME QUALITY PAINTS, INC, 
$250 St. Aubin ¢ Detroit 11, Michigan 


the company’s manufacturing oper- 
ations within the U. S. and Canada, 
including the two Detroit plants. 
* of aa 
Manning Joins Napco 
D. Edward Manning has been 
appointed sales and marketing di- 
rector of Napco Industries, Inc. He 
formerly was regional sales man- 
ager for Toyota Motors Distribut- 
ing Co., Inc. 
* * * 


Pontiac Transfers Herrmann 

William Herrmann, formerly 
assistant car distributor for Pon- 
tiac in Minneapolis, has been 
named Pontiac district manager 
at Bismarck, N. D. Replacing 
Herrmann in Minneapolis is 
Thomas Mann. 

+ + * 


General Tire Names Hanse, 


Higbee, Schaub in Sales 


John S. Hanse has been named 
national trade sales manager—tireg 









L. L. Higbee John 8S. Hanse 
for General Tire & Rubber Co. He 
succeeds L. L. Higbee, who becomes 
General’s West- 
ern regional sales 
manager, 

Hanse formerly 
was Los Angeles 
division sales 
manager. Suc- 
ceeding him in 
that post is Earl 
H, Schaub, for- 
merly manager of 
retread rubber 
sales for the ies g 
Western U. S. Earl H. Se 
Hanse joined General Tire in 1951; 
Higbee, in 1934, Schaub has been 
with the company more than 20 
years. 





b 


* * * 
Autolite Names Connolly 


Replacement Sales Manager 


William F. Connolly has been 
named general sales manager for 
Electric Autolite Co.’s replacement 
sales division. 
With Autolite since 1948 and 
most recently eastern regional sales 
manager, Connol- 
ly will direct all 
activities of Auto- 
lite’s national 
sales force in the 
replacement mar- 
ket. In this ca- 
pacity he will 
direct the imple- 
mentation of 
Autolite mer- 
chandising and 
i; Promotion pro- 
W. F. Connolly grams as well as 
expanded sales assistance programs 
for Autolite accounts. 
7. ~ + 


Ex-Cell-O Names Kirchner 
Andrew J. Kirchner has been ap- 
pointed manager of export sales for 
Ex-Cell-O Corp., Detroit. 

* * * 





Fruehauf Promotes Black 


In Coast Operations 


Alexander Black has been ap- 
pointed vice-president and general 
manager of the missile products 
division—West Coast, of Fruehauf 
Trailer Co. 

Black will make his headquarters 
at Fruehauf’s Los Angeles plant. 
Fruehauf has four plants on the 
West Coast, three of which are 
devoted to the production of 
ground handling equipment for the 
aircraft and missile industry. 

* * + 


Firestone Reassigns Bagby 
R. E. Bagby has been appointed 
district sales manager for Fire- 
stone Synthetic Rubber & Latex 
Co. in Chicago, He will be in charge 
of the new sales office which has 
been opened at 2706 W. Seventy- 
ninth St. 

* - ” 

Duncan Promoted in Sales 


By Electric Storage Battery 

William Duncan has been ap- 
pointed sales manager, original 
equipment manufacturers, automo- 





(Continued on Page 43, Col, 1) 
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tive division of Electric Storage 
Battery Co. ; 

Duncan’s first assignment was in 
the Exide replacement field sales 
force, starting in Oct., 1949, In 1952 
he became an OEM representative 
in Detroit, where he will continue 
to have his headquarters. 

* * *~ 


Bendix Names Hasnerl 


Executive Sales Engineer 

Robert J. Hasnerl has been ap- 
pointed executive sales engineer 
for the Bendix Products division, 
Bendix Aviation Corp. 

In his new position he will act 
as executive liaison between Bendix 
sales, engineering and manufactur- 
ing departments and commercial 
vehicle customers. 

* + + 
Saco-Lowell Promotes 


Barclae in Sales 

Anthony L, Barclae has been 
promoted from sales engineer to 
sales manager of the Saco-Lowell 
Automotive division. 

Barclae joined Saco-Lowell in 
1955. His headquarters will remain 
in Detroit. Se 

* 


Gordon, Harrison Head 


Cadillac Sales Districts 


William H. Gordon jr, has been 
appointed sales manager of Cadil- 
lac’s Pittsburgh district, and George 
W. Harrison has been named to 
succeed him as district sales man- 
ager in Minneapolis. 

Gordon has been with Cadillac 
since 1951, and Harrison joined the 
division last January after 18 years 
in finance and retail sales work 
with General Motors. i 

* + 


Mercedes Council Made 


Studebaker Director 

Election of Randolph H, Guth- 
rie as a director of Studebaker- 
Packard is announced by Harold 
E. Churchill, president. 

Guthrie is a senior partner in 
the New York law firm of Mudge, 
Stern, Baldwin and Todd, The 
firm is legal counsel for Daimler- 
Benz of North America, Inc., and 
Daimler-Benz, A.G., the West 
German manufacturer of Merce- 
des-Benz cars. The new S-P di- 
rector also is a director of Mer- 
cedes-Benz Sales, Inc. 

ok * +. 


Anaconda Boosts Coe 


John A. Coe has been elected a 
vice-president of Anaconda Co, He 
continues as board chairman of 
American Brass Co., and Richard 
M. Stewart, American Brass presi- 
dent, becomes chief executive offi- 
cer of that subsidiary. 

of +e * 


Oakite Ups Rohlfsen 


T. A, Rohlfsen has been appoint- 
ed manager of the South Pacific 
Coast division, Oakite Products, 
Inc. He succeeds J. C. Leonard, 
who is retiring. Rohlfsen had been 
technical service representative in 
Los Angeles. 


* * * 


UMS Appoints Colfels 


To Marketing Position 

Appointment of Richard E. Col- 
fels as marketing manager for 
electrical and mechanical lines of 
United Motors Service has been 
announced. 

Colfels has been assistant man- 
ager of the UMS New York zone 
since 1958. He joined the division 
there in 1953 as a sales representa- 
tive. 

+ * * 
Carborundum Unit Lists 


Series of Promotions 

Carborundum Co.’s bonded abras- 
ives division has announced a se- 
ties of promotions effective Jan, 1, 
1960. They are: 

P. R, Junod, salesman in the Buf- 
falo district, will become Philadel- 
phia district sales manager. 

E. A, Japely, salesman in the San 
Francisco district, will become 
Sales manager of Area A, Chicago 
district. 

M. M, Craft, field sales engineer 
in Los Angeles, will become sales 
manager of the Los Angeles sales 
district. 

F. J. Blake, in addition to his 





duties as sales manager of the San 
Francisco district, will be responsi- 
ble for bonded, coated, electro min- 
erals and merchandising division 
sales in Alaska and Hawaii. 

* * * 


Wilson Gets New PPG Post 


William R. Wilson has been 
named to the newly created posi- 
tion of personnel coordinator for 
Pittsburgh Plate Glass Co. He had 
been manager of college relations, 
selection and placement. 

+ * * 


3M Promotes Duke, 


March and Whitcomb 

Joseph C. Duke has been ap- 
pointed to the newly created posi- 
tion of executive vice-president for 
sales administration and public re- 
lations at Minnesota Mining & 
Mfg. Co. He previously was execu- 
tive vice-president for the coated 
abrasives, adhesives and chemicals 
divisions. 

©, C, March, formerly vice-presi- 








dent for coated abrasives, has been 
appointed group vice-president suc- 
ceeding Duke. J. F. Whitcomb has 
been promoted to general manager 
of the coated abrasives division. 
Duke replaces L. F, Weyand, exe- 
cutive vice-president and director 


of sales, who will retire at the end| | 


of the year. 
* * a” 


Simoniz Ups Greenfield 
To Marketing Director 


Paul J. Greenfield has been ap-|, 


pointed marketing director of Sim- 
oniz Co., Chicago. 
Formerly mer- 
chandising direc- 
tor, Greenfield 
also served the 
company in prod- 
uct management. 
Before joining 
Simoniz in 1955, 
he served in mer- 
chandising ca- 
Pacities with 
; Schenley Distil- 

P. J. Greenfield lers Corp., Mc- 
Kesson & Robbins, Inc., and Wal- 
green Drug Co. 

* 





Houdaille Appoints Boehm 


Head of Manzel Division 
Houdaille Industries, Inc., Buf- 








falo, has announced the appoint- 
ment of Eric G. as general 
manager of its Manzel division. 
Boehm has been associated with 
Houdaille and its 
predecessor com- 
panies for more 
than 20 years in 
various manage- 
ment and produc- 
tion-executive ca- 
pacities. He for- 
merly was gen- 
eral manager of 
the Buffalo Hy- 
draulics division, 
, and more recent- 
Eric G, Boehm ly general man- 
ager of the Buffalo bolt division of 
the Buffalo-Eclipse Corp., North 
Tonawanda, N. Y. 
* ok * 


IH Appoints Topf 


International Harvester Co. has 
appointed William L, Topf as its 
motor truck manager for Arizona. 
He will headquarter in Phoenix. 

+ * +” 


Boor Joins Steel Firm 
Donald P. Boor has joined the 
Detroit district sales office of Uni- 
versal-Cyclops Steel Corp, He will 
specialize in the sale of stainless 
steel strip. He formerly was with 
Trim Trends, Inc., supplier of 











mouldings and stampings to the 
automotive industry. 
* + * 


Sailstad Leaves Standard 


Alton C. Sailstad has resigned as 
general sales manager and a direc- 
tor of Standard Oil Co, (Ind.). He 
will be succeeded by William H. 
Miller, assistant general marketing 
manager. 

+ * 


oe 

Couper Named to Head 
Young’s New Division 

Young Spring & Wire Corp., De- 
troit, has announced the establish- 
ment of a separate automotive di- 
vision and the appointment of 
Thomas Couper, 
a vice-president 
and _ corporation 
director, as gen- 
eral manager of 
this division, 

Couper, who 
has spent most of 
his business life 
with the corpora- 
tion, is well 
known in the au- 
ail ey tomotive indus- 
Thomas Couper try. He will de- 
vote his time exclusively to 
managing the affairs of the auto- 
motive division and will be head- 
quartered in Detroit. 
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AUTOMATIC 
TRANSMISSION 
KITS 





SAVE TIME 











Each kit contains only the auto- 
matic transmission parts that 
automotive engineers say should 
be replaced. Parts included are 
friction discs, spacer plates, gas- 
kets, front and rear clutch piston 
seal and expander, “O” rings, 
reverse clutch piston seal; also 
front oil pump seal and rear 
bearing oil seal. 





LABOR 


AND MONEY 





AUTOMATIC TRANSMISSION 





OT need 


MASTER OVERHAUL 


KIT 


TAKE JUST 39 SECONDS TO LEARN WHY SUCCESSFUL DEALERS ARE INSISTING ON RAYBESTOS QUALITY 


@ Complete coverage for Hydra-Matic, Pow- 
erflite, Dynaflow, Ford-O-Matic, Power- 
glide, Merc-O-Matic, Jetaway, etc. 


@ New, simple wall chart and catalog tell 
which Raybestos kit to use 


@ Small inventory, easy to stock—27 kits re- 
place 1618 loose parts 





RAYBESTOS DIVISION of Raybestos-Manhattan, iac., BRIDGEPORT, CONN. 
RAYBESTOS-MANHATTAN, INC., Brake Linings ¢ Brake Blocks « Brake 
Fluid « Clutch Facings « Industrial Rubber « Mechanical Packings « Asbes- 
tos Textiles « Engineered Plastics ¢ Sintered Metal Products e« Rubber 
Covered Equipment « Laundry Pads and Covers « Abrasive and Diamond 
Wheels « industrial Adhesives ¢ Bowling Balls 


@ No premium charge 


for kit packaging; 


only one price to charge to the sale 


@ Parts engineered for replacement by sup- 
pliers tooriginal equipment manufacturers - 


e@ Each part packaged to protect working 
surfaces, prevent rust, and swelling or 


distortion of gaskets 





AMERICA’S BIGGEST 4 


SELLING FRICTION MATERIAL 











ANNOUNCING THE GREATEST TRUCK SELLING ( 


THE BIG GMC 





ee: : 
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Now, thanks to Operation ‘High Gear,’? GMC has 
made big breakthroughs in engine, chassis and cab 
engineering to drastically cut trucking costs! 








New engines that last up to 3 times longer than others! 
New stronger, lighter frames to haul bigger loads! § 
New front and rear suspension for easier handling, 





‘OPPORTUNITIES IN 20 YEARS! 


| BREAKTHROUGH 


IN TRUCK ENGINEERING! 


ra 
} ? 
| oe ew ae 

















| 92 B=:9 12 
; = SS =! — 








GANG 


GENERAL MOTORS 
CORPORATION 





smoother ride and greatly increased sheet metal life! 


Choice of new, roomier, more rugged cabs! TR CKS 
i | - 


Here is definite proof there was never a better time 
than right now to be a GMC ‘Truck Dealer! 1960 is Feu 16 40m 4 4 on 


‘““Pay-Off’” year! GMC Truck & Coach—a General General Motors 
Motors Division— Pontiac, Michigan. leads the way! 
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0) IBILE—’55 (88) 2-dr., $440*. 




















a a 
Average Price of Used Cars Sold at Auction 
(Compiled by Automotive News from Auction Reports.) 
1 1. 
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Prices of 58s added and ’50s dropped in December, 1957. Prices of '59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. (Copyright, 1959, by Automotive News) 


ILDSMO) 
PLYMOUTH—’57 Savoy (8) 2-dr., $850". 
PONTIAC—’56 Chieftain 2-dr., $725*. 
"55 Star Chief 2-dr. Catalina, $600* (ps); 
Chieftain 2-dr., $455. 
’53 Chieftain 4-dr., $250*; 2-dr., $200 
$140°*. 
RAMBLER—’58 American (8) 2-dr., 


010. 
’55 Custom (8) 4-dr., $450. 
MISCELLANEOUS—’55 Chevrolet (6) '4- 
ton pickup, $560; Ford (8) %-ton pick- 


up, $330. 
’51 Jeep %-ton, $490. 
*50 Jeep, $300. 
’48 International plate, 


BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sule 
every Wednesday. Prices are for sale of 
Nov, 4. Clean sharp cars in every year 
and model were bringing the right money, 
but average cars, especially in later mod- 
els, took a slight dip. Foreign cars and 
trucks are still in great demand, Sold 68 
percent of 427 consignments. 


BUICK—’59 Invicta 4-dr. hardtop, $2,250* 
( 


, 


$1,- 


tractor, $165 


Ps). 

’58 Special 2-dr. Riviera, $1,625* (ps); 
4-dr., $1,400* (ps). 

’57 Special 2-dr. Riviera, $1,325*; 4-dr. 
Riviera, $1,305* (ps); Super 2-dr. 
Riviera, $1,310* (ps). 

’56 RM 4-dr., $1,000* (ps), $865* (ps); 


Special 2-dr. Riviera, $995*; Century 
2-dr. Riviera, $895*. 
"55 Special 4-dr. Riviera, $1,010* (ps); 


RM 4-dr., $825* (ps). 
’54 Special 2-dr. Riviera, $500; Estate 
Wagon 4-dr., $440* 








Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


a. ww: Bae 
DANVILLE, VA. 

Danville Auto Auction, Sale every Wed- 
mesday. Prices are for sale of Nov, 4. 
Shortage of cars. 

BUICK—’57 RM 4-dr., $1,310* (ps); Spe- 
cial 2-dr., $1,285*. 


Special Super 2-dr., 
$420° (ps). 


‘58 (62) Coupe de Ville, $3,- 
410* (ps); conv., $3,210* (ps). 
"55 (62) 4-dr., $1,395* (ps). 
.—'59 Nomad (8) 4-dr., $2,- 
195* (ps); Bel Air (8) 4-dr., $1,445. 
‘58 Bel Air (8) 4-dr., $1,385* (ps). 
"ST Bel Air (8) 4-dr., $1,455°; 2-dr., 
$1,280*; Two-ten (6) station wagon, 


$1,155. 

‘S56 Bel Air (8) 4-dr., $1,025, $975; 
Air (6) 2-dr., $780*; Two-ten (8) Del- 
ray, $970; station wagon, $850*; 4-dr., 
$815; Two-ten (6) 2-dr., $780*. 

‘655 Bel Air (8) 2-dr., $805; 4-dr., $740*, 
$730*; Bel Air (6) $765, $730; 4-dr., 





$705*; Two-ten (6) 4-dr., $775; 2-dr., 
$655; Two-ten (8) Delray, $705*; One- 
fifty (6) 2-dr., $500. 
’54 Two-ten 4-dr., $505; Delray, $435; 
One-fifty 2-dr., $255. 
’53 Bel Air 2-dr., $505*; One-fifty 2-dr., 


$275. 
OHRYSLER—’57 Saratoga 4-dr., $1,460* 


ps). 
DODGE—’53 Meadowbrook 2-dr., $195. 


FORD—’60 Galaxie (8) 2-dr., $2,710*. 
58 Country Squire (8) 4-dr., $1,570; 
Custom 300 (6) 2-dr., $960. 
’57 Fairlane 500 (8) 2-dr., $1,170*; 
Country Sedan (8) 4-dr., $1,160*; Cus- 
tom 300 (8) 2-dr., $915; Custom (6) 
4-dr., $315. 
56 Fairlane (8) 4-dr., $750*, $735; 2-dr., 
; Ranch Wagon (8) 2-dr., $650; 
Custom (8) 4-dr., $560, 2 at $425. 
55 Country Squire (8) 4-dr., 
Country Sedan (8) 4-dr., $860*; 
lane (8) 2-dr. Victoria, $810; 
$715, ; Custom (8) 
$605, $505; 4-dr., $660*. 
‘54 Custom (8) 2-dr., $435; Main (8) 
4-dr., $255; Main (6) 2-dr., $180. 
’53 Main (6) 2-dr., $185. . 


Bel! 1: INCOLN—'5S6 Capri 4-dr., $820* (ps). 


MEROURY — '57 Monterey 2-dr., $1,300* 


(ps). 
’56 Custom station wagon, $945*; Mon- 
terey 2-dr., $790°*. 


’55 Monterey 2-dr., $115* (ps); 4-dr., 
05* 


’54 Monterey 4-dr., $170. 

OLDSMOBILE — '57 (88) 4-dr., 
(ps); 2-dr, Holiday, $1,240* 

’55 (88) 2-dr., $865* (ps). 

"54 (88) 2-dr., $260*. 
PACKARD—’'58 (58L) 4-dr., $585. 
PLYMOUTH—’59 Fury (8) conv., $2,180. 

‘57 Suburban (8) 4-dr., $1,010*. 

’56 Belvedere (8) 2-dr., $855*; Savoy (8) 

4-dr., $555. 

'54 Belvedere 4-dr., $205*. 

‘53 Cranbrook Belvedere, $285; 4-dr., 

$280. 


$1,335* 
(ps). 


PONTIAC—’56 Star Chief 4-dr., $930*. 
’655 Chieftain 2-dr., $665*, $630*; Star 
Chief 2-dr., $610* (ps). 
’53 Chieftain 4-dr., $260*. 
STUDEBAKER—’'55 Commander (8) 2-dr., 
$345. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday, Prices are for sale of Nov. 5. 
It was a top sale for an autumn day—the 
weather was beautiful here, and clean 
models were bringing top dollar. ‘56, °57, 
‘58 models needed everywhere, Sold 59 
cars from 77 consignments. 


BUICK—’59 LeSabre 4-dr. hardtop, §$2,- 
325°. 





’58 Special 4-dr., $1,300* (ps). 
*57 Special 2-dr., $910*. 
56 Super 4-dr,. Riviera, $925* (ps); 
Special Estate Wagon 4-dr., $850* 
(ps); Century conv., $750* (ps). 
’53 RM 2-dr. Riviera, $190* (ps); Super 
2-dr. Riviera, $125*. 
*51 4-dr., $100*. 
CADILLAC—’50 4-dr., $135* (ps). 
CHEVROLET — ’'57 One-fifty (6) 4-dr., 
$980*; Two-ten (8) station wagon 4- 
dr., $860* (ps). 
"56 Two-ten (8) station wagon 4-dr., 
$910*; Bel Air (8) 2-dr., $520. 
55 Two-ten (6) 4-dr., $450*; 2-dr., 
* 


$450". 

’54 One-fifty station wagon 4-dr., $310. 
DeSOTO—’55 Fireflite conv., $630* (ps). 
FORD—’58 Custom 300 (8) 4-dr., $1,165*; 

Fairlane 500 (8) 4-dr., 2 at $1,070*. 
'57 Custom 300 (8) 2-dr., 
Ranch Wagon (6) 2-dr., $960, $875, 
$660; Fairlane 500 (8) conv., $945* 


(ps). 

"56 Country Sedan (8) 4-dr., $775* (ps); 
Custom (6) 2-dr., $485; Custom (8) 
2-dr., $450*. 

*54 Custom (8) 2-dr., $285. 

’53 Crest (8) conv., $125. 

*52 Custom (8) 2-dr., $260*. 

MERCURY — ’56 Monterey 2-dr. hardtop, 
* 


$990°*. 
’54 Monterey 2-dr., $290*. 





’52 Special 4-dr., $160*. 

CADILLAC—’58 (60) 4-dr., $3,280* (ps) 

’57 Eldorado 2-dr. hardtop, $2,600* (ps) 

"56 (62) Coupe de Ville, $1,675* (ps). 

"54 (62) 2-dr. hardtop, $1,000* (ps). 

"49 4-dr., $175°*. 

CHEVROLET — ’59 Corvette (8) conv., 
$2,900*; Impala (8) 2-dr. hardtop, $2,- 
280* (ps), $2,210*; 4-dr. hardtop, $2,- 
260* (ps), $1,965* (ps); Bel Air (8) 
4-dr., $2,050* (ps), $1,900*, $1,830*; 
Kingswood (6) 4-dr., $2,000; Biscayne 
(6) 4-dr., $1,550. 

"58 Impala (8) 2-dr. hardtop, $1,785* 
(ps), $1,755* (ps); Brookwood (8) 4- 
dr., $1,750* (ps); Bel Air (8) 4-dr. 
hardtop, $1,620* (ps), $1,360, $1,300* 
(ps); 4-dr., $1,375"; 4-dr., $1,480; 
2-dr, hardtop, $1,415* (ps); Biscayne 
(6) 2-dr., $1,500*. 

’57 Bel Air (8) conv., $1,440, $1,080*; 
2-dr, hardtop, $1,325*; 4-dr., $1,290*; 
Bel Air (6) 4-dr., $900; Two-ten (8) 
2-dr., $1,260*, $1,125*, $1,100; station 

-, $1,190; One-fifty (6) 2- 
dr., $810, $780, $725. 

"56 Two-ten (6) station wagon 4-dr., 
dh 2-dr., $770; One-fifty (6) 2-dr., 


$700. 

"55 Bel Air (8) 2-dr. hardtop, $775* 
(ps); 2-dr., $570*; Bel Air (6) 2-dr. 
hardtop, $725*; 2-dr., $510; 4-dr., 
$700, $570*; Two-ten (6) 2-dr., $500; 
station wagon 2-dr., $300. 





(Continued on Page 48, Col, 1) 
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COLORADO 
Sa 


Denver Auto Auction 


5% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed, G, Smith 











CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our !2th year 
of continuous operation. 














MICHIGAN 





Aptco 
DETROIT'S 
Oldest, Largest and Very Best 





Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just '/ mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 


Send for free copy of next 
week's Aptco Auction Report 


























eee 
FLORIDA - MARYLAND 
DAYTONA BEACH — Florida Auto| BEL AIR—Bel Air Auto Auction. Ti- 
Auction. i checks guaranteed. Cars p- 
A.M. eit cod Posiece onto : oi thes, 12 noon. Established 1947. 
MISSOURI 
INDIANA 
Auction, P.O. Box Saeed sine ST. LOUIS AUTO 
A.M. Dual Ring. CHapel 49546. | AUCTION BARN, INC. 
MICHIGAN 3807 Easton Ave. 








Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
~ oe RING” 2° lines running simultane- 
iy. 
© Conveniently located in the heart of the 
automobile world. 
@ Ten -acres of completely fenced parking 


area. 
®@ Always a fine selection of sharp cars. 
®@ Friendly relations prevail at all times, 
© Congenial auctioneers, 
@ Fair management. 
MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


Vice-President and M 
1 wediors head Phone ‘CEdar Pett 








St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 
We Issue Our Checks and Insure Titles . 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 


NORB RUGH 
Twin Ring Selling 








NEW JERSEY 








Minutes from New York City 


£5 


as 
AUTO AUCTION 





EXCLUSIVELY FOR AUTO DEALERS 
INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 














GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tuesday—12 Noon 
Auctioneer—CARL MARKER 
Guaranteed Checks and Titles. 
Phone—BEdford Village 43100 





NEW YORK PENNSYLVANIA 
LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check and) CORRY AUTO AUCTION 
Title Protection. (Wed.). Route 6, Corry, Pa. 
EVERY FRIDAY—1:00 P.M. 


Guaranteed Checks— 
Guaranteed Titles 








“The auction with the most ac- 
tion.” For reserved s call 
36-391. te Ray Austin, Chock 
Hartley. . 
TENNESSEE 











NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 
Albany 5, N. Y. 

Ev Monday — !1 O'Clock 
60 car sale average 
All Titles and Checks Guaranteed 














Dual Lane Sale—4 Aucti ‘s 
AUCTION WeSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 
ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApito! 8-0100 for Reservations 








OVER 500 CARS EVERY WEEK 
NO HOUSE CARS! 
N-A-D-E 

Every WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


NORTH CAROLINA 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% insured—No Registration Fee 








TEXAS 








RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


PENNSYLVANIA 
eos ow oe 8S Ee 


TOP DOLLAR FOR 
LEFT-OVER '59s 


And Hard-to-Sell Used Cars 


More Bidders @ Higher Prices 
at the world's only 
3-LANE auction 


MANHEIM AUTO AUCTION 
ROUTE 72, MANHEIM, PA. 
Phone MOhawk 5-2401 














For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 





AMARILLO AUTO 
AUCTION, INC. 
3202 E. 10TH Phone: DR 2-9503 
WE PICK UP AND SELL 


FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


Auction Checks Issued—— 
SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 














WASHINGTON 











SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 
Write for free accurate market reports 

Bill Johnsen Beb 









































New Yorkers do everything other people do. Only more so. For 
example, they buy more cars than the peop/e in any other market. 
And you can sell them more cars by using more space more often 


in The New York Times...first in New York in automotive advertising 
+> ¢ ) 
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Used-Car Auction Prices 








(Continued from Page 46) 


’S4 Bel Air 4-dr., $555, $505°. 
$335, $190; 


"53 Two-ten 2-dr., 4-dr., 
$200°. 
‘51 Deluxe 2-dr., $120*. 
7a com. NY 2-dr. hardtop, $1,- 


950° (ps 
"57 qaretogn 4-dr, hardtop, 8 510° (ps); 
Windsor 2-dr, hardtop, $1,190* (ps). 
65 Windsor 2-dr. hardtop, $925* (ps). 
’59 Fireflite 4-dr., $2,400* (ps). 
. hardtop, $1,450* 
Lg $1,200°; ; Firedome 4-dr. hardtop, 
Fireflite 4-dr. hardtop, 


DODGE — '59 Coronet (8) 2-dr. hardtop, 
$2,040* (ps); 4-dr., $1,950* (ps). 
’S7 Coronet (8) 4-dr., $995*. 
°64 Coronet 2-dr. hardtop, $365. 
51 2-dr., $125. 
FORD ‘59 Galaxie (8) 4-dr. Victoria, 
$2,285° (ps); 2-dr. Victoria, $2,210* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,940° (ps); Custom 300 (8) 4-dr., 


$1, . 

‘68 Thunderbird (8) 2-dr, hardtop, §$2,- 
975* (ps); Country Squire (8) 4-dr., 
$1,700*; Fairlane 500 (8) conv., $1,- 


450° (ps); 4-dr., $1,375* (ps), $1,325°, 
$1, ; Custom 300 
(8) 2-dr. 


2-dr., $1,180*; 
Victoria, $710° (ps). 
'S7 Country Squire (8) 4-dr., $1,500*, 
$1,050*; Fairlane 500 (8) conv., $1,- 
*, $1,025°; 2-dr. Victoria, $1, 255° 
try Sedan (8) 2dr., $960*; 4- 
dr., $850°; Fairlane (8) 4-dr., $825", 


$680* ; — 2-dr., $780°; 2-dr. Vic- 
toria, $715 

55 Custom (8) 4-dr., $725, $600, $360; 
Country Sedan (8) '2-dr., $720*; 4-dr., 


$675* (ps). 

"54 Custom (8) 2-dr. Victoria, $455; 4- 
dr., $405; Country Sedan (8) 4-dr., 
3 


$ 45. 
’52 Custom (8) 4-dr., $250*. 

LINCOLN — ‘57 Premiere 2-dr. 
$1,400* (ps). 

MERCURY — ’'58 Turnpike Cruiser 2-dr. 
ane $1,750* (ps); Monterey 4-dr., 
$1,3 

"57 athe 2-dr. ,$1,300*° (ps); Mon- 
hardtop, $1,075*; 4-dr., 

(ps). 

"56 Monterey 4-dr., $1,060* (ps); 2-dr. 

hardtop, $610; Medalist 2-dr., $450. 

’55 Monterey 2-dr. hardtop, $860*; conv., 


hardtop, 


$300* (ps). 

OLDSMOBILE — ’'58 (88) 2-dr. Holiday, 
$1,935* (ps); conv., $1,880* ( ° 
"57 (88) 2-dr. Holiday, $1, “425° (ps), 
$1,000* (ps); 2-dr., $1,250* (ps). 

"56 (98) 4-dr. Holiday, $1,060* (ps), 
$950*, $930° (ps); (88) 2-dr. Holiday, 
So (ps), $850* (ps); 4-dr., $810* 

ps). 

be Roe 2- —W Holiday, $710*; 4-dr, Holi- 

$600* ). 


PACKARD—'s0 Clipper 4-dr., $397* (ps). 

PLYMOUTH—’'58 Belvedere (8) 4-dr. hard- 
top, $1, poet (ps); Savoy (8) 4-dr., 
$1,330* (ps 





’S7 Fury he ar, hardtop, $1,430* (ps); 





Suburban (8) 4-dr., $1,200* (ps); Su- 
burban (6) 2-dr., $995*; 
2-dr. 
$875* 
2-dr. 
$790*; Savoy (6) 4-dr., $725 
56 Belvedere (8) 4-dr., $950°, 
$635*; Savoy (8) 2-dr., 
PONTIAC—’59 Bonneville 4-dr. Vista, 
700° (ps). 
'68 Super Chief 4-dr., $1,450* (ps). 
"57 Super Chief 2- dr. Catalina, $1,150*; 
4-dr, Catalina, $1,040* (ps). 
56 Star Chief 2-dr, Catalina, $825* (ps). 
’55 Star Chief 2-dr. Catalina, $760* (ps), 
$675*, $640°. 
me Chieftain 4-dr., $575*. 
BLER—’'59 Super (8) Cross Country, 
a 880, $1,760. 
’55 Custom Cross Country, $490*. 
STUDEBAKER. 59 Lark 4-dr., $1,440. 
‘58 Scotsman (6) station wagon, $500; 
Commander (6) 4-dr., $475*. 
‘57 Champion (6) station wagon 2-dr., 
907. 


(ps); 4-dr., 


$2,- 


MISCELLANEOUS—'54 Ford 1-ton, $445. 
’53 International, $455. 
49 Ford 1%-ton, $175. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Nov. 4. 
Rain, snow, ice didn’t dampen spirits here. 
Buyers here in. droves buying almost 
everything in sight. Sold 81 percent of 167 
consignments. 

BUICK—’58 Special 4-dr. Riviera, $1,685*. 

’56 Special 2-dr. Riviera, $760*. 

'55 Special 4-dr. Riviera, $645*, $550*. 
ae (62) Coupe de Ville, $1,- 

560°, 

"54 (62) Soaps de. Ville, $1,045*, $990°. 

’52 (62) 2-dr., 
CHEVROLET—’ 60 Guien (6) 4-dr., $2,- 
295*, $2,280*. 
"68 Nomad (8) 4-dr., $1,540; Biscayne 








Model Breakdown 
Of Auction Averages 











Nov., 1959 Oct., Sept., 
Model To Date 1959 1959 
$2,536 $2,511 
1,641 1,756 
1,171 
816 865 
600 653 
393 412 
260 277 
213 197 
Average $ 948 $ 954 $ 990 
(8) 4-dr., $1,480*, at $1,450*, $1,- 
425*; 2-dr., 380°" $1,300; Biscayne 
(6) 2-dr., $1,390, $1,360, $1,345, $1,- 
340, $1 , $1,190*; Delray (6) '2- dr., 
$1,290, $1,250, $1,240. 
*57 Bel Air (8) 4-dr., $1,245°, $1,165*. 
’55 Two-ten (6) 2-dr., '3600 
’54 One-fifty station wagon “4 dr., $535*. 
’563 Two-ten 4-dr., $325*. 
’52 Two-ten 4-dr., $190. 
’6561 Two-ten 4-dr., $180*. 
OCHRYSLER—’57 Windsor 4-dr. hardtop, 
$1,255*. 
'55 NY 2-dr. hardtop, $825*, 
’56 Fireflite 4-dr. hardtop, $1,- 
050°. 
’55 Firedome 4-dr., $600*. 
FORD—’59 Fairlane 500 (8) 2-dr., $1,- 
790*; Custom 300 (8) 2-dr., $1,495. 
"58 Fairlane (8) 4-dr., $1,460*, $1,300; 


Custom 300 (8) 2-dr., 
‘57 Fairlane (8) 


Custom 300 (6) 2-dr., $820*. 


-, $990; 
2 at $950°, jo00"; 
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PLAN 





PAYMENT “™) 











life insurance, 






Available to Dealers 

in CHEVROLET ¢ PONTIAC 
OLDSMOBILE « BUICK 
CADILLAC new cars 

and used cars of all makes 


LAND MORE 
TIME 
BUSINESS 


Haul in customers 


with the advantages 
of "financing where you buy" 


Attract them with the convenience and practicality 
of arranging everything with you—the dealer. 


Capture their interest by offering financing for 
car insurance premiums, including low-cost creditor 
as well as for the car itself. 


Gain their confidence with assurance of considerate 
treatment by GMAC if their circumstances change. 
Any of nearly 300 GMAC offices in U. S. and Canada 
can assist them. 
Tell them about credit facilities for tires, parts or major 
repairs available to them as valued GMAC customers. 
And then be sure to emphasize this significant fact: 

Since 1919, GMAC has helped people buy more than 
40 million cars “on time.” 


TIME BUSINESS !1S PROFITABLE BUSINESS 





"56 Custom (8) 4-dr., $775*; Ranch 
Wagon (8) 2-dr., $750; Fairlane (8) 
2-dr., $600, 

"5S Country Sedan (8) 4-dr. (8 pass.), 
$750°*,, $700*. 

"53 Custom (8) 2-dr., $335*. 

MERCURY—'57 Monterey 4-dr. hardtop, 

$1,175°. 

"56 Custom station wagon 4-dr. (8 

. 


pass.), $1,090*. 
6565 Monterey 4-dr., $670*. 
*52 Custom 2-dr., $235. 
’51 2-dr., $175*. 
OLDSMOBILE—’57 (88) 4-dr., $1,410*. 
'56 (88) 4-dr. Holiday, $1,040*; 4-dr., 
$950; (88) Super 2-dr. Holiday, $940°. 
"54 (88) 2-dr., $450. 
PLYMOUTH—’58 Savoy (8) 2-dr., $1,350*, 
"56 Plaza (8) 4-dr., $700. 
PONTIAC—’ 57 Chieftain 4-dr., $1,040". 
‘56 Star Chief 2-dr. Catalina, $1,030*. 
STUDEBAKER—’59 Lark 2-dr., $1,395. 
MISCELLANEOUS—’'56 Chevrolet %-ton 
truck, $770. 
'52 Ford (8) Panel Truck, $215. 
’51 Ford (8) %-ton pickup, $170. 


PORTLAND, ORE. 


Portland Auto Auction, Sale every Tues- 

day. Prices are for sale of Nov. 3. 

BUICK—’56 Century Estate Wagon 4-dr., 
$1,295* (ps); Special Estate Wagon 
4-dr., $1,150°*, 

"55 Special 2-dr. Riviera, oo 
Super 2-dr, Riviera, $885* (ps). 

54 Super 4-dr., $420°. 

CHEVROLET—’59 Impala (8) sport sedan, 
$2,385* (ps), $2,340* (ps); Brookwood 
(8) 4-dr., $2,370*; Bel Air (6) 4-dr., 
$1,895, 

"58 Impala (8) sport coupe, $1,945* (ps), 
$1,940* (ps), $1,900*, $1,825* 
$1,795; Brookwood (8) 4-dr., 
$1,790*; Biscayne (8) 4-dr., 
2 at $1,540°; Biscayne (6) 4-dr., $1,- 


$1,715* (ps); 
$1,660*; 
$1,495°; 
Air (6) 


(ps); 


325. 

’57 Brookwood (8) 4-dr., 
Bel Air (8) sport coupe, 
sport sedan, $1,520*; conv., 
4-dr., $1,345*, $1,330*; Bel 
4-dr., $1,215°. 

"56 Two-ten (8) 
$1,070* 

55 Two-ten (8) 
$1,000*; Bel Air (8) 4-dr., 

53 Two-ten 2-dr., $500*. 

’52 2-dr, hardtop, $315*. 

’50 sedan, $150. 

CHRYSLER—’57 Saratoga 4-dr., $1,605* 
(ps); Windsor 2-dr,. hardtop, $1,495* 
(ps). 

DeSOTO—’ 57 Firedome 4-dr., $1,350* (ps). 

DODGE—’57 Coronet (8) 2-dr., $1,225*. 

55 Coronet (8) Suburban 4-dr., $1,020* 
(ps); 2-dr. hardtop, $795. 

EDSEL—’'58 Citation 2-dr. $1,- 
630* (ps). 

FORD—’59 Country Sedan (8) 4-dr., $2,- 
345°, $2,285° (ps), $2,250* (ps) (9 
pass.); Galaxie (8) 4-dr., $2,320* (ps); 
Fairlane 500 (6) 2-dr., $1,925; Fair- 
lane 500 (8) 4-dr., $1, 795 

‘58 Fairlane 500 (8) Skyliner, $1,985* 
(ps); 2-dr. Victoria, $1,650* (ps); 4- 
dr. Victoria, $1,560* (ps); Fairlane 
(8) 4-dr., $1,450*, $1,390; Custom 
300 (6) 4-dr., $1,270. 

"57 Fairlane 500 (8) 4-dr. Victoria, $1,- 
360* (ps); 2-dr., $1,320*; Country 
Sedan (8) 4-dr., $1,295; Fairlane (8) 
4-dr., $1,095*; Custom 300 (6) 2-dr., 
$1,095; Custom 300 (8) 4-dr., $935; 
Custom (8) 2-dr., $935*. 

’56 Fairlane (8) 4-dr., $1,035* (ps); 2- 
dr., $980; Country Sedan (8) 2-dr., 
$950*; Custom (8) 2-dr. Victoria, 
$860* (ps); 4-dr., $855*, $820°; Cus- 
tom (6) 2- dr., $700 

"55 Fairlane (8) 2-dr. Victoria, $925*; 
4-dr., $840*; Custom (8) 4-dr., $505*. 

"54 Custom (8) Country Sedan, $535, 
$520; 4-dr., $400. 

’53 Crest (8) Country Squire, $745; Cus- 
tom (8) 2-dr., $385*; Country Sedan 
4-dr., $350. 

52 Custom (8) 2- dr, Victoria, $225°*. 

HUDSON—’57 Hornet (8) 4-dr., $1,025* 


station wagon 4-dr., 


station wagon 4-dr., 
$840°*. 


hardtop, 


ps). 
’53 areas 2-dr., $345. 


LINCOLN—’55 Custom 4-dr., $730* (ps). 
53 Capri 2-dr. hardtop, $380* (ps), 
$370* (ps). 


MERCURY—’58 Monterey 4-dr., $1,595*. 
’57 Monterey 2-dr, hardtop, $1,420* (ps). 
56 Custom 4-dr, hardtop, $975*. 
’55 Monterey station wagon 4-dr., $1,- 

000* (ps); 4-dr., $895*; 2-dr, hardtop, 
$850* (ps). 

’54 Monterey station wagon 4-dr., $820; 
Custom 2-dr, hardtop, $550*; 2-dr., 
$550° 

’53 Monterey 2-dr, hardtop, $550*. 

OLDSMOBILE—'56 (88) Super 2-dr. Holi- 

day, $1,195* (ps). 

’55 (88) Super 2-dr. Holiday, $1,090* 
(ps); (98) 4-dr., $1,085* (ps); (88) 
2-dr. Holiday, $1,075* (ps), $810*. 

’53 (88) 4-dr., $370*; (98) 4-dr., $300* 


(ps), 
’52 (98) 2-dr. Holiday, $200* (ps). 


PLYMOUTH—’58 Savoy (8) 4-dr., $1,275. 

’57 Suburban (8) 4-dr., $1,225*; Belve- 
dere (8) 4-dr., $1,200*, $975*. 

54 Belvedere Suburban 2-dr., $675* 


(ps). 
PONTIAC—’57 Star Chief (8) 4-dr. Cata- 
lina, $1,460* (ps); Chieftain (8) 4-dr. 


Catalina, $1,250*%; 4-dr., $985* (ps). 
’54 Star Chief (8) "= dr., $535*. 
"52 4-dr., $160*. 
*51 2-dr., $105*. 
RAMBLER—’ 55 Cross Country 4-dr., $875. 
’54 4-dr., $545*. 
STUDEBAKER— 57 Pelham station wagon 
2-dr., $975* 


MISCELLANEOUS—’58 Chevrolet (8) % 
ton pickup, $1,225. 
56 Ford (8) %-ton pickup, $770*, $610. 
’55 Ford 1%-ton cab & chassis, 3 at 
$1,100; 1%-ton cab & chassis, 2 at 
$1,100. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Nov. 3. Terrific sale. 
All sharp cars were sold, Sold 371 cars 
from 603 consignments. 

BUICK—’59 LeSabre conv., $2,600* 

’58 Special 4-dr. Riviera, $1,685* 
$1,600* (ps); 2-dr., $1,675"; 4-dr., 
550*. 

’57 Super 4-dr. $1,565* 
$1,430* (ps), $1,400* (ps), 
(ps); 2-dr. Riviera, $1,260* 
conv., $1,145* (ps); RM 4-dr., 

(ps); 4-dr. Riviera, $1,295* (ps); 2- 
Special 4- 
Century 4- 


(ps). 
(ps), 
$1,- 


Riviera, (ps), 


dr. Riviera, $1,170* (ps); 
dr. Riviera, $1,300* (ps); 
dr. Riviera, $1,210* (ps). 
*56 Super 4-dr. Riviera, $900* (ps); 2- 
dr. Riviera, $805* (ps), $625*; conv., 
$640* (ps); Special 4-dr. Riviera, 
$785*, $750* (ps). 
*55 Century 4-dr. Riviera, $790* 
(Continued on Page 50, Col, 1) 
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TON IG HT Nov. 16 on “Alcoa Theatre” - NBC-TV 
TO Mi Q RROW on “Alcoa Presents”- ABC-TV 


This sparkling commercial tells America how 


| ALCOA ALUMINUM GIVES EVERY CAR MORE GLEAM AND GO! 


1 And a car's best friend is aluminum—super-hard 
In the olden days . . . a man’s best friend was his dog. ; iend . . . is his car. aluminum trim for GLEAM .. . 


And tough, light aluminum for “Go.” (Alcoa Aluminum And now, thanks to Alcoa research, you can have all- 
pistons and bearings do your engine’s heavy work.) aluminum engines to make cars lighter, more efficient. 


And in brakedrums of Alcoa Aluminum to make brakes Alcoa Aluminum helps automobile air conditioners cool 
safer, brake linings last longer. you today... 


ALUMINUM 


COM ay 
AMERICA 


10 1 1 pire bumper to ay a . @ family car's best 
Aluminum radiators will cool your engine tomorrow While bumpers of aluminum. . . will protect your car. b ged is aluminum .. . by Alcoa. 
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To make a truly outstanding quality oil, 
Wotr’s Heap starts with the best—100% 
Pure Pennsylvania, nature’s richest crude. 
Then Wotr’s Heap is Tri-Ex refined three 
important extra steps for truly superior per- 


formance. are: 


THOROUGH DEWAXING 
- . . to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated. by 
excessive or improper dewaxing. 


DOUBLE DISTILLING 

. .. by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium” under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 


There is no finer motor oil. Give your customers 
the best... Woir’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 


WOLF’S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 
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Call or Write KURLAND MOTORS; 1134 Broadway, Denver, Colo. 
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DEALERS AND DISTRIBUTORS 
SAVE FREIGHT — HAUL YOUR OWN CARS 


FOR SALE 


Auto transports. ‘Nine B-61 Mack diesel tractors, 1957 models, low mileage, like 
new. Fully equipped all safety equipment, tachographs. 


= 


— eS) aa eas 


Lease purchase arrangements be made with small 
Must sell immediately. ite sencunsiie aller velveed. Length 


AComa 2.5771 











Auto Auctions 


(Continued from Page 48) 


2-dr. Riviera, $440*; Special 4-dr. Riv- 
iera, $735*; conv., $505* (ps); 2-dr. 
Riviera, $445*; Super 2-dr. Riviera, 
$635* (ps); RM 2-dr., $565* (ps). 

"54 Special 2-dr. Riviera, $420*. 

CADILLAC—’60 (62) 2-dr., $5,275* (ps); 

de Ville 2-dr. hardtop, $5,600* (ps). 

*59 (62) conv., $4,555* (ps); 2-dr., $4,- 
070* (ps), $3,975* (ps); de Ville 4- 
dr, hardtop, $4,400* (ps). 

"58 (62) 2-dr., $3,375* 
Ville, $3,310* (ps), 
Sedan de Ville, $3,210* 











(ps) ; 

(ps); conv., 
$3,000* (ps). 

"57 (60) Special 4-dr., $2,300* (ps); (62) 

2-dr., $2,040* 


conv., $2,120* (ps); 
(ps). 

56 Eldorado Seville, $2,200* (ps); (62) 
Coupe de Ville, $1,740* (ps); conv., 
$1,560* (ps); 4-dr., $1,385* (ps). 

"55 (62) 2-dr., $1,315* (ps); 4-dr., $1,- 
250° (ps). 


VROLET—’60 Corvair (6) 4-dr., $2,- 


215*, $2,210*. 


"59 Impala (8) 4-dr. hardtop, $2,400* 
(ps); conv., $2,250* (ps), $2,175* 
(ps); Impala (6) 4-dr. hardtop, $2,- 
230°; Parkwood (8) 4-dr., $2,225* 
(ps); Biscayne (6) 4-dr., $1,900*; 
Bel Air (8) 4-dr., $1,890*, $1,810*, 
$1,625*. 

58 Impala (8) 2-dr. hardtop, $1,825* 
(ps), $1,740* (ps), $1,680*%; Nomad 
(8) 4-dr., $1,710*° (ps); Brookwood 
(8) 4-dr., $1,705*, 2 at $1,700*; Bel 
Air (8) 4-dr., $1,550* (ps), $1,285; 
4-dr. hardtop, $1,450*, $1,445* (ps), 
$1,350* (ps); 2-dr. hardtop, $1,225°; 
Bel Air (6) 4-dr., $1,410*; Biscayne 


(8) 2-dr., $1,405*; 4-dr., $1,400*, $1,- 
280*; Delray (8) 2-dr., $1,275*; 4-dr., 
$1,220, $1,205*. 
’57 Bel Air (8) 4-dr., $1,375*, $1,350*; 
$1,300* (ps), $1,250°; . 
4-dr, hardtop, $1,230*, 
$1,165*; Two-ten (8) 
4-dr., (ps); 2-dr., $1,000*; 
Two-ten (6) 4-dr., $1,105; 2-dr., $1,- 


045. 

56 Two-ten (8) 2-dr., $1,065*, $645°; 
Bel Air (8) 4-dr., $1,050* (ps), $845*; 
conv., $960*; Bel Air (6) 4-dr. hard- 
top, $910*. 

’55 Two-ten (8) 4-dr., $655*; 2-dr. hard- 
top, $525*°; Two-ten (6) 4-dr., $410; 
Bel Air (8) 2-dr. hardtop, $590*%; 4- 
dr., $585*; Bel Air (6) 4-dr., $430* 


(ps). 
54 Bel Air 2-dr., $400*, $310*; 2-dr. 
hardtop, $350°*. 
*53 Bel Air 4-dr., $300. 
OHRYSLER—’58 Saratoga 2-dr. hardtop, 
$1,825* (ps); Windsor 2-dr, hardtop, 
1 . 


$1,500*. 
‘S57 Saratoga 4-dr. hardtop, $1,440* (ps). 
‘57 Fireflite 4-dr. hardtop, $1,- 
310* (ps); Firedome 4-dr., $885* (ps). 

‘56 Firedome 4-dr., $705* (ps). 

‘54 Firedome 4-dr., $340* (ps). 
DODGE—’55 Coronet (8) 4-dr., $535*. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 

$3,815* (ps); conv., $3,800* (ps); 
Galaxie (8) starliner, $2,745*. 

*59 Thunderbird (8) conv., $3,180* (ps); 
2-dr. hardtop, $3,075* Country 
Sedan (8) 4-dr., $2,225* (ps); Galaxie 
(8) 2-dr., $2,225* (ps); 2-dr. Victoria, 
$2,150* (ps); 4-dr. Victoria, $2,130* 

$2,005* , (ps); Fairlane 
Victoria, $1,900* (ps); 


$1,800*; Fair- 
lane (8) 4-dr., $1,515. 

*58 Thunderbird (8) 2-dr. hardtop, $2,- 
570* (ps); Country Sedan (8) 4-dr., 
$1,700*; Fairlane 500 (8) skyliner, $1,- 
695* (ps); 4-dr. Victoria, $1,500* (ps), 
$1,425* (ps); 4-dr., $1,375* (ps), $1,- 
365*; Fairlane 500 (6) 2-dr. Victoria, 
$1,255*; Ranch Wagon (8) 4-dr., $1,- 
425*, $1,350*; 2-dr., $1,225* (ps); 
Custom 300 (8) 2-dr., $1,110*. 

’57 Fairlane 500 (8) 4-dr. Victoria, $1,- 
255*, $1,240°, $1,155° (ps), $1,130* 
(ps), $1,025*; 4-dr., $990* (ps); 2-dr., 
$935*; Fairlane 500 (6) conv., $925* 
(ps); Fairlane (8) 4-dr., $935*; Fair- 
lane (6) 4-dr. Victoria, $725*; Cus- 
tom 300 (6) 2-dr., $725*. 

°56 Country Squire (8) 4-dr., 
Fairlane (8) 4-dr., $790* (ps), 
(ps), $585*; 2-dr., $745*; Fairlane (6) 
4-dr., $535*; conv., $455*; Custom 
(8) 2-dr. Victoria, $745*; 2-dr., $595*; 
Custom (6) 2-dr. Victoria, $550*; 
Ranch Wagon (6) 2-dr., $565*. 

"55 Thunderbird (8) 2-dr., $1,400*; 
Fairlane (8) 2-dr., $550*, $495*; 2- 
dr. Victoria, $450*. 

"54 Crest (8) 4-dr., $410*. 

"53 Custom (8) 2-dr., $365. 

MERCURY—’59 Colony Park 4-dr., $2,- 
750* (ps). 

58 Park Lane 4-dr. hardtop, $1,790* 
(ps); Commuter 4-dr., $1,545* (ps). 
°57 Turnpike conv., $1,445* (ps); 2-dr. 
hardtop, $1,400* (ps), $1,380* (ps); 
Montclair 4-dr., $1,000; Monterey 4- 

dr. hardtop, $970* (ps). 

56 Medalist 4-dr. hardtop, $680*, $590*; 
Monterey 2-dr. hardtop, $675*; Cus- 
tom 2-dr., $575*, 

"565 Monterey station wagon, $745*; Cus- 
tom 2-dr. hardtop, $545*, $355*. 

"54 Monterey 4-dr., $345*. 

OLDSMOBILE—’58 (88) Super 4-dr. Holi- 


Custom 300 (8) 4-dr., 


day, $2,075* (ps), $2,025* (ps), $1,- 
930* (ps), $1,860* (ps); conv., $1,- 
950* (ps); (98) 4-dr., $2,030* (ps); 


(88) 2-dr. Holiday, $1,655* (ps). 

*57 (98) 4-dr., $1,635* (ps); 4-dr. Holli- 

$1,615* (ps); (88) 4-dr. Holiday, 

$1,595* (ps), $1,400* (ps), $1,295* 

2-dr. Holiday, $1,575* (ps). 
4-dr. Holiday, $1,105* (ps); 
$945*; (88) Super 4-dr. Holi- 
day, $1,100* (ps), $1,000* (ps); 2-dr., 
$960*; (88) 4-dr. Holiday, $1,075* 
(ps), $985* (ps). 

*55 (88) Super 4-dr. Holiday, $960* (ps); 
(98) 4-dr. Holiday, $950* (ps); 4-dr., 
$750* (ps); 2-dr. Holiday, $745* (ps); 
(88) 4-dr. Holiday, $925* (ps); 2-dr., 

. 


40°. 

’54 (98) 2-dr. Holiday, $420, $405* (ps). 

PLYMOUTH—’59 Suburban (8) Custom 4- 
dr., $1,940°*. 

58 Suburban (8) Custom 4-dr., $1,220*; 
Custom 2-dr., $1,195*. 

"57 Belvedere (8) 4-dr. hardtop, $1,- 
295* (ps), $1,050*; Savoy (8) 2-dr. 
hardtop, $795* (ps); 2-dr., $695; Plaza 
(8) 4-dr., $790; Plaza (6) 2-dr., 
$570*. 

"56 Belvedere (8) 2-dr., $700*; Savoy 
(8) 2-dr., $550*%; Plaza (8) 2-dr., 

25° 


$425°. 
PONTIAC—'59 Bonneville conv., $2,775* 


(ps). 
(Continued on Page 52, Col. 3) 








For Painting 
Wheels! 


e No more masking 

@ No more paint on tires 
e 10 Seconds to attach 
e Fits any size wheel 
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MAGNETIC 
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$14.95 Set of 4 or $3.95 Each 





ORDER FROM 
YOUR JOBBER 


favre TOOL - CQ, 


Calif 


3516 Imperial Hwy 


Lynwood 








Well Prove the 
DIFFERENCE 


We invite side-by-side comparisons of the 
fabulous Du Mont EngineScope with any other 
make and model of engine analyzer — scope 
or otherwise. Only EngineScope has a full 
trace for each cylinder. We'll show you why 
this patented system provides more informa- 
tion, more clearly, than the single line 
parade sweep or any other system devised. 
Write today to arrange for a free demonstra- 
tion in your place of business or for detailed 
literature. 











ou Mowr 
EnginSco, 


Automotive Test Equipment Division 
ALLEN B. DUMONT LABORATORIES, INC. 
750 Bloomfield Ave., Clifton, N. J. 
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*Trademark 











NOW GRAYMILLS GIVES YOU A REALLY 


NEW LINE OF PARTS WASHERS £<> 
WITH 8 EXCLUSIVE FEATURES | 
MECHANICS AND SERVICE 
MANAGERS WANT. 

AND OWNERS NEED! 





1. Comfortable Height 

2. Bi-level work shelves 

3. Filter above liquid level—Service in 
2 minutes 

4. Pistol grip jet nozzle—AND Flexible 
Metal Hose 

5. Hydro-Jet or Air Agitation 

6. Self setting Safety Cover—Thumb 
release 

7. FRONT Switch and Signal Light 

8. Sludge Collecting Trays—and drain 
valve (you can drain and clean the 
tank in minutes, NOW) 

And so rugged —so dependable the pump 

—and tank carries a 5 year warranty 


Rov 
VAS 


PARTS WASHERS 


LESS CLEANING TIME + MORE PROFIT TIME 






Join the trend to Modern 
Equipment for MORE 
Profits. Send for catalog or 
ask your jobber for facts. 


| 


& 6 
GRAYMILLS CORP. b/ 
3761 N, LINCOLN AVE. @ CHICAGO 13, ILL 
Phone: GRaceland 7-4100 
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THE LEADER In NEW PASSENGER CAR oovvertisine...secause 


The Chicago Daily News has carried more new passenger car 
linage than any other Chicago daily newspaper during each of the 
last fourteen years. Part of the reason: Daily News families buy 
new cars...their median income is $1070 a year higher than Metro- 


| The Chicagoans with more money 
| to spend...spend more time with the 
CHICAGO DAILY NEWS 


politan Chicago as a whole. The rest of the reason: Daily News 
families are receptive...93% of them read the paper at home and 
spend at least 35% more time with the Daily News than readers 
of the other Chicago dailies. 
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$420. 
"6563 Bel Air 4-dr., $350*; Cne-fifty sta. 
tion wagon, $120. 


Hosaree ccnid Protect Used-Car Auction Prices |\°rrrr "Soe ee 


Windsor 4-dr., $650 
’54 NY 4-dr., $400*. 









































je e f Gissthineh 6 a" ss DeSOTO—’57 Fireflite 2-dr., $1,160* ps), 
} (Continued from Page ) DODGE—’58 Coronet (8) 4-dr. hariit 
¥ f e investmen oO your $1,400* (ps). oP, 
i ’58 Star Chief Safari 4-dr., $1,700* (ps); "56 (60) Special 4-dr., $1,650* (ps). ’57 Custom Royal (8) 2-dr. hardtop 
i Chieftain 4-dr., $1,000 55 (62) 2-dr., $1,070* (ps). $980* (ps). ‘ 
{ t ? "57 a Chief 4-dr. Catalina, $1,165*| 54 (62) 4-dr., $700*. EDSEL—’58 Ranger 4-dr., $960*. 
Ht (Pp "53 (62) 4-dr., $310* (ps). FORD—’59 Galaxie (8) skyliner, $2 425* 
4 customers car. =. -« 56 Star Chief 4-dr. Catalina, $1,135*,| CHEVROLET—’59 .Impala (8) conv., $2,- (ps). 
‘ ire (ee: Chieftain 4-dr, Catalina, 275* (ps); 2-dr., $2,250* (ps); Bel Air ’58 Fairlane 500 (8) 2-dr, Victoria, $1,. 
. ps). (6) 4-dr., $1,965*; Biscayne (8) 2-dr., 550* (ps); Custom 300 (8) 4-dr., $1,-. 
I with a BLUE CORAL Treatment ’55 Chieftain Safari 2-dr., $700*. $1,945; Biscayne (6) 4-dr., $1,650; 2- 180*; Custom 300 (6) 2-dr., $1,070; 
{ - °99 RAMBLER—’59 Ambassador (8) Super r., $1,610". Custom (6) 4-dr., $1,010. 
{ the Chromaphylactic treat- Cross Country, $1,850 58 Brookwood (8) 4-dr., $1,650* (ps); ’57 Country Sedan (8) 4-dr., $1,300*, 
: “9 , ; *. 4 *. Pi 
{ 58 Ambassador (8) Custom Cross Coun- Impala (8) 2-dr., $1,650* (ps); Bel $1,230*; DelRio (8) 2-dr., $950*; Fair. 
ment known the world over try, $1,550°, Air (8) 4-dr, hardtop, $1,485°; Bis-| ,. Jane (8) Adi.» $880°) = 
i : : : STUDEBAKER—'59 Lark (8) 4-dr., $1,- cayne (8) 4-dr., $1,400* (ps); Bis- vinnie | pte gp ge 
i for its enduring protection of 575; Lark (6) 2-dr., $1,435. cayne (6) 4-dr., $1,360*, $1,325°. ee eee iso k 
7 MISCELLANEOUS—’57 Dodge panel, $845. ’57 Nomad (8) 2-dr., $1,575* (ps); Two- dr., $580* i F x 
ten (6) station wagon, $1,375*; 4-dr., 55 ‘Country 
: y Squire (8) 4-dr., $800*; 
f; ALBANY $1,000*, $970; Two-ten (6) 4-dr., $1,- Country Sedan (8) 4-dr., $490*; Fair- 
1 350°; Bel Air (8) 4-dr., $1,340*, $1,- lane (6) conv., $425* 
31 Tim Anspach Dealer’s Auto Auction, Sale 225* (ps); 2-dr., $1,310* (ps); 2-dr. 54 Custom (8) 4- dr., "$430, $405*; Cus. Pt 
W every Monday. Prices are for sale of hardtop, $1,275*, $1,240*; One-fifty tom (6) 2-dr., $280: Main (8) 2-dr, 
: Nov. 2. The condition of today’s car mar- (8) 2-dr., $720. $400*; Crest (8) 2-dr. Victoria, $350*. 
iM , * 
; @ | ket showed a large percentage of the nice 56 Two-ten (8) station wagon, $1,075", 53 Custom (8) 4-dr., $275*: Ranch 
! cars were snapped up in the yard before $1,025*; 2-dr, hardtop, $840; Two-ten Wagon (8) 2-dr., $270; Crest (8) 
they hit the block, 1954 models led the (6) station ‘ene, a J yg ew 0 conv., $200°. 
; parade selling 31 out of 32 offered, It $810*; 2-dr., 0; r (8) 4-dr.,| mnepE I 500* 
was the bums that did not get sold, Sold * mains. - aden EBIA *58 LeBaron 4-dr., $2,500 
i 146 cars from 191 consignments. "55 Bel Air (8) 4-dr., e, H NCOLN—’ 4-d ° 
. BUICK—'58 Special 4-dr., $1,700* (ps). 2-dr., $750°; 2-dr. hardtop, $745* (ps), | MERCURY58 ‘Monterey’ Dds hardtop, 
} "57 Super 4-dr. Riviera, $1,120* (ps). $700*; Bel Air (6) 2-dr. hardtop, $1,285* Z ae 
i 56 Special 2-dr. Riviera, $720* (ps). $775°; 4-dr., $640; 2-dr., $600; Two-| 457 xronterey 2-dr., $785 
] ’55 Super 2-dr. Riviera, $775* (ps); Spe- ten (6) 2-dr., $700; 4-dr., $650*; Two- 56 Custom 4-dr $490°, 
cial 2-dr. Riviera, $500*; 2-dr., $385°*. ten (8) 4-dr., $540*; One-fifty (6) 2-| ,2° Gnsrenl io. hardtop, $485* (ps). 
‘oS KM 4-6r. aa ‘ss bal Air 4-ér $490*, $480°, $450°;| 53 Monterey conv., $190*; 4-dr., $160°. 2 
, nee , , , D LE—’ 8 “ 
AVAILABLE TO ALL CAR DEALERS CADILLAC—'58 (62) Coupe de Ville, $2,- 2-dr., $470%, $480; conv., $200*; Two- —a (88) Super 4-dr., $1, 
* » * *. ¥ P ° 
f 985* (ps). ten 4-dr., $480*, $385*; 2-dr., at) +55 (88) 4-dr., $650* (ps). 
i 54 (98) 2-dr. Holiday, $450*, $380* 81 
: . : (ps). 
if , . yy PLYMOUTH—’59 Fury (8) conv., $2,100*, M 
ie ’57 Belvedere (8) 4-dr, hardtop, $1,050* 
é (ps); Suburban (8) 2-dr., $800. 


"56 Belvedere (8) conv., $330*. 
’55 Belvedere (6) 2-dr., $650*; Belvedere 
(8) conv., $475*, $330*; 2-dr., $370; 


i © bg Savoy (8) 4-dr., $440*. 
: r | ’54 Savoy 2-dr., $360; Plaza Suburban 2- 
e . i dr., $280, $220; Belvedere 2-dr., $270*. 


"53 Cambridge 4-dr., $150; Cranbrook 
Belvedere, $140*. 


PONTIAC—'57 Star Chief conv., $975* da 
(ps). , BI 
i ’56 Chieftain Safari 2-dr., $1,175*; 2- 

! dr., $680*; Star Chief conv., $750*. 


’55 Chieftain 2-dr., $450*. 
54 Star Chief 2-dr, Catalina, $450*; 


4 ; conv., $390* 
4 as ume - ec '53 Chieftain 4-dr., $180* (ps). 
RAMBLER—’ 54 Custom 4-dr., $200. 
STUDEBAKER—’54 Commander (8) sta- 
tion wagon, $290; Champion (6) sta- ©! 


tion wagon, $250°*. 


T WILLYS—’53 Deluxe station wagon, $270. 
outitiien A rouble-free MISCELLANEOUS—’53 Chevrolet 2-ton 
‘At Last ) cab & chassis, $220. ol 


*49 Diamond T 1-ton wrecker, $350 


1g Flint Auto Auction, Sale every Wednes- 


day. Prices are for sale of Nov, 4. Sales 


alien seemed to be very good despite the rainy 
at a on- “a & day. Prices were comparable to last week, 
if not slightly higher on sharp units, Sold 

138 cars from 212 consignments. 
° * bd BUICK—'59 Electra (225) 4-dr., $2,865° # a 
an otorist can justify — (os); LeSabre “4-dr, hardtop, $2,500° 
(ps); Invicta 4-dr., $2,500* (ps); 2-dr. 

> 7 hardtop, $2,235*, 

*58 Limited 4-dr. Riviera, $2,215* (ps); De 


j Special 4-dr, Riviera, $1,800*; Century 
=. — It is the oy, ar Nene oe = 2dr, Riviera, $1,600°. 


deny ou Nights ‘at wel ’57 Super 4-dr, Riviete, $1,270* (ps), 

fa Sl $1,255* (ps), $1,250" (ps); Special 
re ~ 4-dr., $1,175*; 4-dr, Riviera, $1,095*; m 

conv., $1,000, 
"56 Special 4-dr., $970*, $795*; Super 
4-dr. Riviera, $800* (ps). FC 
’55 Century 4-dr, Riviera, $725* (ps); 
ee es Super 2-dr. Riviera, $580° (ps); Spe- 
cial 2-dr. Riviera, $580*, $365*; 4-dr., 
$555* 


am a 
"54 Special 2-dr. Riviera, $400*; Cen- 
i-U ee tury 2-dr. Riviera, $315*; Super 2-dr. 
Riviera, $165*. 
’53 Special 2-dr., $250*. 
CADILLAC—’58 (62) 2-dr. hardtop, §$3,- 
(Fs ES Sa Me ER os 050* (ps). 
’57 (62) Coupe de Ville, $2,240* (ps). 
"53 (62) 4-dr., $255* (ps); Fleetwood 
4-dr., $250* (ps). 


TESTED...PROVED | outvinorite 8 Stora cs) 2-07. nara: 


top, ya wen) —~ ee os 

os dr., $2,020; Brookwood (6) 4-dr., * 

Used as Original 010*; Bel Air (8) 2-dr., $1,875: Bis- 

58 Bis i e03 — $1,455*; Brook i 

° ® .: scayne -dr., J : rook- 
Equipment by Leading wood (6) 4-dr., $1,285, 

’57 Bel Air (8) station wagon 4-dr., $1,- 

425*; Nomad (8) 2-dr., $1,300*; Two- 

Car Manufacturers ten (8) station wagon 4-dr., $1,285*: 


_ ten (6) 4-dr., $1,080; 2-dr., $1,- 











> 


Le A EO A NE I Te I PY eer fs tm ye 


56 Shel Air (8) 2-dr. hardtop, $965*; 
2-dr., $915*; Two-ten (6) station wag- 


One model suits all cars...order from your jobber today | x50, sao, soo, | 
é * Sue ome anes) Sarma + 
54 Bel Air club coupe, $400; 4-dr., 


PAYS YOU BIG... the Hi-way-i is _ troubles formerly associated with beam 7 OUT OF 10 MOTORISTS WANT WHAT | $130 
one of the highest profit accessories a changers. THIS BIG SHOWROOM POSTER OFFERS | cunysten—'s7 Ny 4-<dr., $1,475°. 


'53 NY 4-dr., $140*. | 


ay ee enema rer ener nen mre 








"57 Fireflite station wagon 4-dr. 
eee - ~~ you ore meer SUPERIOR PERFORMANCE can be (@ pose): ee (ps); Firedome 4- r PI 
on “ama weg ou 7 i is extra guaranteed your customers. Sensitivity pewen 0 _Cerenet (8) 4-dr.’ hardtop, 
pro rom a nil reentage oI new car 73 ” . EDSEL—'58 Citation 4-dr., $1,305* (ps). 
bu ers and 8 a ou a ¥ last ear of the Scanner eye can be adjusted by FORD—’59 ‘Thunderbird (3 fav ON bl 

yers, people y year. —_ control knob on the thumb-size scanner, ar, $2,825" (pa): Custom $00 4 ‘ 
| to suit road conditions. Driver can take ete ce ee 
° bs Thi : 4 . iS); 
NO PROBLEMS follow the sale. In- _ over from automatic control by depress- “Fairlane 000 “(8). skyline,» $1,880° Pe 
° ° . . ° . e ° (ps); 4-dr., $1,325* (ps); Fairl (6) 
stallation is simple . . . any mechanic ing foot switch. The single electronic sar. $1,160" (ps); Custom 300 (6) 4- 
P 2 = r., $1,250. 
can follow the clear instructions packed _tube is rated equal to 100,000 miles "BT Falriane 500 (8) skyliner, $1,485": R. 
‘ . whee “3 -dr., $1,000* (ps); Fairlane (8) 2-dr.. 
each unit. Eliminated by the ad- ; ; $895°; Country Sedan (8) 4-dr., $1,- 
with ee y st pce beam changer that re Hitsocaay! riven you AUTOMATIC RIGHT VISION 1508s, a}, Castor °C 2dr S178. 
‘ustom -dr., P, 
vanced, transistorized design are any, spondsto tail lights as well as headlights. ae RS . = "88 Gountry Sedan (s) -di., $090; Cus 
om -ar., e 
‘ ie *54 Custom (8) 2-dr., $210. 
MERIC wero oe HUDSON—’55 Hornet 4-dr., $275. 7 
Cl ELECTRONICS CORPORATION OF A & Seer ce MERCURY—'57 Monterey 4-dr., $1,025°. AI 
a. ee ’56 Custom station wagon 4- -dr., $810°; fo 
Monterey 4-dr. hardtop $580°. BI 


¥ Cambridge 42, Mass. scence Wa s= "88 Montclair 4-dr., $275°; Monterey 4- 3 


: 2 oLpsNa BELE—'58 (88) 2-dr. Holiday, 
Manufacturers of Electronic Controls for Industry since 1937 : (Continued on Page 53, Col, 1) 
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ten (8) station wagon, $1,195*; sport (6 pass.), $1,350*%; Ranch Wagon (8) (88) 2-dr, Holiday, $1,485* (ps). 
coupe, $1,110*; One-fifty (6) 2-dr., 2-dr., $1,005, "56 (88) 2-dr. Holiday, $1,135* (ps), 
* p e a. a) een gusene; "Saasee tao 2S" $2,150* (ps), $900*; (98) 2-dr. Holiday, $1,030* 

ion wagon, 3 Pps), 0*; Country Squire (ps); 4-dr., $885* (ps). 
Use -(_ or Auction rices Two-ten (6) 2-dr., $745*, $700, (8) 4-dr., $1,250° (ps); Country Sedan | °55 (88) Super 4-dr-, $850* (ps), $750* 
Bel Air (8) sport coupe, $1,000, §$675*: (8) 4-dr., $1,040* (ps), $785*; Fair- (ps); (88) 2-dr. Holiday, $850*; ¥ 
ie COnv., $930; 4-dr., $895* (ps). lane (8) conv., $985* (ps); 4-dr., $800* $700*. 
= 4 Bal Ale ‘er. "$595*, $395*; Two- (pe). $740*; Ranch Wagon (8) 2-dr.,| °54 (88) 2-dr. Holiday, $825* (ps), $365; 
ay, 6 (88) Super 2-dr. Holiday, $640*. 
(Continued from Page 52) 53 ~—e 2-dr., $355, $310; business| ’55 Fairlane (8) 2-dr, Victoria, $585*;| °52 (88) Super 4-dr., $185*. 4 

coupe, Crown Victoria, ; 2-dr., *; —’ -dr., a 
©1,825* (ps); (88) Super 2-dr, Holi- top, $5,600* (ps), $5,500* (ps), $5,- ’52 Deluxe Bel Air, $275; station wagon, Ranch Wagon eee. qe0e°; Can ns cg Moma sg yy" et 
aay, $1,805° (ps). eet $4,850 (ps); 2-dr. hardtop, $175*. tom (6) 2-dr., $450. . PLYMOUTH—’58 Suburban (8) Custom 4- 
7 Fiesta 4-dr., $1,300* (p ps). $5, (ps), $4,960* (ps), $4,900 ’51 Deluxe Bel Air, $295, $240*; 2-dr., *54 Country Squire (8) 4-dr., $520*; dr, (9 pass.), $2,005* (ps); (6 pass.) 

56 (88) Super 4-dr., $750*; (88) 4-dr., (ps), $4,880* (ps), $4,850* (ps); (62) 255°. Crest (8) conv., $510, $500*; 2-dr. $1,595*. ; - : 
$740*; 2-dr, Holiday, $645*; 2-dr., 4-dr., $4,800° (ps), $4,650° (ps), $4,-| '50 Deluxe Bel Air, $235. Victoria, $390*;' Custom (8) 2-dr.,| ‘57 Suburban (8) Custom 4-dr., $1,300°; 
$430°. :. 600* (ps), $4,130 (ps); conv., $4,800 CHRYSLER—’57 Saratoga 2-dr. hardtop, $435*; 4-dr., $360; Country Sedan (8) Savoy (8) 2-dr., $935* 

'55 (88) Super 2-dr. — gees io Pe); “aa $4,500 (ps). $1,700* (ps); NY 2-dr. hardtop, §$1,- 4-dr., $405*. ’56 Suburban (8) Sport 4-dr., $1,150*. 
}4 (88) 2-dr., $365 ane i ‘en —— . 05° (ps). 425* (ps). "53 Crest (8) 2-dr. Victoria, $355*,| °55 Savoy (8) 2-dr., $580; Plaza (6) 4- 
53 (98) 2-dr. Holiday, $325*. ). an de Ville, $3,000* (ps),| 55 Windsor 4-dr., $650* (ps). $290; Ranch Wagon (8) 2-dr., $295; dr., $455; business coupe, $440. 

(rLYMOUTH—’'59 Savoy (6) 2-dr., $1,525*. $2,850° (ps), $2,600* (ps), _52,500 ’54 Windsor 2-dr. hardtop, $350*. Custom (8) 2-dr., $265, $195; 4-dr.,| °54 Plaza Suburban, $435*. 

s7 Suburban (8) 2-dr., $1,110*, $1,010*; (ps); Coupe de Ville, $2,885 (ps) ; ’53 Windsor 4-dr., $260° (ps). $225; Custom (6) 2-dr., $205. ’53 Cranbrook 4-dr., $325; Belvedere, 
Belvedere (8) 2-dr. hardtop, $980*; (60) Special 4-dr., $2,900* (ps); El-| +52 NY 4-dr., $140° ’52 Crest (8) 2-dr. Victoria, $310; Cus- $220. 
9-dr. hardtop, $805*; Savoy (8) 2-dr., dorado Seville, $2,505* (ps). 48 Custom 2-dr., $115. tom (8) 4-dr., $235*; Ranch Wagon| ’°52 Suburban, $265. 


$600. 
's6 Belvedere (8) 4-dr., $570* (ps); Sub- 


urban (8) 2-dr., $500* (ps); Savoy 


(6) 4-dr., $225. 
’54 Belvedere 4-dr., $290. 


PONTIAC—’59 Catalina 4-dr. Vista, $2,- 
300°. 


‘53 Star Chief 4-dr, Catalina, $1,825*. 
57 Star Chief 4-dr., $1,255* (ps), $1,- 
200* (ps) 


56 Chieftain 4-dr., $685*; 4-dr, Cata- 


lina, $675*. 


’55 Chieftain station ba 4-dr, (8 


pass.), $450°; 2-dr., 


$390. 
‘54 Chieftain 4-dr., $355; station wagon 


4-dr., $230 *. 
’53 Chieftain 2-dr, Catalina, $285*; 4- 
dr., $240. 
’47 Hearse, $130. 
RAMBLER—’59 Super (8) Cross Country, 
$2,020* (ps), $1,990* (ps), 
58 Super (8) Cross Country, $1,485. 
’57 Custom (6) 4-dr., $875. 
STUDEBAKER—’59 Lark station wagon 
2-dr., $1,725* (ps). 
MISCELLANEOUS—’57 Ford (8) %-ton 
pickup, $850; (6) %-ton pickup, $790. 
’56 GMC (6) 1-ton, $860. 
’55 Chevrolet (6) %-ton Stake, $560; 
Ford 1-ton Van, $485 
49 Chevrolet %-ton pickup, $265; GMC 
%-ton Van, $190 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Nov, 4. 
BUICK—’59 LeSabre conv., $2,300*; 4- 

dr., $2,260* (ps). 

58 Limited 2-dr. Riviera, $1,945* (ps). 

’57 RM conv., $1,325 (ps); Super 2-dr., 

$1,225* (ps). 

'56 Special 4-dr., $600*. 

55 Century 2-dr, Riviera, $565*; Spe- 

cial 2-dr., $425*. 

*54 Special 2- dr., $185. 

CADILLAC—’58 (62) Sedan de Ville, $3,- 
075* (ps); conv., $2,850* (ps). 
’57 (60) Special 4-dr, hardtop, $2,375* 
(ps); (62) 2-dr., $2,175* (ps). 
‘VROLET—’60 Corvair (6) 4-dr., $2,- 


115. 

59 Impala (8) 4-dr, hardtop, $2,275* 
(ps), $2,180* (ps); Bel Air (8) 2-dr., 
$2,010*; 4-dr., $1,950* (ps). 

’68 Bel Air (8) 2-dr., $1,315*; Biscayne 
(6) 4-dr., $1,245. 

’57 Two-ten (6) 2-dr., $1,000. 

55 Bel Air (6) 2-dr. hardtop, $630*; 
Bel Air (8) 4-dr., $625*; Two-ten (6) 
2-dr., $400. 

*52 Deluxe Bel Air, $220*. 

OCHRYSLER—’57 Saratoga 4-dr., $1,700*. 

’56 Windsor 4-dr., $600*. 

"55 NY 2-dr. hardtop, $600*; Windsor 
4-dr., $550*. 

DeSOTO—’57 Firedome 4-dr., $1,000*; 2- 
dr, hardtop, $975*. 

55 Firedome 2-dr. hardtop, $600*; 4-dr., 
$425*. 

DODGE—’57 Sierra (8) 4-dr., $1,230*. 
= Ry ~- (8) 2-dr, hardtop, $675*; 4- 
, $625*. 
5 " Gesenat (8) 4-dr., $430*. 
FORD—’59 Galaxie (8) 4-dr. Victoria, $2,- 
260* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $2, 090* (ps); Ranch Wagon (8) 
4-dr., $2,000*. 

58 Fairlane 500 (8) 4-dr., $1,510*; 
conv., $1,410* (ps); Custom 300 (6) 
2-dr., $1,190*. 

*57 Country Sedan (8) 4-dr., $1,345* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,200*; conv., $1,175*, $1, 075*, 

"56 Ranch Wagon (8) 2-dr., $625*; Cus- 
tom (8) 2-dr., $525 

’55 Fairlane (8) 2-dr, Victoria, $780* 
(ps); Main (8) 2-dr., $415. 

"54 Custom (6) 2-dr., $215. 

53 Ranch Wagon (6) 2-dr., $250*. 

HUDSON—’55 Hornet (8) 4-dr., $400. 
LINCOLN—’57 Premiere conv., $1,800* 


(ps). 
MERCURY—’59 Monterey conv., $2,150* 
Ps). 

‘57 Commuter 4-dr., $1,430* (ps); Mon- 
terey 2-dr. hardtop, $1,100*; 4-dr., 
$960*; Montclair (8) 2-dr. hardtop, 
$1, 060°, 

56 Montclair 2-dr. hardtop, $720* (ps); 
Custom station wagon, $675. 

’55 Montclair 4-dr., $470*. 

’54 Montclair 4-dr., $325*. 

NASH—’55 Ambassador (6) 4-dr., $365. 
OLDSMOBILE—’58 (98) 4-dr., $2,050* 
(ps); (88) Super 4-dr., $1,845* (ps). 

"57 (98) 4-dr. Holiday, 2 at $1,500* 
(ps); 2-dr. Holiday, $1,475* (ps); 

Fiesta, $1,430* (ps). 
"56 eco Super 4-dr, Holiday, $1,075* 


(Pp: 
"54 (38) Super 4-dr., $600* (ps); 2-dr., 


. $300°*. 
7 PLYMOUTH—'s0 Fury (8) 2-dr., $1,980* 


(Pp 

"58 ‘Belvedere (8) 2-dr., $1,280*, $1,- 
205*; Suburban (8) 4-dr., $1,200*. 

"57 Belvedere (8) 2-dr, hardtop, $975*; 
4-dr., $950*. 

56 Belvedere (8) 4-dr., $650*; 2-dr., 
$540*; Suburban (8) Custom 4-dr., 
$610* (ps). 

’55 Savoy (8) 2-dr., $485*; $290. 


PONTIAC—'59 Catalina 4-dr., $2,085". 


‘ST Super Chief 2-dr. Catalina, $1,285*; 
Star Chief 4-dr, Catalina, $1,215* (ps). 

’55 Chieftain 4-dr., $435*. 

‘51 Chieftain 4-dr., $190*. 


RAMBLER—'59 Super (6) os $1,700; 


American (6) 2-dr., $1,5: 

’58 Custom (6) Cross anu.” $1,600°* ; 
Super (6) Cross Country, $1, 

"56 Deluxe (6) 4-dr., $605. 


LOS ANGELES 


Harold Henry's Los Angeles Dealer Auto 


Auction. Sale every Tuesday, Prices are 
for sale of Nov. 3. 
BUICK—'58 Century 2-dr., $1,660 


oa petery Estate Wagon, $1, se5° (ps). 
"59 (60) Special 4-dr., &:: 
weoo* (ps); Eldorado conv., $5,650 

(ps), $5, 000° (ps); de Ville 4-dr, + 





‘56 (60) Special 4-dr., $1,250* (ps). | DODGE—’57 Custom Royal (8) 2-dr. 





(8) 2-dr., $215; Main (8) 4-dr., $150.| PONTIAC—’57 Chieftain 2-dr. Catalina, 








"55 (62) Coupe de Ville, $1,600* (ps); hardtop, $1,475* (ps) *51 Custom (8) 2-dr., a’ $155*, $100. $1,125*. 
~ s . ’ , . 
. ae (pa), $1,375° an (60) ’53 Meadowbrook (6) 4-dr., $205*. ’40 Deluxe (8) 2- ar.. $125 "BS Chieftain 2-dr, Catalina, $745* HH 
a -dr., $1,5 ps), $1,475* | FORD—’59 Thunderbird (8) conv., $3,885* DSON—’53 Super Jet 4-dr., $285*. 2-dr., $535*; Star Chief conv., $6 
—s. 62) 4-d 605° 600° (ps), $3,695* (ps), $3,430* (ps); 2-dr. | IMPERIAL—’57 Imperial 2-dr. hardtop, 2-dr, Catalina, $635". 
“ab see) Moolah ame i. % hardtop, $3,800* (ps), $3,550* (ps), $2,300* (ps). 'S4 Chieftain 2-dr., $200. 
yon $295° { > aia PS); $3,500* (ps), $3,335*, $3,300* (ps); COL: N—'58 Capri 2-dr., $2, 525* (ps); ’53 Chieftain 2-dr. Catalina, $345. 
51 (62) ae $335° ( ) 25° ( Galaxie (8) 2-dr. Victoria, $2,500* 4-dr, hardtop, $2,400* (ps). RAMBLER—’55 Custom 2-dr. hardtop, 
mp tm? Gdn Wamp: ted) aac, tanee (ps); 4-dr. Victoria, $2,340* (ps);| '53 Capri 2-dr., $345* (ps). $735*. 
(62) 4-dr., $265*; (61) 4-dr., $150*. 2-dr., $2,040*; Fairlane (8) 4-dr., $1,-| MERCURY—’58 Commuter 4-dr., $1,850*;| °52 station wagon, $205 
CHEVROLET—’59 Kingswood (8) 4-dr. 995*; Ranch Wagon (6) 2-dr., §$1,- Monterey 2-dr., $1,550* (ps). 51 Super station wagon, $180; 2-dr. 
(9 pass.), $2,610* (ps); Impala (8) 785. ’57 Turnpike sport coupe, $1,535* (ps); hardtop, $180. 
sport coupe, $2,600* (ps), $2,520*, $2,- ’58 Thunderbird (8), $3,000* (ps), $2,- Monterey 4-dr., $1,185* (ps), $1,115*. | STUDEBAKER—’54 Commander (8) 2-dr., 
470; sport sedan, $2,535* (ps). 910*, $2,850°; Fairlane 500 (8) sky- ’56 Montclair 2-dr., $1,050", $810° (ps). 400°, 
’58 Impala (8) sport coupe, $1,980* (ps), liner, $2,070* (ps); 4-dr. Victoria, 55 Monterey 2-dr., $735*, $675* ’52 Champion (6) 2-dr. hardtop, $125; 
$1,790* (ps); Bel Air (8) sport sedan, $1,700* (ps), $1,585* (ps); 2-dr. Vic- "h4 Monterey 4-dr., $515*; 2-dr., $485° 4-dr., $110. 
$1,685* (ps); Yeoman (6) 2-dr., $1,- toria, $1,635*; conv., $1,575* (ps); (ps), $425 "51 Commander (8) 4-dr., $125*. 
425; Delray (8) 4-dr., $1,385°*. 2-dr., $1,560* (ps), $1,435*; 4-dr., ’53 Custom Pdr, _ $200*; Monterey | MISCELLANEOUS—’59 Chevrolet (6) El 
57 Bel Air (8) sport sedan, $1,405* $1,500* (ps). 2-dr., $300*, $23 Camino, $1,910. 
(ps), $1,395*, $1,385*; Two-ten (8) ’57 Fairlane 500 (8) skyliner, $1,645* 52 Custom sport caine , $120. 58 Ford (8) F-100 pickup, $2,015*; 
4-dr., $1,125*; One-fifty (8) 2:-dr., (ps); 2-dr, Victoria, $1,440* (ps), $1,- | OLDSMOBILE—’59 (98) 2-dr. Holiday, GMC (6) %-ton pickup, $1,115*; 
$785*. 325°: 4-dr., $1,300*, $1,225* (ps), $1,- $3,300* (ps); (88) Fiesta 4-dr., $2,- Dodge %-ton pickup, $1,100 
’56 Bel Air (8) sport coupe, at $1,- 215* (ps); conv., $1,300*; Country 800°. °657 Chevrolet (8) %-ton pickup, $1,- 
400*; sport sedan, $1,035* aI Two- Sedan (8) 4-dr. (9 pass.), $1,435*; *57 (98) 2-dr. Holiday, $1,;600* (ps); «(Continued on Page 58, Col. 1) 








dealerships sparkle in colorful 


STRAN-STEEL BUILDINGS! 


OLDSMOBILE: Spacious, color- 
ful and modern in every line 
is this 80’ x 320’ Stran-Steel 
Rigid Frame building housing 
the Bert Smith Oldsmobile 
dealership at St. Petersburg, 
Florida. Interior is custom- 
tailored to provide for every 
sales and service need. 


RAMBLER: Stran-Steel 32’ x 40’ 


Rigid Frame building con- HoraN 6 LAME! 


tains office, display and service 
area for Dean and Lamb 
Motor Company, Tillamook, 
Oregon. Modern, efficient 
buildings like this are the smart 
answer to dealers’ needs for 
beauty and utility. (Illustrated 
in Stran-Satin Blue.) 


CHEVROLET: Redwood, glass 
and steel are handsomely com- 
bined in a 50’ x 80’ Stran- 
Steel Rigid Frame building 
for Rietman Chevrolet Com- 
pany, Clatskanie, Oregon. 
Service department gets an un- 
obstructed 2,000 square feet, 
and remaining half is parti- 
tioned for offices, showroom 
and parts department. (Illus- 
trated in Stran-Satin Blue.) 


Big, small . . . simple, fancy. Here’s a building that 
will be just what you want it to be. Outside, your 
choice of six Stran-Satin Colors—double layers of 
vinyl-aluminum coating baked on for long life. 
Inside, any arrangement you want for display area, 
parts, service, offices. No interior columns to get in 
the way or take up valuable floor space. 


Quality-engineered Stran-Steel buildings are volume- 
produced to reduce cost. Easily financed directly 
with the dealer, only one-fourth down on five-year 
purchase plan! Look into it now. Mail the coupon or 
contact your nearest Stran-Steel dealer. He’s listed 
in the Yellow Pages under Steel Buildings or 
Buildings— Steel. 
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Dept.. AN-35 
STRAN-STEEL CORPORATION 


Detroit .29, Michigan « Division of 





NATIONAL STEEL vilig CORPORATION 





DEALERS EVERYWHERE 





Stran-Steel Corporation, Dept. AN-35 

Detroit 29, Michigan 

Please send complete literature on Commercial and 
Industrial Buildings in Stran-Satin Color. I’m inter- 


ested in a building approximately__ ft. x___ ft. to 
be used mainly for. 























Name 

Title Phone 
Company sah 

Address. , ___ County 
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OIL FILTER—A “break-in” oil filter, de- 
veloped by Wix Corp., Gastonia, N. C., is 
being used on the 1960 Ford line of cars. 
Designed for the first 1,000 miles of new- 
car driving, this filter is intended to be 
replaced with a full-size, full-service oil 
filter at the first oil change. The ‘‘break- 
in” filter utilizes a depth-type, full-flow 
filtrant that is said to be 20 percent more 
efficient than a pleated paper element 
and permits the high flow rate necessary 


for complete lubrication. 
s.*.::. 6 


Rubber Patching Solution 

Instant Rubber, solution for quick 
rubber patching jobs, has been an- 
nounced by Automatic Vulcanizers 
Corp., 16 Hudson St., New York 13, 
N. Y. It is said to cure into resili- 
ent rubber which vulcanizes itself 
onto any natural or synthetic rub- 
ber article. 


* + * 
Heavy Duty Polish 
A heavy-duty concentrate auto- 
mobile polish, “3-D,” has been an- 
nounced by Associated Engineering 
Chemistry, Inc., P. O. Box 1777, Fort 
Lauderdale, Fla. The product is 
available in a 22-ounce non-spill, 
polyethylene squeeze container. 
* + * 


Solvo-Rust in Spout Can 
Solvo-Rust, a penetrant made by 
Permatex Co., Inc., 300 Broadway, 
Huntington Station, N. Y., is now 
available in a three-ounce spout 
can, 
* * + 
Starting Fluid 
Spray Products Corp., P. O. Box 
844, Camden 1, N. J., has announc- 
ed that its Spray Starting Fluid 
for diesel and gasoline engines is 
being marketed in a restyled pres- 
surized container. The fluid is pack- 
in a white container with 
orange lettering. 
* 


* 7 





SPARK PLUG SOCKET—Ratcheting Spark 
Plug Socket has been introduced by Her- 
brand Tools, Fremont, O. It is said to be 
a holding socket, reversible ratchet, and 
short extension, all in one tool, 3% inches 
long. With this tool, spark plug torquing 
is said to be possible under all condi- 
tions. The socket fits all 14 mm. plugs. 

oe: 2 


so 
High-Silicone Polish 
Velvet-Jell auto polish is a pre- 
mium cream with high silicone con- 
tent made by Westley Industries, 
Inc., 1898 Scranton Rd., Cleveland 
13, O. It is said to clean and polish 


in one operation. 
* * +” 


Snow Tire for Compacts 
Is Offered by Goodrich 

A snow tire that reportedly “puts 
more rubber on the road’than any 
other tire of comparable size” is 
being made for U. S. compact cars 











NEW PRODUCTS 











by B. F. Goodrich Tire Co., a divi- 
sion of B. F. Goodrich Co. 

The new 13-inch tire features the 
company’s “oversize” Trailmaker 
Silvertown tread. The company 
said it has 75 percent more tread 
rubber than the standard tire of 
the same size on the new cars. 

* * * 
Body Filler 

A plastic auto body filler, said 
to be “honey smooth” in texture, 
has been introduced by Dudley 
Plasticators, Inc., Box 352, Webster, 


Mass. 
* * * 


Floor Machines Revised 


Design improvements for its 
Pacemaker series of floor machines 
have been announced by Advance 
Floor Machine Co., 4100 Washing- 
ton Ave. N., Minneapolis, Minn. 

* + +” 





VOLTAGE TESTER—A meter for all types 
of automotive voltage testing has been in- 
troduced by Burton-Rogers Co., Sales Divi- 
sion of Hoyt Electrical Instrument Works, 
42 Carleton St., Cambridge 42, Mass. De- 
signed as model 665, this Tester features 
three easy-to-read DC voltage scales in 
the most useful ranges. The O- to 3-volt 
scale, calibrated to 0.1 volt, is reported to 
give high accuracy readings for checking 
voltage drop, electrical leaks, and open 
circuit or load tests on batteries. Two other 
scales of 9 and 18 volts on the 14-inch 
dial can be used for checking voltage 
regulators and generators on either 6- or 
12-volt systems, it is said. A detachable, 
insulated prod with a spade-tipped, re- 
tractile cord is included. 

ee ae a 


Catalyst Holder 


An improved view pack catalyst 
holder has been designed by Uni- 
can Plastics Co., Inc., 915 Hartford 
Pike, Shrewsbury, Mass., for its 
line of Plastik auto-body fillers. 
The view pack snaps to the side of 
the Plastik can and holds the cata- 
lyst tube upright. 

* 


* * 


Grime-Dissolvent Soap 


Solv-X 100, an impregnated pow- 
dered hand and body soap, has 
been introduced by Schultz Labora- 
tories, Boone, Ia. This soap is mild 
and quickly and safely dissolves 
most grime, grease, paint, lacquer, 
varnish, stains, odors and acids, 
the firm said. 

* + *” 
Accounting Machine 


National Cash Register, Main and 
K Sts., Dayton 9, O., has introduced 
an electronic accounting machine 
which it said can figure a weekly 
payroll or prepare customers’ bills 
in one third the time previously 
required. It is called the Compu- 
Tronic. 

+ ” + 


Plastic Paste Offered 


A flexible plastic paste that can 
be used extensively for automotive, 
aircraft, industrial, marine and 
home repairs has been added to the 
Fillerite plastic paste line, it was 
announced by the plastics division 
a Baird Dynamic Corp., Stratford, 

nn. 





CELL TESTER—The King model CC-5 cell 
tester incorporates adjustable prods for 
spanning all types of battery cells, accord- 
ing to the manufacturer. It is said to indi- 
cate charged, discharged or dead cells in- 
stantly along with actual cell voltage, and 
to function equally well on six, 12 or 24- 
volt batteries, either in or out of the vehi- 
cle. King Electric Equipment Co., 9123 In- 
man Ave., Cleveland 5, O. 

eo 


Cleaner-Polish Introduced 


A cleaner-polish for automobiles 


faces is being introduced by Glid-| 
den Co., 999 Union Commerce Bldg., 
Cleveland 14, O. Called Super Ren- 
O-Vite Plus, the formulation con- 
tains silicone as well as a film- 
forming agent developed at the 
Glidden laboratories. 
-“ + + 


For Clean Outlook 


An aerosol! windshield cleaner, 
has been announced by Westley 
Industries, Inc., 1898 Scranton Rd., 
Cleveland 13, O. It is called Clear. | 

*” oe * 


Hand Cleaner Introduced | 


| 

A waterless hand cleaner and| 
protectant has been placed on the 
market. It is Gordon’s Supersil 
waterless hand cleaner made ns 








M. J. Gordon Co., of Wall, Pa. 
* - * 


Rust Solvent Marketed 


A penetrating rust solvent, said| 
to have exceptional wetting power, | 
is announced by Keystone Lubri- | 
cating Co., 3100 N. Twenty-first St., | 
Philadelphia 32, Pa. 

* * 


* 





WHEEL BALANCER—An_ on-the-car 
wheel balancer that fits both domestic 
and imported cars has been announced 
by John Bean Division, Food Machinery 
& Chemical Corp., Lansing 4, Mich. Ad- 
justable legs permit the John Bean bal- 
ancer to fit 12, 13, 14, 15 and 16-inch 
wheels, eliminating the need for separate 
adapters for each wheel size, it is said. 
Micrometer adjustment provides accurate 


centering of the balancer on the wheel. 
* * 


Pump Oilers Introduced 


A series of four Handi-Grip 
Pump Oilers has been introduced 
by Eagle Manufacturing Co., 3100 
Charles St., Wellsburg, W. Va. All 
are guaranteed five years. 

* * * 


46-Inch Tool Box Offered 


A new “Forty-Six” inch utility 
tool box has been offered by Mor- 
rison Steel Products, Inc., 601 Am- 
herst St., Buffalo 7, N. Y. Boxes 
may be installed in either the verti- 
cal or horizontal] position; stacked 
in pairs; suspended from bodies 
wherever additional tool storage 
space is required. 

+ e 


Hydraulic Jack Adapted 


To Corvair Power Train 

A special hydraulic jack adapter 
designed for the Chevrolet Corvair 
| power train is being manufactured 








and other painted enameled sur-| /# 


by Edmund J. Wudel Mfg. Co., 6082 
Ferguson Drive, Los Angeles 22, 
Calif. 

It features a two-stage lift, ro- 
tating lifting ram and four-wheel 
base. 

* * + 


Releasing Agent 

Reduction in cleanup time after 
spray painting can be achieved 
with the use of Release Cote, a re- 
leasing agent that prevents paint 
buildup on spray booth walls and 
in spray equipment, according to 
Potdevin Machine Co., 285 North 
St., Teterboro, N. J. 


* * * 


Engine Conditioner 


Power-Pal Plus 10, a gasoline en- 
gine conditioner said to improve 
combustion, increase mileage and 
remove carbon, has been put on the 
market by Nutmeg Chemical Co., 
130 Haven St., New Haven 13, Conn. 


* * * 





BEAM SERVICE PRESS—A new hydraulic 
press, designed to remove and install 
equalizing-beam center and end bushings 
on Hendrickson tandems, used on heavy- 
duty trucks, has been announced by Owa- 
tonna Tool Co., 314 Cedar St., Owatonna, 
Minn, The press consists of a press frame 
mounted on casters, seven special adapt- 
ers for removing-installing applications, 
and a 30-ton capacity OTC Power-Twin 
“center hole’ hydraulic ram and pump 
assembly. The latter is detachable and 


| interchangeable with other OTC products 


such as pullers and shop presses. Both 
center and end bushings can be serviced 
with the press—the center bushings with- 
out removing the tires or wheels. 
* * * 
Painting Aid Offered 

Acryseal, a non-sanding primer- 
surfacer-sealer, has been announced 
by Arco Co., 7301 Bessemer Ave., 


Cleveland 27, O. The firm said it 


may be used over or under acrylics, 
lacquer or enamel. 
x * * 


Model Identification 


A model - identification 
which lists every car by model 


name and model number from 1946 
through 1959 is available free of 


charge, according to Kem Mfg. Co., 


Inc., Dept. MDL-5, Fair Lawn, N, J. 
* * * 


Spark Arrestor 
A spark arrestor for gas or diesel 
engines using a four-inch exhaust 
stack has been marketed by Erick- 
son Products Co., 1960 Carroll Ave., 
San Francisco 24, Calif. 
7” a * 





BATTERY FILLER— Safe-T-Serv battery 
filler, molded of black tenite polyethylene 
plastic, has a positive self-closing valve 
that automatically fills batteries to the 
proper level. Shaped somewhat like a 
pouring can or bottle, the Safe-T-Serv 
has a capacity of over two quarts. The 
finger-grip handle makes it easy to lift 
and hold, and its closed filling neck keeps 
water free of dirt and foreign matter, 
and prevents any spilling, it is said. It 


resists deterioration by such grease, oil or 


acids as are likely to be encountered at 
the pump island or lubrication bay, it 
is claimed. Topper Mfg. Corp., 2410 W. 
Carson, Torrance, Calif. 


sheet 








CAR WASHER—A car washer, which 
supplies both the cleaner and rinse water 
under high pressure, has been introduced 
by Tuxco Corp. and is being marketed by 
Three Star Sales Corp., 56 W. Maple St., 
Chicago, Ill. The manufacturer claims cars 
can be washed in minutes with as little 
as two cents worth of material. Chemicals 
won't streak or spot the finish or remove 
wax, it is said, Called the Mark 5, the 
model incorporates a carbon-bearing me- 
tering pump. 

Shel 


Battery Offered for Isetta 

A replacement battery for BMW- 
Isetta and Alfa Romeo cars is 
manufactured by Wisco division of 
Electric Storage Battery Co., 1222 
Eighteenth St., Racine, Wis. The 
12-volt battery, known as Type 12 
F-3, is available wet or dry charged. 

- * * * 


Rust Remover in Stick 

Rust Buster, a new product said 
to remove rust and clean chrome 
instantly, is announced by Magic 
Iron Cement Co., Inc., 5403 Bower 
Ave., Cleveland 27, O. It is used by 
dipping the Rust Buster “stick” in 
water, then rubbing it over the 
rusted surface. The result is said 
to be identical to that of an eraser 
on penciled lines. 





TORQUE TOOL—Apco Mossberg Co., 
1007 Lamb St., Attleboro, Mass., has an- 
nounced an improved rigid-frame dial- 
indicator type torque tool. The RDI-30 


si weighs seven ounces. It is eight inches 


long and is said to be ideal for close- 
quarter tightening: Only %-inch of rotary 
travel — left or right— exerts 30 inch- 
pounds of torque. Its indicator and lever 
mechanism is enclosed in a polished alu- 
minum case. Dial graduations are bal- 
anced 30—O—30 inch-pounds, with mini- 
mum graduation equal to one inch-pound. 
A %-inch square drive with a snap ball 
lock fits all standard sockets. 
na = 


Waterless Hand Cleaner 


A waterless hand cleaner has 
been developed by Xylos Rubber 
Co. division of Firestone Tire & 
Rubber Co. The company said 4 
special adhesive solvent has been 
incorporated into the cleaner, 
which also can be used to ‘remove 
latex, carbon black, grease, paint 
and ink. 

* - * 


Solution Sprayers Offered 

Aeroil Products Co., Inc., 69 Wes- 
ley St., South Hackensack, N. J., 
has announced the introduction of 
a line of portable pressurized solu- 
tion sprayers. These units are suit- 
able for spraying cleaning solu- 
tions to remove dirt, grease, oil and 
paint, the firm said. 








TRAFFIC 


TV GUIDE goes where the traffic is .. . has more 1-car families, more 2-car families, 


and more 3-car families in its primary audience than any other weekly or biweekly 
magazine. Does this mean TV GUIDE covers prime auto markets most efficiently? 
It does. 66% of TV GUIDE’s total U.S. circulation is concentrated in the top 10 states 


for new car sales.* All the more reason why you'll do your best selling in America’s 


best-selling weekly magazine. 


*Compared with 62% of Life’s, 58% of Look’s, 54% of the Post’s 


Circulation guarantee now 7,250,000 
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Alabama Dealers Legislative Committee— 


The Automobile Dealers Assn. of Alaboma has organized a state legislative com- 
mittee composed of new-car dealers who are members of the Legislature. Members 
are shown with officers of the association. They are, left to right, Blaine Brownell, 
ADAA second vice-president; Senator Aubrey D. Green, York; Senator Cari Goldon, 
Ft. Deposit; Rep. R. A. Barnett, Marion; Rep. Joe McCorquodale, Jackson; Harold E. 
Streetman, executive vice-president; Charles W. Slaton, president; Senator Roland 
Cooper, Camden, first vice-president; Forrest McConnell, secretary, and J. L. Rouse, 
third vice-president. 











Highways & Safety 








A Federal-aid apportionment of 
$2.7 billion to the states for fiscal 
year 1961 for the expanded national 
highway program has been an- 
nounced by Secretary of Commerce 
Frederick H. Mueller, 

Of this amount, $1.8 billion will 
be for Interstate System construc- 
tion and $925 million will be for the 
Federal-aid primary and secondary 
systems and their urban extensions. 

The 1961 fiscal year begins July 
1, 1960. 

Mueller said that the announce- 
ment now of the funds available 
for fiscal 1961 gives the states ap- 
proximately nine months advance 
notice for planning their use of the 
money, and thus provides for con- 
tinued orderly progress in the pro- 


gram, 

Of the $925 million apportioned to 
systems other than the Interstate 
System, $416,250,000 will go to the 
Federal-aid primary system, which 
comprises 256,000 miles; $277,500,000 
is for the 553,000-mile Federal-aid 
secondary systems of farm-to-mar- 





ket and feeder roads, and $231,- 
250,000 will be for use on the urban 
portions of the primary and sec- 
ondary systems. 

Out of this $925 million appor- 
tionment, sums totalling about $51 
million were deducted from the in- 
dividual state allowances as re- 
quired by law to recoup half of the 
repayable advances of Federal 
funds made to the states last year 
in connection with the special $400 
million construction program au- 
thorized by the Federal-Aid High- 
way Act of 1958. 
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* * 


Auto I nspections 
Recommended 


In California 


A proposal for compulsory motor 
vehicle inspections in California 
was included among recommenda- 
tions coming out of the annual 
California Governor’s Traffic Safety 





NOW...R-M TRUE ACRYLIC TO REPAIR 
ALL 1960 COLORS ON THESE 17 CARS 


Currently available for: 
BUICK 
CADILLAC 
CHEVROLET 
CORVAIR 
CORVETTE 
OLDSMOBILE 
PONTIAC 


PGR 


TRUE ACRYLIC 


Alpha-Cryl Colors for 
able through the R-M Tintometer system. 


EDSEL 
FALCON 
FORD 
LINCOLN 
MERCURY 
THUNDERBIRD 


DODGE 
PLYM 


All colors for all 
cars in factory packages 





previous years avail- 





many years.) 





WHY 


ALPHA-CRYL? 


This is the only finish avail- 
able. for refinishing work 


(Left: No loss of gloss after 


Detroit 10, Mich. 


Grand Rapids, Mich. 





which will match—in beauty, 

durability, and gloss retention farm 
—every 1960 original-produc- other 
ne igh nalgome There's an R-M 
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DODGE 


VALIANT 





name me oer 


RINSHED-MASON COMPANY 


Windsor, Ontario, Canada 


WOLVERINE FINISHES CORP. 


DART 
OUTH 


FN HS ORR Ra Re 


. Anaheim, Calif. 


° Morganton, N.C. 
implement, aircraft, appliance, 
marine, mobile home and 


Jobber near you! 





Conference, held in Sacramenio. 

The inspection recommenda‘ion 
was offered by the conference’s en- 
forcement division, which also pro- 
posed: 

Permit use of radar and unmérk- 
ed cars by traffic law enforcen ent 
agencies; increase the State H'gh- 
way Patrol during the next 20 y«ars 
by 150 officers each year; provide 
for the use of chemical tests to de- 
termine intoxication; adoption of 
tougher penalties for speeding — 
30-day driver license suspension for 
the first conviction, 60 days for the 
second, and indefinite suspension 
for a third; drunk driving convic- 
tions to bring a one-year suspen- 
sion on the first offense, five ycars 
on the second, and revocation on 
the third; and reckless driving 
would bring a 30-day suspension 
on the first offense and 90 days 
on the second. 

The driver licensing division 
recommended the following: Give 
the courts the right to impound 
the auto of drunk drivers during 
the period their license is suspend- 
ed and establish a state driver 
licensing authority to control the 
issuing and suspending of all li- 
censes. 

Recommendations from other di- 
visions include the use of helicop- 
ters in traffic control, the construc- 
tion of physical dividers on all 
highways where the median strip 
is not sufficient to prevent headon 
collisions and research into acci- 
dent causes. 


Traffic Deaths 
Steady for Month; 
Up 3 Pet. for Year 


Traffic deaths across the nation 
were the same in September as a 
year ago, according to the National 
Safety Council. The total for each 
September was 3,330, the council 
said. 

This was the second month in a 
row to show no change from the 
like month of the preceding year. 

“It isn’t much to shout about,” 
commented the council, “but at 
least it is better than the unbroken 
increases that prevailed during the 
first seven months of the year.” 

The nine-month traffic death toll 
for the nation at the end of Sep- 
tember was 27,140, the council said. 
This was 870—or 3 percent—more 
than the toll of 26,270 for the same 
period last year. 

Disabling injuries from traffic 
accidents in the nine-month period 
were estimated at 1 million, and 
travel was up an estimated 5 per- 
cent over the 1958 period. 

The council said the mileage 
death rate (number of fatalities per 
100 million miles of travel) was 5.2 
—lowest on record for that period. 
The death rate for the first nine 
months of 1958 was 5.3. 


* * * 


Speedometer Checks 


Offered in Connecticut 


Connecticut motorists who feel 
that their speedometers are faulty 
can have them checked by radar 
under a program inaugurated by 
the State Police. 

Police will record the readings 
and the make and year of car for 
comparison purposes, but will not 
issue equipment warnings if the 
speedometer is off. Some officials 
have estimated that as many as 80 
percent of all vehicles have faulty 
speedometers. 


1, Fi “sen 


Shown for Buses 


A simpler method for increasing 
the visibility of flashing signal 
lights on school buses, particularly 
in bright sunlight, was demonstrat- 
ed by automotive lighting experts 
to the national conference on 
school transportation at the Uni- 
versity of Kansas, Lawrence, Kans., 
last week. 

The Automobile Manufacturers 
Assn. said the method, which con- 
sists of surrounding the lights with 
a@ small field of black, was sug- 
gested during light visibility tests 
recently conducted by the AMA 
vehicle lighting committee and the 
Society of Automotive Engineers. 

Presenting the demonstration 
were two engineers representing 
the AMA and SAE, George E. 
Meese, of Genera] Electric, and 
George Onksen, of Guide Lamp di- 
vision, General Motors. 
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FINANCING 
Is 
PART 
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PROFIT, 
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The customer who walks into your place of business with cash 
offers only one source of profit-instead of two. Chances are, 
you'll see more of these cash deals as time goes on. An increas- 


ing number of lenders are going after the car purchaser direct, 





and there will be no let-up while times are good. So if you value 
the financing part of your profit, we urge you to keep a tight 
rein on your showroom operations and support your finance com- 
pany in every way you can. Associates can offer you a full pack- 
age of financial services, including floor planning and non-recourse 
contracts. We’ve been ready with the money for dealers for 41 
years, in good times and bad, and our service fully reflects these 


years of experience. Why not sell your next contract to Associates? 
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Associates Investment Company 
South Bend, Indiana 

Associates Discount Corp. 
Associates Discount (Canada) Ltd. 
Emmco Insurance Company 
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Ford pickup, 
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$130". PLYMOUTH—’55 Savoy (8) 4-dr., $520, 
’55 Firedome 4-dr., $850*. ’54 Belvedere (8) 4-dr., $525; 1 
e e DODGE—’57 Coronet (8) 2-dr. hardtop, (6) 2-dr. hardtop, $450; 2-dr., 
$1,250*, "52 4-dr., $125. 
seaq-CL aor uCcTION rices ‘54 ‘Coronet (8) 4-dr., $620*, $495*; PONTIAC—'55 Star Chief 2-dr. Catalina 
Royal (6) 2-dr, hardtop, $180*, $790*. 
EDSEL—’58 Pacer 2-dr. hardtop, $1,260*. "53 Chieftain 4-dr., $190, $160. 
FORD—’60 Galaxie (8) 4-dr., $2,835* (ps). ’52 Chieftain station wagon 4-dr., $255, 
‘59 Galaxie (8) 2-dr., $2,250* (ps); ’51 Chieftain 2-dr, Catalina, $200*. 
(Continued from Page 53) Country Sedan (8) 4-dr., $2,190*, . J (8) 4-dr., $1, 
800*; Fairlane 500 (8) 2-dr., $2,080* 625, 2 at $1,600; Lark (6) 4-dr., $1. 
045*; %-ton (6) pickup, $930*; Ford | CADILLAC—’59 Eldorado Seville, $5,700* (ps); Fairlane (8) 2-dr., $1,990* (ps). 530. ‘ 
(8) F-100 pickup, $900, $895, $880, (ps); (62) Coupe de Ville, $3,750* ’58 Country Sedan (8) 4-dr., $1,800*; WILLYS—’54 station wagon, $675. 

"66 Ford (8) F-100 pickup, $855; (6) (ps). Fairlane 500 (8) 2-dr, Victoria, $1,- MISCELLANEOUS—’59 Chevrolet E) Cam. 
F-100 pickup, $840; (8) %-ton pick- *58 (62) 4-dr., $2,925* (ps). 620*, $1,560* (ps); Custom (6) 2-dr., ino %-ton, $1,900; pickup, $1,675 
up, $710; (6) %-ton pickup, $680; ’57 (62) 2-dr. hardtop, $2,530* (ps). gi. 400*; Custom (6) 2-dr., $1,360, $1,- ’56S Dodge Power Wagon, 

GMC \%-ton pickup, $750*; Dodge (8) '56 Eldorado Seville, $2,525* (ps). 340. pickup, $1,260. 
¥%-ton pickup, $500 "54 (62) 2-dr. hardtop, $1,175* (ps). ’57 Country Sedan (8) 4-dr., $1,535*; ’57 Chevrolet %-ton pickup, $875. Stu. 

55 Chevrolet (6) %-ton utility, $725; "52 (62) 2-dr, hardtop, $760*. Fairlane 500 (8) 2-dr. Victoria, $1,- debaker %-ton, $725. 
(6) %-ton panel, $575; Ford (8) 1-ton "51 (62) 4-dr., , $175. 420* (ps); conv., $1,350* (ps); Fair- "56 Dodge van, $700; Chevrolet Sypb- 
pickup, $570; GMC (6) %-ton pickup, "50 (62) 4-dr., A lane (8) 2-dr, Victoria, $1,175*; Cus- urban, $690. 
$625*; Dodge (6) %-ton pickup, $470. ’49 Fleetwood limousine, $235*. tom 300 (8) 2-dr., $1,145 ’55 GMC Suburban, $600. 

"64 Chevrolet %-ton pickup, $555; Ford | CHEVROLET—’60 Corvair 700 (6) 4-dr., ’56 Country Sedan (8) 4-dr, (8 pass.), ’54 Chevrolet van, $850; 


(6) F-100 pickup, $540. 
"52 Ford (6) %-ton pickup, $350. 


’49 Ford (8) %-ton pickup, $250. 4-dr, hardtop, $2,180; Brookwood (8) ’55 Fairlane (8) 4-dr. Victoria, $940*, 

4-dr., $2,250*. $710*, $650* (ps); Country Squire (8) 

SEATTLE 58 Impala (8) sport coupe, $2,025* (ps), 4-dr, (8 pass.), $870* (ps); Ranch 

$1,920* (ps); Brookwood (8) 4-dr., Wagon (8) 2-dr., $815*; Custom (8) 

South Seattle Auto Auction, Sale every $1,875*, $1,595*; Bel Air (8) 4-dr., 4-dr., $755*; Fairlane (8) 4-dr., $675*, 

Wednesday. Prices are for sale of Nov, 4. $1,725* (ps), $1,580*; 4-dr, hardtop, 605". 

Our best sale in some time with a big $1,700* (ps), $1,650* (ps). "54 Custom (8) 4-dr., $545* (ps); Cus- 

turnout, and lots of action, ’57 Bel Air (8) station wagon 4-dr., $1,- tom (6) 4-dr., $520*. 


BUICK—’59 LeSabre 4-dr., $2,195*; 2-dr., 
1,950 
4- 56 Bel Air 


(ps) ; 2-dr., 
995* 


58 Super 2-dr, Riviera, $2,175* (ps); 
dr. Riviera, $1,995* (ps); Special 
$2,050*; 2-dr. 


’S7 Special 4-dr. Riviera, $1,490* (ps); $1,04 
2-dr, Riviera, $1,375*; » 0 
(ps); 4-dr., $1,015*; Century 4-dr. $700*; 2-dr., 

Sietare. $1,475* (ps), 

‘56 Special conv., $895*. 

’54 Century 4-dr., $245". 

"53 RM 2-dr. Riviera, $175* (ps). 

651 Special 2-dr, Riviera, $140*, $125*. 


ten 4-dr., 





$2,485*, $2,455, $2,410*. 


"59 Impala (8) sport coupe, 


595*; Two-ten (8) station wagon 4-dr., 
$1,210. (8) 4-dr., $320*; 

sport coupe, 
; Two-ten (8) 4-dr., 


$1,540*; 4-dr., 


"55 a ten (8) station wagon 


"54 Two: ‘ten (6) station wagon 2-dr., 
"53 Bel Air sport. coupe, $535; 
$305; One-fifty club coupe, $290; Two- 
$190, 
"52 Deluxe "4-dr., 
CHRYSLER—’52 Windsor 2-dr. 


$225*, $135. 


$1,145", 
Victoria, $735* (ps) 


$1,060*; 
$2,410°; 


"53 Main (8) 2-dr., 


52 Main (8) 2-dr., $170*, $155* 
’50 Deluxe (8) 2-dr. , $150 
"49 Deluxe (8) conv., $105. 
HUDSON—’55 Hornet (6) 4-dr., 
490 


$1,175* 


2-dr., 
$ 
54 Hornet (6) 4-dr. » $380*. 


880* (ps). 
‘55 Capri 4-dr., 


conv., 
$595*. 


$2,070* (ps). 
’55 Monterey sport coupe, $905* 





hardtop, 


Fairlane (8) 2-dr. 


$505, $310; Custom 
2-dr, Vietoria, $245. 











$510", 


LINCOLN—’ 57 Premiere sport coupe, $1,- 


MERCURY—’58 Park Lane sport coupe, 
(ps) ; 











Three words that sell: 
“IT’S STAINLESS TRIM’’ 


You sum up beauty, durability, and rust resistance 
in three words when you say, “It’s stainless trim.” 
Bright beauty—Armco Stainless is solid, lustrous 
metal. Beauty lasts under normal care without 
extra precautions, special cleaners, or surface 
protection. 

Durability—Tough, dense Armco Stainless resists 
denting, gouging and scratching—holds its shape 
under impacts that easily damage softer metals. 
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Rust-resistance — Armco Stainless is made to 
resist rust. It shrugs off effects of rain, snow, and 
street chemicals. Even the strongest detergents 
used at home or in wash stations won’t affect it. 

For auto trim, no other material can approach 
all these sales features of Armco Stainless Steel. 
So remember, to help clinch sales, just say, “It’s 
stainless.” Armco Steel Corporation, 2519 Curtis 
Street, Middletown, Ohio. 


ARNCO STEEL 








Armco Division © Sheffield Division © The National Supply Company © Armco Drainage & 
Metal Products, Inc. © The Armco International Corporation © Union Wire Rope Corporation 





Montclair conv., 


$650*. 
’54 Monterey sport coupe, $445*. 
’53 Custom sport coupe, $390*. 
NASH—’55 Ambassador 4-dr., $700*. 


’53 Statesman 4-dr., $415*. 
OLDSMOBILE—’58 (88) 2-dr. 
$2,010* (ps), $1,940* (ps). 
’57 (88) Super 2-dr, Catalina, $1,700* 


Catalina, 


(ps). 
’56 (98) 2-dr, Catalina, $1,255* (ps). 
55 (88) 2-dr,. Catalina, $950*, $775*; 
(88) Super 4-dr, Catalina, $875* (ps). 
PLYMOUTH—’57 Suburban (8) 4-dr., $1,- 
440*, $1,325*; Plaza (6) 2-dr., $940. 
’56 Suburban (8) 2-dr., $975* 
55 Belvedere (8) 4-dr., 
Savoy (6) 2-dr., $515*. 
’54 Suburban 2-dr., $580*. 
’53 Cranbrook 2-dr., $370. 
’52 Cranbrook 2-dr., $175 


$850* (ps); 


PONTIAC—’56 Star Chief 4-dr., $1,020*. 
’55 Chieftain 2-dr., $545*. 
’54 Chieftain 2-dr., $575*; 2-dr., $335*; 
conv., $325* (ps). 
be a 2-dr. Catalina, $385*; 4- 
$245. 
+52 "Chieftain 4-dr., $190*, $180*. 
RAMBLER—’59 Custom Cross Country, 
$2,445*; Super 4-dr., $1,685. 
’54 Custom 4-dr., $460. 
STUDEBAKER — °'55 Commander 4-dr., 
$535". 


’54 Commander station wagon, $520*. 
MISCELLANEOUS—’'58 Chevrolet (6) %- 
ton pickup, $1,325, 
’56 Chevrolet (6) %-ton pickup, $850. 
55 Chevrolet (8) %-ton pickup, $785, 
Ford (8) %-ton pickup, $685, 


"54 Ford (8) %-ton pickup, $600. 
’53 Ford (6) %-ton pickup, $450*. 


SALT LAKE CITY, UTAH 


Salt Lake Auto Auction, Sale every 
Thursday. Prices are for sale of Nov. 5. 
BUICK—’59 Electra 4-dr. hardtop, §$2,- 

830* (ps); Invicta 2-dr, hardtop, $2,- 
295°. 


"58 Special 2-dr., $1,250 

’57 Super 4-dr. Riviera, 
Special 4-dr., $1,105 

56 Super 4-dr, Riviera, $820* (ps). 

’55 Super 2-dr., $735* (ps). 

’54 Special 2-dr., $305. 

53 RM 2-dr. Riviera, $265* (ps). 

CADILLAC—’57 (62) 2-dr., $2,600* (ps). 

’56 (62) 2-dr., $1,735* (ps). 

*55) (62) Coupe de Ville, $1,680* (ps), 
$1,450* (ps); 2-dr, hardtop, $1,330* 
(ps). 

"54 (62) Coupe de Ville, $1,280* (ps); 
(60) Special 4-dr., $1,235* (ps). 

"53 (62) 4-dr., $710* (ps), $505* (ps). 

CHEVROLET—’59 Impala (8) 2-dr., $2,- 
400* (ps); 4-dr. hardtop, $2,375* (ps); 
4-dr., $2,225* (ps); Bel Air (8) 4-dr., 


$1,475* (ps); 


$2,125* (ps), $2,050* (ps); Biscayne 
(6) 4-dr., $1,650. 
"58 Impala (8) conv., $1,700*; Bel Air 


(8) 2-dr, hardtop, $1,585; Biscayne (8) 
2-dr., $1,350*; Biscayne (6) 2-dr., $1,- 
5. 


165. 

’57 Bel Air (8) 4-dr, hardtop, $1,445* 
(ps); Two-ten (8) station wagon, $1,- 
435; 4-dr., $1,200. 


56 Two-ten (8) 2-dr., $965; Two-ten 
(6) 4-dr., $790*, 

55 Bel Air (8) 2-dr. hardtop, $980*; 
4-dr., $900*, $815* (ps); Two-ten (8) 
station wagon, $875* (ps); Two-ten 
(6) 4-dr., $745; 2-dr., $570*, 

*54 Two-ten 4-dr., $435. 

’53 Two-ten 4- = $445, $345. 

’51 4-dr., $140 

CHRYSLE: R—'57 “Windsor 4-dr. hardtop, 
$1,330. 


57 Firedome 4-dr., $1,105* (ps). 

DODGE—’58 Sierra (8) 4-dr., $2,050* (ps). 
’55 Royal (8) 4-dr., $565* (ps). 

FORD—’59 Galaxie (8) conv., $2,235* 


(ps). 

58 Country Sedan (8) 4-dr. 
$1,675*; 4-dr., 
(8) 4-dr. Victoria, $1,625, $1,560; Cus- 
tom 300 (8) 4-dr., $1,265* (ps), $1,- 
225° 


’57 Fairlane 500 (8) 2-dr., $1,350; 2-dr. 
Victoria, $1,340*; Fairlane (8) 4-dr. 
Victoria, $1,305*; 4-dr., $1,$50; Ranch 

. Wagon (8) 2-dr., $1,140; Country Se- 
dan (6) 4-dr., $1,000; Custom 300 (8) 
4-dr., $835. 


(9 pass.), 


"56 Country Sedan (8) 4-dr, (9 pass.), 
$1,050; Fairlane (8) 4-dr, Victoria, 
$920*; conv., $660* (ps). 

"55 Country Sedan (8) 4-dr., $855; Ranch 
Wagon (6) 2-dr., $600; Custom (8) 
4-dr., $555. 

’54 Country Sedan (8) 4-dr. (9 pass.), 


$510; Main (8) 4-dr., 
"46 2-dr., $325. 
LINCOLN—’54 Capri 4-dr., $665. 
‘52 Cosmopolitan 2-dr, hardtop, $260*. 
MERCURY—’57 Commuter 4-dr., $1,455* 
(ps); Monterey 4-dr, hardtop, $1,255* 
(ps). 
’56 Monterey 4-dr., $805*. 
563 Custom 2-dr., $215. 


$345. 


NASH—’56 Statesman (6) 4-dr., $690*. 
’51 station wagon, $135. 
OLDSMOBILE—’'59 (88) 4-dr. Holiday, 


$2,530* (ps). 

’58 (88) 2-dr. Holiday, $1,900* (ps). 

56 (88) 4-dr. Holiday, $895*. 

’55 (98) 2-dr. Holiday, $835*. 

*54 (98) 2-dr. Holiday, $885* (ps); (88) 
conv., $730* (ps). 

"53 (88) 4- dr., $205*. 

"B2 (98) 4-dr., $275*. 


CADILLAC—'57 (62) 2-dr. 


CHEVROLET— 59 Impala (8) 2-dr. hard- 


CHRYSLER—’57 NY 4-dr., 
EDSEL—’58 Ranger 4-dr., $1,325 
FORD—’59 Galaxie 


ae $390*, $340; Main (8) 2-dr., 
$335*, $330*, $315. 

IMPERIAL 57 Imperial 4-dr. hardtop, 
$1,955* (ps). 

LINCOLN—’55 Custom 2-dr, hardtop, 


MERCURY—’'58 Colony Park 4-dr., §$1,- 


OLDSMOBILE—’58 (88) Super 2-dr., $1,- 


PLYMOUTH—’57 Savoy (8) 4-dr., $890*, 


$475. 
PONTIAC—’59 Catalina 4-dr. hardtop, $2,- 


WEST -PALM BEACH, FLA. 


every Thursday. Prices are for sale of 
Nov. 5. Buyers very selective. Sales were 
good, but only on clean units, 
cars out of 133 offerings. 

BUICK—’57 Riviera Estate Wagon 4-dr., 


$570. 
’53 Ford pickup, $440. 


NASHVILLE, TENN. 


Nashville Auto Auction, Sale every 


Wednesday. Prices are for sale of Nov, 4, 
Late model cars brought premium prices 
compared to last weeks prices, Sold 12] 
cars from 199 consignments. 
BUICK—’'57 Special 2-dr., 


$1,255"; 4-dr, 
Riviera, $1,100* 

"56 Special 4-dr, 
4-dr., $725*. 

‘55 Special 2-dr, 
$655* 


‘Riviera, $975*, $890": 


Riviera, $690*; 2-dr., 

’54 Special 4-dr., $585* (ps). 

’53 Special 2-dr., $355*, $255*. 

hardtop, §2,- 
255* (ps). 

55 (62) 4-dr., $1,315* (ps); 2-dr. hard. 
top, $1,175* (ps). 


$2,175*, $2,005* 

’58 Impala (8) 2-dr, hardtop, $1,705*; 
Bel Air (8) 4-dr., $1,645*, $1,485*, 
$1,475*; Biscayne (8) 4-dr., $1,365, 
$1,330, $1,295*, $1,275, $1,270. 

’57 Bel Air (8) 2-dr. hardtop, $1,490*, 
$1,305*; 4-dr., $1,235*; Two-ten (8) 
4-dr., $1, 255; "Two- ten (6) 2-dr., $925. 

"56 Two-ten (6) station wagon 4-dr., 
$955*; 2-dr., $785*; Bel Air (6) 4-dr., 
$955*. 

’55 Bel Air (8) 2-dr. hardtop, $905; 2- 
dr., $605*; 4-dr., $705*; Two-ten (6) 
4-dr. , $700*. 

’54 Bel Air (6) 4-dr., $195*. 


top, $2,300", 


$1, af (ps). 


(8) 2-dr. Victoria, 


$2,430*, $1,905*; Fairlane 500 (8) 4- 
dr., $1,870*; Fairlane (6) 4-dr., §1,- 
275. 


’58 Fairlane (8) 2-dr., $1,270 

’57 Fairlane 500 (8) 4-dr., $1, 185°; Cus- 
tom (8) 2-dr., $930*. 

"56 Fairlane (8) 2-dr., $915* (ps), $835*; 
2-dr, Victoria, $700*; 4-dr.. $865* 
(ps); Main (8) 4-dr., $675, $545. 

55 Fairlane (8) 2-dr, Victoria, $750*, 
$725*; 2-dr., $735, $725*, $705*, $680*, 
$655". 

’54 Crest (8) 2-dr. Victoria, $465. 

"53 Crest (8) 2-dr. Victoria, $445, 


$680* (ps). 


705* (ps); Monterey 4-dr., $1,295*. 
’56 Custom 4-dr, hardtop, $865*. 
’55 Montclair 2-dr, hardtop, $905* (ps); 
Monterey 4-dr., $615* . 
’53 Monterey 2-dr,. hardtop, $235*. 


805* (ps). 
’57 (88) 4-dr., $1,380* (ps). 
’56 (88) Super 4-dr., " 
"55 (98) 4-dr., $885* (Pp 
"54 (88) Super 4-dr., “3565 (ps); (88) 
2-dr., $525*. 
53 (88) 4-dr., $490*. 


75*. 
’56 Belvedere (8) 2-dr. hardtop, $855*; 
Savoy (8) 4-dr., $670* 
’55 Belvedere (6) 2-dr., $525; Savoy (8) 
4-dr., 


455* (ps). 
’57 Chieftain 4-dr., $1,180*. 
’56 Chieftain 4-dr, Catalina, $970* (ps). 
’55 Chieftain 4-dr., $815* (ps). 
’54 Chieftain 4-dr., $395* (ps). 


West Palm Beach Auto Auction, Sale 
Sold 96 


$1,505 
(Continued on Page 59, Col, 1) 





$1,585; Fairlane 500 


Produced by Firestone— 


said to feature high-tensile nylon cord 
as demonstrated here by Shirley Rose 
Volke. Firestone becomes the first Ameri- 
can rubber company to produce its own 
nylon filament yarn for the production of 
tire cord, with the announcement that the 
firm had purchased a manufacturing site 
at Hopewell, Va. 








The Firestone Premium Quality tire is 
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Used-Car Auction Prices 























» $255.7 Le 
$1,. 
#1. 56 Special 2-dr. Riviera, $850*. 

» Super conv., $620, $570; Century 2- 
| Cam ir. Riviera, $600*; RM 4-dr,. Riviera, 
ee $535* (ps). 

- Fora ‘54 Special 2-dr, Riviera, $445*; Century 
conv., §$360* (ps). 
Stu. 53 RM 4-dr. Riviera, $265* (ps). 
CADILLAC—’59 (62) conv., $4,150* (ps). 
Sub- 58 (60) Special 4-dr. hardtop, $3,200* 
ps); (62) 4-dr, hardtop, $2,800* (ps). 

55 (60) Special 4-dr., $1,395, $1,075* 
ickup, (ps). 

54 (62) 4-dr., $800* (ps). 

CHEVROLET—’'59 Brookwood (6) 2-dr., 
$1,800. 

58 Biscayne (8) 2-dr., $1,295*; Bis- 

cayne (6) 2-dr., $1,180*. 
very ‘57 Two-ten (6) station wagon 2-dr., 
ov, 4 $1,000; 2-dr., $950; Two-ten (8) 2-dr., 
prices $915*. 

i 121 56 Bel Air (8) conv., $865*; Two-ten 

(8) 2-dr. hardtop, $725*; Two-ten (6) 
4-dr, 2-dr., $660. 

55 «Bel Air (6) 2-dr, hardtop, $700; 
890°; Nomad 2-dr., $515; Bel Air (8) 4-dr., 
F $675; Two-ten (8) station wagon 4-dr., 
2-dr., $650*; 2-dr., $410; Two-ten (6) 2-dr., 

$355. 

54 Two-ten 4-dr., $365°*. 

CHRYSLER—’55 Windsor 2-dr. hardtop, 
$2,- $640* (ps). 
h ’54 Windsor 2-dr., $335*. 
ard- § pesoTO—'57 Firedome 4-dr., $1,150* (ps). 
h 54 Firedome 2-dr., $160* (ps). 
ard- § nonGE — '55 Coronet (8) 4-dr., $385°; 
705*: Coronet (6) 2-dr., $360. 
485°. FORD—'59 Galaxie (8) conv., $1,875* 
: (ps). 
365, 158° Fairlane 500 (8) Skyliner, $1,650*; 
490° Country Sedan (8) 4-dr., $1,350. 
¢ ‘67 Fairlane 500 (8) conv., $1,155*; 
(8) Country Sedan (8) 4-dr., $1,105* (ps); 
$925, 
i-dr., 
t-dr., 
5; 2 
5|| Gsed im 
(ps). G 
oria, ars 
1) 4 
$1,- 
BORDENTOWN, N. J. 
Cus- | DKW—’'58 2-dr. hardtop, $1,000. 
Jaguar—'59 XK150 conv., $2,950. 
35°; Metropolitan—'56 conv., $385. 
865* Simea—’59 Aronde 4-dr., $1,180. 
Volkswagen—’59 2-dr., $1,040. 
750°, 58, $1,170. 
80°, 
DYER, IND. 
Simea—'59 4-dr., $1,000. 
ony Volkswagen—’58, $860. 
- EBENSBURG, PA. 
1 Opel—’58 2-dr., $850. 
ie: FLINT 
$1,- Vauxhall—’59 Super 4-dr., $1,200. 
Pe 
' LOS ANGELES 
PS); | Hiliman—’54 Minx 4-dr., $315. 
Jaguar—’58 4-dr., $2,300°. 
Metropolitan—'57 2-dr., $915. 
$1,- | Renault—’58 4-dr. Dauphine, $1,040, $885. 
Triumph—’58 TR-3 roadster, $1,690, $1,- 
000. 
Volkswagen—’'58 2-dr., $1,185. 
"56 2-dr., $1,000, $795. 
(88) "54 2-dr., $450, 
90° MANHEIM, PA, 
‘ Borgward—’59 Isabella, $2,280, $1,400. 
55%; | Datsun—'59, $785. 
Fiat—’59 (1200), $1,460. 
(8) "57 (1100) 4-dr., $700. 
Ford (English)—’55 Consul, $380. 
$2,- —'59 station wagon 4-dr., $1,785. 

'58 station wagon, $850. 

’57 station wagon 2-dr., $675. 

Ds). —'58 XK120 conv., $2,000; XK150 
2-dr., $1,475. 

"57 3.4 Litre 4-dr., $1,485. 

Mercedés—’59 (190) conv., $3,675; (210) 
\ 4-dr., $2,700. 
* ‘58 (300) conv., $5,325; (2205) 4-dr., 
sale $2,875. 
of | Metropolitan—’59 2-dr., $1,185. 
ere "58 2-dr. hardtop, $840. 
96 "57 conv., $670. 
Opel—’59 station wagon, $1,750. 
ir Renault—’59 4-dr., $1,110. 





is 
rd 


ri- 
vn 
of 
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"58 4-dr., $955. 
’57 station wagon, $650. 
Taunus—’59 station wagon, $1,470. 
Triumph—’59 station wagon, $920. 
"58 4-dr., $700. 
’55 conv., $730. 
Vauxhall—’59, $1,260. 
Volkswagen—’60 2-dr., $1,725; $1,720, $1,- 
700, $1,690. 
’59 Karmann-Ghia 2-dr., $1,885; Micro- 
cn $1,725; Deluxe 2-dr., $1,550, $1,- 
4 


"58 2-dr., $1,690; $1,290, $1,280. 
’57 Karmann-Ghia 2-dr., $1,275; 
roof 2-dr., $1,160. 
"54 2-dr., $640, 
Volvo—’58 2-dr., $1,315. 
Wartburg—’59 Deluxe station wagon, $1,- 
000; station wagon 2-dr., $630. 


MASON CITY, IA. 
Renault—’'59 Dauphine 4-dr., $1,260. 


NASHVILLE, TENN. 
MG—’'58, $1,490. 


PORTLAND, ORE. 

Goliath—’ 57 2-dr., $430. 

Volkswagen—’58 2-dr., $1,220. 
"57 2-dr., $1,050, $1,015. 


sun- 


SEATTLE 
Fiat—'59 (1100) 4-dr., $1,180. 
"58 4-dr., $990 


Lloyd—’57 station wagon, $295. 

Simca—’'59 station wagon, $1,350. 

’58 hardtop, $965. 

olkswagen—'58 Karmann-Ghia hardtop, 
$1,800; 2-dr., $1,405, 


WEST PALM BEACH, FLA. 

MG—'59 (A) conv., $1,445. 

‘58 Magnette 4-dr., $1,325; (A) roadster, 
$1,310, 

Mctropolitan—'58 conv., $830. 

Renault—’57 Dauphine 4-dr., $675. 

Simea—'58 Elysee 4-dr., $755. 


(Continued from Page 58) 


Fairlane (8) 2-dr, Victoria, 
Custom (8) 4-dr., $800, $685* 

*56 Custom Sedan (8) 4-dr., $865* (ps), 
$695; Parklane (8) 2-dr., $720* (ps); 
Ranch Wagon (8) 2-dr., $660; Ranch 
Wagon (6) 2-dr., $550; Fairlane (8) 
conv., $640*; Custom (8) 4-dr., $690*, 
$600*. 

’55 Country Sedan (8) 4-dr., $675* (ps), 
$660*; Country Squire (8) 4-dr., $645* 
(ps); Ranch Wagon (8) 2-dr., $550, 
$485; Fairlane (8) 4-dr., $560*; Vic- 
toria 2-dr., $370*; 4-dr., $400; Custom 


$1,000* ; 


(8) 2-dr. ,$535*, $490*, $450; Main 
(8) 2-dr., $385, $360. 

54 Country Sedan (8) 4-dr., $515*, 
$310*; Custom (8) 4-dr., $420; 2-dr., 


$360*; Crest (8) 2-dr. Victoria, $370*. 
’53 Crest (8) 2-dr. Victoria, $450* (ps), 
$365*; conv., $240*, $210*; Custom (8) 
2-dr., $270. 
LINCOLN—’53 Capri 2-dr. hardtop, $270* 


(ps). 
MERCURY—’57 Monterey 2-dr. hardtop, 
$1,100". 


’56 Custom station wagon 4-dr., $695*; 
Monterey 2-dr, hardtop, $665* (ps). 
55 Montclair conv., $710* (ps); 2-dr. 


hardtop, $675*; Monterey 4-dr., $560*, 
* 


$525 
’54 Monterey 2-dr. hardtop, $360*. 
’53 Custom conv., $340* (ps); Monterey 


2-dr. hardtop, $285*. 


NASH—’'57 Ambassador 4-dr., 
56 Ambassador (8) 2-dr., 


OLDSMOBILE — ’57 (98) 4-dr. 





$810* (ps). 
$590°*. 


Holiday, 


$1,500* (ps); 4-dr., $1,275* (ps). 
"56 (98) 4-dr., $910* (ps); (88) 2-dr. 

Holiday, $775*; 4-dr. Holiday, $740*. 
"55 (98) 4-dr., $720*. 

’54 (88) 2-dr. Holiday, $370*. 
PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
410* (ps); Plaza (6) 2-dr., $770. 

’57 Plaza (6) 4-dr., $780*. 
"56 Suburban (6) 4-dr., $630. 
'55 Plaza (8) 4-dr., $385, $380. 
PONTIAC—’57 Chieftain 4-dr, Catalina, 
$1,300* (ps). 
RAMBLER—’ 57 Super 
"56 Deluxe 4-dr., $755*. 
STUDEBAKER—’59 Lark (6) station wag- 
on 2-dr., $1,475. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Nov. 6. Weather cold 
and cloudy all day but another good sale. 
Lots of action on sharp cars. A very strong 
demand for all model clean cars. Sold 186 
cars from 309 consignments, 
BUICK—’56 Special 4-dr., 

conv., $650* (ps). 

"55 Century 2-dr. 


(6) 4-dr., $715. 
. 





$800; Super 


Riviera, $690* (ps), 


$630*, $510*; Super 4-dr., $545* (ps); 
Special 4-dr. Riviera, $365*. 

’54 Super 2-dr. Riviera, $350 *(ps); 
Century 2-dr. Riviera, $255* (ps); 
Special 4-dr., $165. 

53 RM 2-dr. Riviera, $290*; Century 
4-dr., $245*; Special 2-dr., $155*; 4- 
dr., $105*. 

CADILLAC—’54 (62) 4-dr., $910* (ps). 


CHEVROLET—’59 Impala (8) 4-dr., $1,- 
850*. 

58 Bel Air (8) 2-dr., $1,510*; Brook- 
wood (8) 4-dr., $1,500; Biscayne (6) 
2-dr., $1,295*. 

’57 Bel Air (8) 2-dr., $1,350*%; 2-dr. 
hardtop, $1,300*%; Two-ten (8) 4-dr., 
$1,000*; Two-ten (6) 2-dr., $850. 

56 Bel Air (8) 4-dr., $850*; Two-ten 


(8) 4-dr., $785*; 2-dr., $570; Two-ten 





(6) 2-dr., $475. 

"55 Bel Air (8) 2-dr., $655*; 4-dr., 
$515*, $415; Bel Air (6) 4-dr., $460*; 
Two-ten (8) 4-dr., $575*; 2-dr., $325, 
$300; Two-ten (6) 4-dr., $505*, $435*; 
One-fifty (6) 2-dr., $305. 

’54 Bel Air 2-dr., $490*, $405; 4-dr., 

00* 


53 Two-ten 2-dr., $225; 4-dr., $150. 
CHRYSLER—’55 NY conv., $390*. 
’53 2-dr., $110*. 
DeSOTO—’55 Firedome 2-dr. hardtop, 
$490* (ps). 
DODGE—’55 Coronet (8) 4-dr., $290*. 
’53 Coronet (8) 4-dr., $205*; 2-dr. hard- 
top, $150*. 
EDSEL—’58 Ranger 4-dr., $1,020* 


FORD—'59 Fairlane 500 (8) 2-dr. Victoria, 
$1,975* (ps). 
"58 Custom (6) 4-dr. 


, $1,125*; Custom 
300 (8) 4-dr., $1,000*. 

"57 Country Sedan (8) 4-dr., $1,190* 
(ps), $1,090*; Fairlane 500 (8) conv., 
$1,150*, $990*; 2-dr. Victoria, $1,095*; 
Custom 300 (8) 2-dr., $940*, $885", 
$735*; Custom (8) 2-dr., $830*. 

’56 Fairlane (8) 4-dr., $725* (ps); Cus- 
tom (8) 4-dr., $610*; Custom (6) 4- 
dr., $530, $455*. 

’55 Ranch Wagon (8) 2-dr., $620, $605*, 
$590*; Fairlane (8) 2-dr. Victoria, 
$550*, $485*, $470*, $375*; conv., 
$475*; 2-dr., $445*, $375; 4-dr., $400*. 

’54 Custom (8) 2-dr., $325*; 4-dr., $245*, 
$145*; Main (8) 4-dr., $320*; 2-dr., 
$295*; Crest (8) 2-dr. Victoria, $165. 

HUDSON—’55 Wasp 4-dr., $290*; Hornet 
4-dr., $250*. 

LINCOLN—’56 Capri 4-dr., $925* (ps). 

MERCURY— 57 Monterey 4-dr., $935*. 

56 Monterey 4-dr., $710*; Custom sta- 
tion wagon, $650*, 

55 Custom station wagon, $550*; 2-dr. 
hardtop, $495*; 4-dr., $250. 

’54 Monterey 2-dr., $295*; Custom 4-dr., 
$275*; 2-dr., $275°. 

’53 Monterey conv., $135*; 4-dr., $115*. 





NASH—’ 57 Custom (8) 4-dr., $1,100* (ps). 
’54 Statesman (6) 4-dr., $190* 


OLDSMOBILE—’57 (88) 2-dr. Holiday, 
$1,285* (ps). 

’56 (88) 4-dr., $910*; 2-dr., $695*. 

‘55 (88) 2-dr. Holiday, $785* (ps); 4- 

dr., $355* (ps). 

’54 (88) Super conv., $310* (ps). 
PACKARD—’55 Clipper 4-dr., $485*. 
PLYMOUTH—’57 Fury (8) 2-dr., $990° 

(ps). 
56 Belvedere (6) 4-dr., $690*; Savoy 


(6) 2-dr., $470*; Plaza (6) 2-dr., $400; 
Plaza (8) 2-dr., $390. 

’55 Suburban (8) 2-dr., $395*; Belvedere 
(6) 2-dr. hardtop, $355*; Savoy (6) 
4-dr., $310, 

’54 Belvedere 2-dr. hardtop, $310; 4-dr., 
$290*; Plaza 4-dr., $120*. 





PONTIAC—’56 Star Chief conv., $605*. 
'55 Star Chief conv., $735*; Chieftain 
station wagon, $490*; 2-dr. Catalina, 
$395*; 2-dr., $390*. 


’54 Star Chief 2-dr. Catalina, $435*; 4- 
dr., $370*; Chieftain 4-dr., $145*. 
STUDEBAKER—’55 Commander (8) 2-dr., 

$400*; 4-dr., $390*; Champion (6) 2- 
dr., $290, $220. 
MISCELLANEOUS—’57 Ford %-ton, $790. 
’56 Chevrolet %-ton truck, $595. 
’54 Chevrolet %-ton, oons. 
* 7 


— Auctions in Brief — 


CALDWELL, N. J. 

Skyline Auto Auction, Sale every Thurs- 
day (Nov. 5), Sales percentage way up 
this week as many new car dealers were 
outbidding used car dealers for merchan- 
dise, Market continues to be firm as clean, 
used cars continue =» gone. 

* 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (Nov. 6). Weather: Rain. Sold 79 per- 
cent of 670 consignments. 








Volvo—’58 2-dr., $1,095. 











AVE DRIVERS 3+ A GALLON! 


EARN YOURSELF *1 A MINUTE! 


Big money 
or everybody 


spectacular 
FRAM 

AIR FILTER 
DRIVE 


Dry type air filters are today’s fastest 


growing service item 


nal equipment by all car manufac- 


turers. 


Automotive authorities agree these 
filters clog with dirt and can cut 


gas mileage up to 


clogged filters with fresh Fram Filters 
—you can save customers as much as 
3¢ a gallon on gas! It’s a great sales 
story—in a great new replacement 


market. 


Fram now puts you into this big- 
profit business fast— 


scale air filter sales 


full supply of Fram Air Filters—and 


cash in. 


An order of only 10 Fram Air Filters will put you 
in this profitable business—and will allow you to service 


90% of all cars that need an air filter change! 





GAS-SAVING STORY MAKES NEWS! National magazine advertising and a coast- 


to-coast outdoor campaign are delivering over 700 million FRAM ad messages 
this year. Don’t miss out on big air filter profits—Act Now! 


—used as origi- 


10%. Replace 


TIE IN! This dramatic poster makes 
you headquarters for gas-saving 
service! Display it. Get full benefit 
of Fram’s hard-hitting advertising. 


with this full 
drive. Order a 


*patented 
tpatent pending 





BOOST 
GAS 
MILEAGE 

107 


AIR FILTER 





CASH-IN! Earn $1 a minute! It 
takes less than 2 minutes to install 
a new Fram Air Filter—and the 
profit is almost $2! Sales come easy 


when you use a Fram Inspect-O- 
Scope* or Inspect-O-Litef. ; 


O/L*AIR*FUEL*WATER 





Fram Corperation, Providence 16, R. I. 


———————E—E—E——— 
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Dodge Veteran’s Optimism Is Typical of Southwest . . . 





Ark. Dealer Eyes Best 


By L. H, Houck 
Travelling Correspondent 
CONWAY, Ark—Even with a 
steel strike and cars hard to get, 
dealers in this part of the country 
are looking for their biggest year 
since 55, 
United Motors Co. (Chrysler- 
pate is set for its big- 
gest year, said Leo Crafton sr., 
= a Dodge dealer since 


i year ago there were eight 
auto dealers in Conway. Today 
there are four. During the year 
dealers for Mercury, Oldsmobile, 
Buick and Chrysler-Plymouth 
dropped out. The Ford dealer took 
Mercury and United Motors took 
Chrysler. Plymouth and Buick are 
still out. 

There isn’t a Plymouth dealer 
within 30 miles of Conway. United 
is happy with Dart, which has 
drawn big crowds and a lot of or- 
— in this college town, Crafton 


Leo Crafton jr., sales manager, 
said he thought four dealers 
would sell more Guckwe an this year 
than — dealers did last year. 
There also should be more legiti- 
mate profit, he added. 

Another son, William H. Crafton, 
is general manager of the firm. 

Leo Crafton sr, has sold many 
people in the area all the autos 
they have ever bought. 

It ig not unusual for an old-time 
customer to come in at new-model 
_— look the new crop 9 4 a 

ask to have one ready by 2 
the next day, he said. 

“When they buy like that, it sure 
puts the dealer on a spot,” Leo 
Crafton jr. told Auvromortive News. 
“You’ve got to make it right.” 

United has a good slogan: “If 
you like the car you bought from 
us tell your neighbors; if you don’t 
like it, tell us.” 

And United means bring it to 
the shop for whatever it needs 


tomers and prospects are told 
that United values delivering 
good service above selling a vol- 
ume of cars, the younger Crafton 


But being a veteran dealer 





Chicago Unit Lists 
U.C. Depreciation 


CHICAGO.—A $200 used car will 
depreciate $15 per month while sit- 
ting on the lot, and a $1,200 unit 
will drop $71.40, the Chicago Auto- 
mobile Trade Assn. informed its 
members. 


The dealer group quoted figures 
supplied by Newspaper Agency 
Corp. Daily and weekly deprecia- 
tion also was listed, 

Monthly depreciation on used 
cars in other price classes was: 
Car valued at $400-$500—$21; car 
valued at $600-$700—$36; car valued 
at $800-$900—$48, and car valued at 
$1,000-$1,100—$59.50. 





Snow Tire for Compacts 
Being Built by Goodrich 

AKRON.—A 13-inch snow tire 
for U. S. compact cars is being 
built by the tire division of B. F. 
Goodrich Co. 

The tire has 75 percent more 
tread rubber than the standard 
compact tires and features the 
oversize Trailmaker Silvertown 
thread, the company said. 











MR. SALES MANAGER! 


You'll find ST. CLAIR INN, just 50 
miles upriver from Detroit, THE 
place for good sales meetings! 
Everything you need plus resort 
atmosphere and complete controll 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 


St. Clair Inn and Country Club 
OPEN ALL YEAR... ON THE SCENIC ST. CLAIR RIVER 
Owned ond operated by the Holdens 
ST. CLAIR, MICHIGAN «¢ dial FA 9-2222 














doesn’t mean you can wait for 
prospects to come in and buy. 
While United uses most of the 
standard standbys—such as direct 
mail, newspaper advertising and 


Year Ever 


there is nothing better than to take 
the car you want to sell out to a 
prospect you think ought to buy it 
and talk to him face to face, That’s 
the backbone of our simple pro- 


radio or TV, now and then, a great| 8™am. 


deal of dependence isn’t placed on 
these mediums, according to Leo 
Crafton jr. 

“We don’t even go strong on tele- 
phoning lists of names,” he said. 
“We've found over the years that 





Compact Cars to Get 
Their Day in Court 


HOUSTON. — Court aides who 
do nothing but serve legal papers 
don’t need cars with a lot of 
horsepower, County Judge Bill 
Elliott told the County Commis- 
sioners Court. 

He recommended that the 
county consider purchase of the 
U. S. compacts for use in this 
type of work. 








“We have no hesitation in leav- 
ing a demonstrator with a pros- 
pect over the weekend,” he con- 
tinued, “This shows the customer 
that we want to please him and 
that we’re not afraid of the per- 
formance of our cars. 

“This kind of demonstration has 
become standard procedure for us 
and it brings in solid results with 
the right people. When you leave a 
car with a prospect on Saturday 
he has a chance to show it to 
friends and relatives who may want 
to try it out themselves. Then when 
he comes in Monday, he is often 
ready to select the model he wants. 
We have had three and four sales 
from one such demonstration.” 

United tries to make its service 
so efficient that no owner could 
be dissatisfied. The Craftons make 





it clear that when the new or used 
car is delivered, their responsibility 
is just beginning—not ending. 

Being only 32 miles from Little 
Rock, United is a target for city 
folks who regularly shop 50 miles 
or more around the city. 

“We used to try to get the 
shopper out of our hair,” Leo 
Crafton jr. said, “but we now 
believe that the shopper is here 
to stay and so now we try to sell 
him. 

“IT had half a dozen in today, but 
one in particular said he was get- 
ting figures from half a dozen deal- 
ers in as many towng and would 
like the figures on our deal. 

“We know our cost, and we know 
how much above our cost we want 
to stop, so we give these shoppers 
our regular deal,” he continued. “As 
a result we get our share of the 
deals from the shoppers. 

“One thing is certain, almost all 
of these shoppers are prospects and 
they’re out to get the best deal. 
But what many of them have 
learned during the past few years 
is that the dealer with the lowest 
price is not always the best deal.” 

He said United has had more in- 
terested visitors to look at the ’60 
line than it has had in many years. 





59 Rambler Wins. 


First American 


International Rally 


LOS ANGELES.—A 1959 Ram- 
bler, driven by Les Scott and navi- 
gated by Ted Sparks, won first 
place in the first annual American 
International Auto Rally, spon- 
sored by the American Rally Club. 

A Thunderbird driven by Duane 
Sparks, Ted’s father, finished in 
second place. Jack Sparks, a 
brother of Ted, was the navigator 
in this car. 

The winners received only 33 
penalty points during the 3,200-mile 
run, while the runnersup chalked 
up 42. Sixty of the 68 cars which 
started were around for the finish, 

Third spot went to a Fiat driven 
by William Rector and navigated 
by George Blondin. Other honors 
went to a Triumph, operated by 
Doug Kennedy and navigated by 
Alex Thompson, and a Corvair, 
piloted by Lewis E. Krafft and 
navigated by James E. Bickham. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





The American Automotive Industry — the world's 





Ww conrrot 


\ i844 






aim 










Schrader’s famous tire valve operating principle is the 
Ace of Standardization for the vast numbers of 
tires now in use in countries around the globe. 


Complete tire-air 


AFRICA 
15,133,200 
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; Model 502/3.2 4-dr, sed., $6,000; Model 
5.02/Super/3.2 4-dr. sed., $6,600; Model 
4 503/3.2 conv., $11,900; Model 507/3.2 ; 
Port-of-E ntry Prices Hclie Sort cee 910,600° theater ana} Cadillacs Lead Way 
—, ame are standard on Models 503} ‘J'g Diamond Horseshoe 
|} "a peas. sot. $1-208; uses NEW YORK.—Most first- 
y n Imported Cars ski Pam sina SSS] aghtory at the opening of the 
am- BMW ISETTA 300 — sunroof, $1,048.| Metropolitan Opera this season 
L An atatin arrived in Cadillacs, according to 
aa ‘the fellowiag prices are , all models.) a a. = 2685; Touring port, Richard Manville 
first Th imported-car . 495; stat. wag., ,685; Tourin rt,| @ surv 
East Const Port of Entry figures, They BENTLEY—Series S 2 — Standard Steel | $2,845; Searing ae Coupe, $3,750. sae ee t for the Sat- 
can incinde ocean freight, U, S, excise tax | Saloon, $14,595. (Automatic transmission, CITROEN — 2CV — 4-dr. sunroof sed. 
— and import duty. They do w include eg oteoring, : banteos centaré.) (centrifugal clutch), $1,195. ID Luxe —| Urday Review. 
: \ charges, U. 8. trans- er models are custom-built and vary] 4-dr. sed. (heater standard), $2,545. ID-19 4 
a oeriation fees, state loeal taxes or | considerably in price. rar ood. (alt ouapension), 2.008, Dean} _ ==? gy oes firm said 74 end 
optional equ t. ¥—328-c.c. roadster (2-cylin-|—4-dr. sed. (air suspension, power brakes,| Cemt of the cars which brought 
in (Copyright, 1959, by Automotive News) 1 ane 492-c.c, roadster (3-cylinder), powse _ Seeing, entumatie oa: $3,345. guests were Cadillacs, 5 percent 
140. 3 -dr. sed., ,616; half-ton 
» & ALFA ROMEO—Giulietta — Spider, $3,-|" igmw—Model 501/2.6 4-dr. sed., $5,000; | pickup truck, $1,588; 2-dr. stat. wag. 1,-| Were Imperials and 2 percent 
ator B® ic9; super Spider, $3, —: — see. $3.-| Model 502/Deluxe/2.6 4-dr, sed., $5,600: 818. each were Chrysler and Lincoln. 
a 1; Pe 7: ou oo ane ge og DKW—4-dr. sed., age XY oe. set., Foreign cars accounted for 9 
| . “yj - $1,995; deluxe 2-dr, sed., $2,157.63; 2-dr. two-third 
nile) “{hssTRONG-SIDDELEY — star Sap-| Steel Strike Postpones stat, wag., $2,821.07, (Heater standard on des aan Bentley, the 
k ire 4-dr. sed., $6,950. (Automatic trans- . . ‘ 
~~ Pauton and power steering are standard.) | New Hall Lamp Plant pFACEL VEGA—H. K.-500 cpe., $8,550;| firm sald. 
ARNOLT-BRISTOL—(Prices are F.0-B.| maAYETTEVILLE, N. C—Cape| FERRARI—250 Granturismo—cpe. (Far- 
ish, Chieago)—Competition, $3,995; Bolide, $4,- » IN. & P Saint, aaa iees Caakioren o 
ven — 245; Deluxe, $4,99 Fear Industries, which had been — wd $1 ay TB "(Mentor pone al _ FORD (England)—Angliia—105-E  2-dr. 
ted ston MARTIN: — D .. $9,870.| preparing to break ground for a| ety) Dody), $12,600. (Heater standard on sed., $1,563. Prefect—Deluxe 4-dr._ sed., 
rs He NUSTIN— A-40 Dar’ sed,” si70, A-4o | huge building to house Hall Lamp,| FIAT—800 Sertes—2-dr. sunroof, $1,098; | Gongui—4-ar. Ord. eR.0ne; conn’, Saar. 
by | deluxe 2-dr, sed., $1,856; A-55 Mark II 4-| announced that the Detroit lamp — sunroof oe. me: 2-dr. Bian-| Zephyr—4-dr. sed., $2,215; conv., $2,574; 
by | a. sed., $2,198. (Heater standard on A-40/ firm had asked for six-month delay| {5s'"'scliy, $1,760. 600 Series —2-dr.’ sed.,| 2@ime—4-dr. sed., $2,387; conv., $2,865 
deluxe.) in construction 1,398; 2-ar, ‘sunroof, $1,460; 4-dr. stat. | G@OGGOMOBIL—T-400—2-dr. sed., $995: 
‘air, . 398; 2-dr. , 460; 4-dr, : ¢ - 
AUSTIN-HEALEY—Sprite—conv., $1,795. ., $1,658; Jolly, $1,906. 1100 Series | Florida Sunroof Deluxe 2-dr. sed., $1,035; 
and 9000—-Standard roadster (4-seater), $3,051; A spokesman for Hall Lamp said ae. a $1,743: ‘or deluxe sed., | 2-4r. Step-In van, $1,350; Coupe devVille. 
n. Deluxe roadster (2 or es $3,371. ee ras ae a v4 aa OM} $1,880: 4-dr. stat. wag., $1,998. 1200 py yy ge Fa 
, overdrive, wire usiness necess e delay. -dr, sed., $1,998; roadster (Far-|—CPe., $1,395; sport roadster, $1,445; 
To. fF om Deluxe.) Cape Fear Industries had just pe ina), $2,812. 2100 Series—4-dr. sed., $3,-| Roust-About, $1,595; Sprint cpe., $1,695. 
AD AUTO UNION—“1000"—4-dr. sed., $2,-| pleted a fund drive to raise $307,000| 192:,4-4r. stat. wag., $3,498. 750 Abarth) GOLIATH—1100 Series — Hansa _2-dr. 
"TO. | 526.03; 2-dr. hardtop cpe., $2,300.99; 2-dr. | Pleted a e se ’ —2-dr. sed., $2,206. (Heater standard on|sed., $1,949; Hansa conv., $2,126; Hansa 
a? sport cpe., $3,924.68. (Heater standard on for the factory. all models.) 2-dr, stat. wag., $2,095; Empress 2-dr. 
es a a 
} — lish f. 
} | greatest enterprise—depends on tire accomplishments 
h 
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TIRE OUTLETS make tires available in quantity to all TIRE REPAIR DEPOTS specialize in getting 
users. The right tire for the right vehicle is always 


available from their stocks. 















DEALERS make tire-air service as readily available as 
newspapers to the millions of cars now rolling through- 
out the world . . . a prime automotive service. 


ment parts are as available as tires. Tires 
air serviced anywhere a vehicle rolls. 


World-wide transportation would collapse without good tire service. Weather, 
rocks, and rough terrain slash at tires day-in and day-out. Only through the 
effective cooperation of many companies in the Automotive, Tire, and Tire Valve 
industries has good service been made available everywhere. For example, 
Schrader’s job for over sixty years has been to seal air in tires with the safest, 
most practical valves possible to provide . . . interchangeable, low cost Caps and 
Cores of high quality for any tire . . . simple, time saving tools for gauging, 
inflating and sealing . . . up-to-date information. Depend on Schrader valve and 
equipment design, production and distribution to match the built-in perform- 
ance of your vehicles and tires wherever they roll. 











A. SCHRADER’S SON * BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Co., Inc. 


FIRST NAME IN TIRE VALVES 








oe divisionof SCOVILLE 














all the mile- 


age from tires by providing vital air pressure facilities, 
recapping, fixing flats, replacing valves, etc. 





SCHRADER SERVICE TOOLS and standard valve replace- 


also must be 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


» 2-0) 


2-d 


r. 


Sport. Sedan, 
$2,568. (Heater 


4-dr. Deluxe sed., $1,875; conv., 
r. 
stat. 


HUMBER—Super Snipe—4 
995; 4-dr. stat. = Bg 


trans 
standard.) 
JAGUAR—Mark IX—4-dr. sed. 
matic transmission 
$6,020. 3.4 Litre 
567; 
XK-150—Roadster, $4,520; 
drive), 
mission, 
(overdrive), $4,665; cpe. 
mission), 
(overdrive), 
transmission), 
(overdrive), 
075; conv. . 
LANCIA— A p p ia —4-dr. sed., $2,892; 
conv., 
$4,438; 
708. 
$5,830. 
(Farina), $6,355; sport (Zagato), $6, 485; 
G, T. Touring, $6,485 
LLOYD—600 


r. 


2-dr. 4-passenger stat, wag., $1,445; 2-dr. 
4-passenger sunroof stat, ; 


6-passenger sunroof stat. 
2-dr. 6-passenger stat. wag. 
base), 
stat. wag. 
MAICO 
Sport—-2-dr. sed., $1,845. (Heater 
on both models.) 
MERCEDES-BENZ—180—4-dr. sed., $3,- 
250. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. 
roadster, 
(with removable hardtop and convertible 
top), $5,428. 220—4-dr. 83. 220-8 
—4-dr. sed. 
$5,018; conv. or coupe (folding emergency 
seat), 
rear seat), 
$10,070; 
mission), 
4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 
convertible top), 
on all models. Power brakes standard on 


models except 180, 180-D, 190 and 
190-D.) 
METROPOLITAN — 2-dr. hardtop, $1,- 


672.60; conv., $1,696.60. 
MG-MGA 


$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. 

$2,767. MGA-DOH iC—co 
$3,263 
wheels standard). 
d 


Magnette.) 

MORETTI—1750 Series D. 
Super Panoramica 4-dr. 
Turismo, $2,495. 750 any 143 horsepower, 


$2,995; Spyder conv., . 
MORGAN—‘‘Plus Four’’ cpe., $2,855. 
MORRIS — ‘1000’ Standard 4-dr. sed., 

$1,678; 2-dr. 

2-dr. stat. wag., $1,798. ‘1 

4-dr. sed., $1,718; 2-dr. sed., $1,599; conv., 

$1,636; 2-dr. . Oxford 
—4-dr. sed., 
NSU PRINZ—2-dr. 
sunroof sed., 
horsepower)—-2-dr, 
































Tiger Sport 
Special 


$2,275; 
stand 


N — 4-dr. sed., 


9; 
stat. 4-dr. 


wag. 


$1,639; 


sed., $3,- 
(Automatic 
and heater are 


(auto- 
and power steering) 
,667. 
roadster (over- 
$4,685; roadster (automatic trans- 
$4,770; cpe., $4,500; cpe. 
(automatic trans- 
$4,620; conv. 
(automatic 
dster 


$5,- 


wag. 


(Husky), 
(Minx), 9. 


$2,29 
-dr. 


Sedan—(overdrive), 


(automatic transmission), 


$4,750; conv., 
$4,785; conv. 
$4,870. XK-1 
$5,120; cpe, (overdrive), 
(overdrive), $5,195. 


(Vignale), $4,490; cpe. (Farina), 
cpe, (Zagato “ug? modified), $4.- 
Aurelia—conv. (Farina), $5,830; cpe., 

Flaminia—4-dr. sed., $5,998; cpe. 


Series—2- dr. 
$1,445; 


$1,395; 
$1,510; 


sed., 


sunroof sed., conv., 


(iong wheel- 
$1,795; 2-dr. 6-passenger sunroof 
(long wheelbase), $1,895. 

sed., $1,325. 700 
sterdard 


— 500 — 2-dr. 


180-D (diesel engine) — 4-dr. 
sed., 
$5,032; coupe, 


$3,718. 1 


$5,244; coupe 


$4,583. 220-SE—4-dr. sed., 


$8,091; conv. or coupe (bench-type 
$8,184. 300 — 4-dr. hardtop, 
4-dr. hardtop (automatic trans- 
$10,438; 4-dr. conv., $12,644; 


$11,397. (Heater standard 


1600—roadster (disk wheels), 





(wire wheels), 
nv., $3,069; Rey - 
(disk brakes and knock-on disk 
Magnette Mark m1—4- 
(Heater standard on 


sed., $2,695. 


horsepower) — 
, $2,495; Coupe 





uretors)—Super Coupe Turismo, 
$2,995 








sed., $1,495; , $1,574; 
ts Deluxe— 






conv. 
000"" 






$1,825 
$1,398; 2-dr. 
Pring 30 (36 
(All 


stat. wag., 
$2,259. 







$1,487. NSU 
sed., $1,498, 
) MN 












sed. 


sed. 


(Heater standard on both 
PANHARD—Dyna Deluxe 4-dr. sed., $1,- 


697; Grand Standing 4-dr. sed., $1,725. 
PEFRLESS—G. T. 2-litre epe., $3,995. 
PEUGEOT—403 — 4-dr. su sed., 

$2,250; 4-dr. stat. wag., $2,490. (Heater 


standard on both models.) 
PORSCHE— 


Super conv., 

cpe., $4,150; Carrera’ cpe., 

$3,865; Super hardtop, 

hardtop, 

cabriolet, $4,400; Carrera cabriolet, $5,950. 
PRINCE SKY. 


(West Coast POE.) 
RENAUL’ 

dr. Sunroof sed., $1,400. 

» $1,645; 
velle—con 


hardtop-conv., $2,525. 
all models.) 

RILEY—1,5 4-dr. sed., 
—,, 


105 et-de. Deluxe sedan, s. as (automatic 


overdrive. (Heater standar all models). 
ROLLS-ROYCE—Sllver phebe abe 
Steel Saloon, $14,895. (Automatic trans- 


mission teering, power 
standard.) Other models are custom-built 
and vary considerably in price 


SAAB—‘‘93B’’—2-dr. sed., $1,895; 2-dr. 


roof sed., ’ 
matic clutch), 
2-dr. sed., 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super Deluxe 4-dr. sed., 
Etoile 4-dr. sed., $1,798; Elysee 4-dr. 
$1,898; MontlIhery 4-dr. ‘sed., 
elaine 2-dr. 
Large 2-dr. hardtop, $2,071; 






(Heater standard on all 


$1,957.50. 
$2,262.60. 
-) 


$2,245. 






— 2-dr. sed.. 
stat. wag., 
models 





2-dr. 













Series — conv., $3,581; 
$3,981; cpe., $3,700; Super 
‘35, 700; hardtop, 

$4,315; Carrera, 
$3,950 







$5,865; cabriolet, 







LINE—4-dr. sed., 


295 
4-dr. sed., $1,345; 4- 
Dauphine . 

44 





4-ar. 


4-dr. Sunroof sed., $1,700. 
$2,395; hardtop. $2,445; 
(Heater standard on 





$2,319. (Heater 
VER—90—4-dr. Deluxe sedan, $3,395. 








power s brakes 








(automatic clutch), $1,995; 2-dr. sun- 
19; 2-dr. sunroof sed. (auto- 

$2,119. Granturismo 750— 
568. (Heater standard on all 







$2, 






$1,798; 







sed., 
$1,971; Chat- 


stat. wag., Grand 







(Continued on Page 62, Col, 
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ALL 1960 FACTORY 
INVOICE PRICES ONLY 


CAR FAX, since 1955, has been providing 
comprehensive new-car price service to a 
growing number of dealers, 
mance companies and 
terested in accurate and complete new- 
car price facts. CAR F. 
off the press, 
valuable. 


cludes Be rg = Two years $7; three 
years $ 


CAR FAX, 550 Sth Ave, N.Y. 36 







“4 







fi- 
in- 


banks, 
similar firms’ 






AX FOR 1960, just 
is even more complete and 
It contains: 

Factory invoice costs and retail prices 
on AL S. makes and most im- 








Detailed equipment and accessory 
prices, wholesale and retail, 
Complete Jisting, standard and op- 
tional equipment, 
Freight costs to princi 
Complete new-car spec 
EOH breakdown, Model 
BE os listing. 


Send $4 for yearly subscription which in- 







al cities. 
tions chart. 
and Code 








rder Now. Money Back Guar- 
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Capsule Reports .. . 








CHICAGO. —Lee Fleet Manage- 
ment, Inc., has opened an office 
here at 332 S. Michigan Ave. Robert 
L. Conklin, Midwest manager, is in 
charge. ae 


Aluminum License Plates 


Said to Save U. S. 30 Pct. 


WASHINGTON.—The Federal 
Government’s yearly bill for license 
plates has been reduced approxi- 
mately 30 percent by switching to 
aluminum tags, according to John 
P, Neely, manager of the ma- 
chinery and equipment market for 
Reynolds Metals Co. 

The saving is possible because 
the aluminum plates initially cost 
4 cents less than permanent tags 
of other metals, are easier to fabri- 
cate and less expensive to ship, 
Neely said. 

Fifteen states also use aluminum 
plates. They are Alaska, Connecti- 
cut, Delaware, Hawaii, Maine, Mon- 
tana, Nevada, New Jersey, Oregon, 


Auto News in Brief 








Pennsylvania, Vermont, Washing- 
ton, West Virginia, Wisconsin and 
Wyoming. 

* * 


Milwaukee Firm to Handle 


New British Race Car 


MILWAUKEE.—Automotive Re- 
search here has been appointed 
U. S. agent for the Gemini Mark II 
Formula Junior racing car. 

The Gemini is built by Chequered 
Flag, Ltd., London, England. The 
car uses a space frame with four- 
wheel independent suspension and 
a BMC “A” engine displacing 948 
c.c. and rated at 70 h.p. Price is 
$2,895 P.O.E, 


* * * 
Soap Box Derby Racers 


Can Cost More in 1960 
DETROIT.—Official rules have 
been set for the world-wide 1960 
All-American Soap Box Derby 
competition. 
The 1960 All-American finals— 





23rd in the history of the event— 
will be held at Akron, O., Sunday, 
Aug. 14. Most significant rule 
change for 1960 was to increase 
the amount of money each boy 
may spend in building his car 
from $15 to $20, The new figure 
of $20 is exclusive, as before, of 
the cost of wheel and axle set, 
steering assembly and paint, 


* * * 


Dobbs GM Diesel Opens 
$100,000 Building in Denver 

DENVER.—A $100,000 plant for 
the sale and service of GM diesels 
has been opened by Dobbs GM 
Diesel, Inc. 

The company, headed by O. L. 
Dobbs, received the GM diesel dis- 
tributorship last December, but of- 
ficial announcement was withheld 
until the new facilities at 5840 Col- 
orado Blvd. were completed. 

co * * 


Cold-Rolling Patent 
Issued 100 Years Ago 
PITTSBURGH.—The 100th anni- 
versary of a patent that has had 
a lasting and important effect on 
the history of steel processing, is 
being marked here. 
In 1859, Bernard Lauth, pioneer 
Pittsburgh engineer and industrial- 








“Chauffeur” is French for 
stoker. It was first applied to 
drivers of early coal-burning 
cars, who actually, were stokers. 








ist, was issued U. S. Patent No. 
25,235. Lauth was a partner in 
Jones & Lauth, a firm which in 
1861 became Jones & Laughlins, the 
predecessor of today’s Jones & 
Laughlin Steel Corp. The patent 








SAVE 


Packard 


Warren, Ohio © 


Packard Wiring Systems 


ASSEMBLY 
OPERATIONS! 


Packard Electric engineers strive continually 
to make their products less expensive and 
faster to install. Now they have made it 
possible for the already efficient automotive 
wiring harness to become an even more com- 
plete sub-assembly. @ For example, the 
dome light of the Corvair is attached to the 
wiring harness at Packard and shipped ready 
to snap into the roof of the car along with the 
wiring. Single terminals are replaced by 
“Snap Fast” multiple connectors, fuse blocks 
and other cost-saving components. e If your 
present wiring harnesses do not include these 
advantages ask Packard Electric engineers to 
help work out modern wiring systems for you. 
Packard Electric, the world’s largest producer 
of automotive wiring systems, has sales and 
engineering offices in Detroit and Chicago. 


“Live Wire’ division of General Motors 


Electric 


Ea 


was for the invention of “cold ro 
ing,” a process which strengthened 
and hardened the iron and gave it 
a bright, smooth surface. 

* +” 


Bohn Buys Florida Firm 


DETROIT.—Bohn Aluminum 
Brass Corp. has acquired Port 
Everglades Steel Corp., Fort Lay. 
derdale, Fla. The Florida firm ig 
principally an importer of stee] 
products used in the building ang 
highway construction industries, 

* * * 


Zink Sales Meeting Accents 


Seat Covers, Marine Items 


FREMONT, O.—Howard Zink 
Corp. held its first full-scale sales 
meeting in two years at the home 
offices here. 

Salesmen and supervisors met to 
review new lines of seat covers 
and marine items. 

* ca x 


Book Recalls First 40 Years 


Of History of Petroleum 


NEW YORK.—The 40 years of 
progress that marked the growth of 
the American petroleum industry 
before the turn of the century are 
spotlighted in “The Age of Illumin- 
ation,” the first of a two-volume 
history recently completed under 
joint sponsorship of the American 
Petroleum Institute and North- 
western University. 

Harold F, Williamson of the uni- 
versity’s department of economics 
and Arnold R, Daum, research as- 
sociate, conducted years of inten- 
Sive research into original source 
— in writing the 870-page 


* * * 
Delco Radio Planning 


Engineering Center 


KOKOMO, Ind.— Plans for the 
construction of a 125,000-sq uare- 
foot engineering building for Delco 
Radio division of General Motors 
have been an- 
nounced by Mar- 
tin J. Caserio, 
general manager. 

The _ two-story 
building will be 
of brick, steel 
and stone con- 
struction and will 
be located on a 
185-acre tract on 
Highway 31 by- 
pass on the south- 
east edge of Ko- M. J. Caserio 
komo. It will house some 300 engi- 
neering personnel in both the re- 
search and development of semi- 
conductors and in radio and elec- 
tronic engineering. 

* 


* 
Perfect Circle Purchases 


Two Export Firms 

HAGERSTOWN, Ind.—The pur- 
chase of all capital stock of Platka- 
Export and Platka Western Hem- 
isphere Trade Corp. and the 
formation of Perfect Circle Inter- 
national, with headquarters in Fort 
Wayne, Ind., were announced by 
W. B. Prosser, president of Perfect 
Circle Corp. 

Arrangements for purchase of 
the export companies were com- 
pleted with the signing of agree- 
ments by W. J. Platka jr, and 
Prosser. Platka, who is president 
of the export companies, will be- 
come general manager of Perfect 
Circle International, which will 
handle world-wide export opera- 
tions for Perfect Circle Corp. 


Small-Car Owners’ Club 


Founded in Philadelphia 


PHILADELPHIA.—A club de- 
voted to the interests of owners 
of cars with a wheelbase of 110 
inches or less has been launched 
here. 

Known as the Small Auto Club, 
Inc., the club was founded with the 
idea of uniting small-car owners 
and enlisting the cooperation of 
dealers in providing topnotch re- 
pair facilities. 

or * * 
Ensign Carburetor Acquired 


By American Bosch Arma 

HEMPSTEAD, Calif—Ensign 
Carburetor Co., Fullerton, Calif, 
which has been acquired by Ameri- 
can Bosch Arma Corp., will be op- 
erated as a wholly owned subsid- 
iary of the parent firm, according 
to Charles W. Perelle, American 
Bosch president. 

Ensign products tie in closely 
with fuel-injection equipment, in- 
dustrial accumulators, hydraulic 





(Continued on Page 64, Col. 3) 
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GMC's All-New Pickup for '60— 


This wideside pickup, entirely new in design and engineering, features the truck 


industry's first V-6 engine, torsional front and coil spring rear suspension, sturdier 


X-member frame, lower yet roomier cab, a wide track and low-level headlights, accord- 


ing to Philip J. Monaghan, GMC general 
2 ee 


manager. 
SS 








Current Prices on U. S. Cars 








The following prices include the sug- 
gested base factory list prices, Federal 
excise tax and 
delivery-and-handling 


the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 


BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr. sed., $2,756; 4-dr. hardtop, 32 991; 
2-dr. hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr. 3-seat stat. 
wag., $3,493. Invicta—4-dr. sed., $3,357; 
4-dr. hardtop, $3,515; 2-dr, hardtop, §3,- 
447; conv., $3,620; 4-dr. 2-seat stat. wag., 
$3,841; 4-dr. 3-seat stat, wag., $3,945. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818. Electra 225 
—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
a standard on Electra and Electra 

5.) 

CADILLAC—Sixty-Two 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., ; Sedan 





—4-dr. hardtop 





$5,455; 
ide Ville 4-dr. hardtop (flat roof or sloping 





Design, Engineering Changes Called Result of aioe Program ... 





GMC Offers All-New Line for ‘60 


PONTIAC. — An all-new fleet of 
1960 trucks, featuring new V-6 and 
V-12 engines and new concepts in 
suspension, frame and cab design, 
has been introduced by GMC Truck 
& Coach division. 

The trucks, ranging from half- 
ton pickups to units with 120,000- 
pound gross-weight ratings, are 
the result of a four-year develop- 
ment program, according to 
Philip J. Monaghan, GMC gen- 
eral manager. 

He said these vehicles have “the 
power, weight, flexibility and di- 
mensional requirements needed to 
meet the economic demands of 
modern trucking.” 

Features include independent 
front suspension, new lightweight 
aluminum and steel tilt-cab designs 
and sturdier frames, he continued. 

The 61 basic new models are 
powered by seven engines: Three 
gasoline and one diesel V-6, a gaso- 
line Twin Six and one gasoline and 
one diesel straight six. 

Monaghan said the gasoline 
V-6 and Twin Six units have 
many parts in common, cutting 
capital outlays dealers and oper- 
ators ordinarily would have tied 
up in replacement parts. 

“Performance figures show these 
engines have life potentials up to 
three times greater than existing 
designs, making them the most im- 
portant truck-engine developments 
since diesels went on the market 
20 years ago,” he added. 

Most models are powered by the 
gasoline V-6 and Twin Six, with 
displacements of 305, 351, 401 and 
702 cubic inches. 

Monaghan said the 702 Twin Six 
has 275 horsepower and 630 gross 
torque, while the others have horse- 
power ratings front 150 to 205 and 
torque output from 260 to 377 foot 
pounds. 

Independent front suspensions 
with torsion-bar springs are fea- 
tured on many of the light, medi- 
um and heavy-duty models, 

“This virtually does away with 
the possibility of wheel tramp and 
shimmy, an important safe-driving 
factor,” Monaghan said. 

Independent front suspension is 


* * a 


Cab Types for '60— 


These are the four basic GMC cab types 
for 1960. All have increased glass area, 
tpomy interiors, wide tracks and low-level 
headlamps for extended night vision. 


combined with rear coil springs on 
light-duty models, and with GMC’s 
air suspension in diesel models 
DLR-8000 and DFR-8000, Monaghan 
added. 

Most medium and heavy-duty 
single rear-axle models have vari- 
rate rear springs three inches wide, 
he said. 

Frames are up to 35 percent 
stronger and can withstand as 
much as four times more twist- 
ing stress than existing designs, 
Monaghan continued. 

Light-duty models have welded 
X-member and drop-center frames 
fortified with five tough cross mem- 
bers, he said. 

Two versions of box-type side 
rail frames with “K” and “extend- 
ed K” reinforcements support 
medium-duty chassis, Monaghan 
added, while the heavy haulers 
have full-depth channel rails, fre- 
quently reinforced with “L” type 
members. 

There are four cab styles—a con- 
ventional 105-inch bumper-to-back- 
of-cab version, “B” conventionals 
with 90-inch BBCs, “L” Series 72- 
inch tilt cab and 48-inch aluminum 
tilt. 

Monaghan said all cabs have 
increased glass areas, wide tracks 
for safe cornering and better 





Technical Topics 
Head Agenda for 
Truck Meeting 


WASHINGTON. — Technological 
innovations in the trucking indus- 
try will be the main topic of dis- 
cussion at the 1960 meeting of The 
Operations Council of the Ameri- 
can Trucking Assns. 

James Boyer, TOC executive sec- 
retary, said the council’s steering 
committee, at its recent meeting, 
decided that discussions would be 
held on the topics, “The Future 
Use of Containers by Motor Truck 
Companies,” and “The Use of 
Micro-Wave Communications in 
Motor Freight Operations.” 

Other subjects which will occupy 
the delegates to the 12th annual 
TOC meeting May 1-5 in Houston 
will be “Terminal Operations,” 
“Internal Communications” and 
“Reviewing Economical Ways of 
Constructing Profitable Terminal 
Facilities,” as well as general dis- 
cussions on line haul operations, 
supervisory techniques, human re- 
lations and use of other types of 
radio communications in motor 
truck operations. 

It is expected that manufactur- 
ers of much of the equipment and 
services used by the trucking in- 
dustry today will play a greater 
part in the 1960 program, by sup- 
plying technically qualified engi- 
neers and consultants to direct the 
technical clinics and workshop 
sessions. 

The council has provided for an 
enlarged exhibition area that will 
be located directly next to the 
rooms where workshop sessions, 
technical clinics and general busi- 





ness sessions will be conducted. 





road stability and low-level head- 
lights for extended night vision. 

Special-purpose vehicles also are 
fully covered, Monaghan said. 

Included are a new GMC Jr. van, 
a half-ton high-cube retail] deliv- 
ery unit with walkin rear and side 
doors; newly engineered four-wheel 
drive models; 
chassis in various weight brackets, 
and school-bus chassis that include 
rear-engine models. 

Operators also are offered a full 
range of medium and heavy-duty 
dual drive and “pusher” axle tan- 
dems, and a wide variety of op- 
tional axles, transmissions, capacity 
ratings and special components, 
Monaghan said. 

Standard throughout the lime are 
hydraulically actuated clutches and 
improved brakes, steering geometry 
and electrical systems, he said. 


* * * 








Sturdier Frames— 


Frames used in the light, medium and 
heavy-duty GMC trucks for 1960 are up 
to 35 percent stronger and are designed 
to withstand up to four times more twist- 
ing stress than existing designs, according 
to Philip J. Monaghan, GMC general man- 
ager. 








Suspension Systems— 


These are three of GMC's new suspen- 
sion systems for 1960. Torsional front sus- 
pension is used on many models, with 
torsion bars teaming with rear coil springs 
on pickups and other light-duty GMCs. 
Vari-rate spring rear suspension systems 
cushion loads for most medium and 
heavy-duty single recir-axle models. 


package delivery| so 





roof), $5,498; Coupe de Ville 2-dr, hardtop, 
$5,252; Eldorado Seville 2-dr, hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 


Sixty Special—4-dr. hardtop, $6,233. Seven- 


ty-Five — 8-pass. sed., $9,533; limousine, 
$9,748. Eldorado B -dr, hardtop, 
$13,075. (Hydra-Matic, power steering, 


power brakes standard on all models.) 

CHEVROLET—(Prices are for six-cylin- 
der models. For V-8s, add $107). Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Biscayne—4-dr. sed., $2,316; 2-dr. 
sed., $2,262; utility sed., $2,175. Bel Air— 
4-dr. sed., $2,438; 2-dr. sed., $2,384; 4-dr. 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im- 

-dr. sed., $2,590; 4-dr. hardtop, $2,- 

662; 2-dr. hardtop, $2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr, 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr, 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 
$3,279; conv., $3,623; 4-dr, 2-seat stat. 
wag., $3,733; 4-dr. 3-seat stat. wag., 
$3,814. Saratoga—4-dr. sed., $3,929; 4-dr. 
hardtop, $4,067; 2-dr, hardtop, $3,989. 
New Yorker . sed., $4,409; 4-dr. 
hardtop, $4,518; 2-dr. hardtop, $4,461; 
conv., $4,874.50; 4-dr, 2-seat stat, wag., 
$5,022; 4-dr, 3-seat stat, wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 


CORVAIR—S00 Series—4-dr. sed., $2,- 
038; cpe., $1,984. 700 Serles—4-dr. sed., 
$2,103; cpe., $2,049. 

DeSOTO—Fireflite — 4-dr. sed., $3,017; 
4-dr. hardtop, $3,167; 2-dr, hardtop, $3,- 
102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 


(TorqueFlite standard on Adventurer.) 
DODGE—Dart—(Dart prices are for six- 

cylinder models. For V-8s, add $119.) Dart 

Seneca—4-dr. sed., $2,335; 2-dr. sed., $2,- 


283; 4-dr. 2-seat stat. wag., $2,700. Dart 
Pioneer—4-dr. sed., $2,464: 2-dr. sed., 
$2,415; 2-dr. hardtop, $2,493; 4-dr, 2-seat 


stat. wag., $2,792; 4-dr. 3-seat stat. wag., 
,897. Dart Phoenix—4-dr. sed., $2,600; 
4-dr, hardtop, $2,682; 2-dr. hardtop, §2,- 
623; conv., $2,873. Dodge Matador V-8— 
4-dr, sed., $2,935; 4-dr. hardtop, $3,080; 
2-dr, hardtop, $3,001; 4-dr, 2-seat stat. 
$3,244; 4-dr. 3-seat stat. wag., 
$3,- 
146; 4-dr, hardtop, $3,280; 2-dr, hardtop, 
$3, 201; conv., $3,421; 4- dr, 2-seat stat. 
wag., $3,511; 4-ar. 3-seat stat. wag., $3,626. 

EDSEL—(Prices are for V-8s. For six- 
cylinder models, deduct $83.70, Convertible 
is not offered with six-cylinder.) Ranger— 
4-dr. sed., $2,697; 2-dr. sed., $2,643; 4-dr. 
hardtop, $2,770; 2-dr, hardtop, $2,704.50; 
conv., $3,000 Ss Wagon—4-dr. 2-seat 
Villager, $2, 988.50. 

FALCON—4-dr. sed., $1,974; 2-dr. sed., 
$1,912. 

FORD—(Prices are for six-cylinder mod- 
add $113.) Custom 300 

; 2-dr. sed., 
$2,311; 2-dr. 
$2,257; business 2-dr., $2,170. Fair- 
lane 500—4-dr. sed., $2,388; 2-dr. sed., 
$2,334. Galaxie—4-dr. sed., 2-dr. 
sed., $2,549; 4-dr. hardtop, Star- 
liner—2-dr. hardtop, $2,610. Suniiner — 
conv., $2,800. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 
Thunderbird—(V-8 standard)—2-dr. hard- 
top, $3,755; conv., $4,222. 

IMPERIAL—Custom—4-dr. sed., $5,029; 
4-dr. hardtop, $5,029; 2-dr, hardtop, §$4,- 
922.50. Crown — 4-dr. sed., : 4-dr. 
hardtop, $5,647; 2-dr. 
conv., $5,773.50. Le d., "$6,- 
318; 4-dr. hardtop, $6,318. (TorqueFlite, 
power steering, power brakes standard on 
all models.) 

LINCOLN—Lincoin—4-dr. sed., $5,441; 
4-dr. hardtop, $5,441; 2-dr, hardtop, $5.- 
253. Premiere—4-dr. sed., $5,945; 4-dr. 
hardtop, $5,945; 2-dr. hardtop, $5,698. 
Continental—4-dr. sed., $6,845.30; 4-dr. 
hardtop, $6,845.30; 2-dr. hardtop, §$6,- 





598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic tran 
sion, power steering, power brakes, radio, 
ter standard on all models.) 
ERCURY—Monterey—4-dr. sed., $2,- 
730; 2-dr. sed., $2,631; 4-dr. hardtop, 
$2,845; 2-dr. hardtop, $2,781, conv., 
077. Montclair—4-dr. sed., $3,280; 4-dr. 
hardtop, $3,394; 2-dr. hardtop, 
Park Lane — 4-dr. hardtop, $3,858; 
hardtop, $3,794; conv., $4,018. 
Wagons—4-dr. 2-seat Commuter, $3,127: 
4-dr. 2-seat Colony Park, $3,837. (Mere-O- 
Matic standard on Montclair and Colony 
Park. Dual range Merc-0-Matic, 
steering, power brakes standard on Park 
Lane.) 
OLDSMOBILE—Series 88 -— 4-<r. sed., 
$2,900; 2-dr. sed., $2,835; 4-dr, hardtop, 
$3,034; 2-dr. hardtop, $2,956; conv., $3,- 
284; 4-dr. 2-seat stat, wag., $3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat. wag., $3,665; 4-dr. 3-seat stat, wag., 
$3,773. Series 98—4-dr. sed.. $3,887; 4-dr. 
hardtop, $4,159; 2-dr. hardtop, $4,083; 
conv., $4,362. (Hydra-Matic, power steer- 
ing, power brakes standard on Series 98.) 
PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) Fleet 
Six—4-dr. sed., $2,277; 2-dr. sed., $2,227. 
Savoy Six—4-dr. sed., $2,310; 2-dr. 
$2,260. Belvedere Six—4- dr. ° 
2-dr. sed., $2,389; 2-dr. hardtop, 
Fury Six—4-dr. sed., $2,575; 4-dr. 
top, $2,656; 2-dr. hardtop, $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 
$2,602; 4-dr, 2-seat Deluxe Suburban, $2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761, 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 


$2,967. Station ‘agon V-8—4-dr. 3-seat 
Custom Suburban, $2,990; 4-dr,. 2-seat 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 
Suburban, $3,134. 
PONTIAC—Catalina—4-dr. sed., $2,702; 
2-dr. sed., $2,631; 4-dr. hardtop, $2,842; 
2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 


2-seat stat. wag., $3,099; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, %.- 
047; 2-dr. hardtop, $2,971. Star Chie 
4-dr, sed., $3,003; 2-dr, sed., $2,932; re 
hardtop, $3,136. Bonneville—4-dr. hardtop, 
$3,331; 2-dr. hardtop, $3,255; conv., $3,- 
476; 4-dr, 2-seat stat. wag., $3,5 
RAMBLER — American Deluxe — 4-dr. 
sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
stat. wag., Su 
sed., $1,929; sed., 
2-seat stat. wag., $2,105. Deluxe Six—4-dr. 
sed., $2,098; 4-dr. 2-seat stat. wag., $2,- 
427. Super Six—4-dr. sed., $2,268; 4-dr. 
2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 
wag., $2,687. Custom Six—4-dr. sed., $2,- 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
stat. wag., $2,677; 4-dr, 3-seat stat. wag., 
$2,802. Rebel Super V-8—4-dr. sed., $2,- 
387; 4-dr. 2-seat stat. wag., $2,681; 4-dr. 
3-seat stat. wag., $2,806. Rebel Custom 
V-8 — 4-dr. sed., $2,502; 4-dr. hardtop, 
$2,577; 4-dr. 2-seat stat. $2,796; 
4-dr. 3-seat stat. wag., Ambassa- 
dor Super V-8—4-dr. sed., 4-dr. 
sed., $2,587; 4-dr. 2-seat stat. wag., $2,- 
881; 4-dr. 3-seat stat. wag., $3,006. Am- 
bassador Custom V 8—4-dr. sed., $2,732; 
4-dr. hardtop, $2,822; 4-dr, 2-seat stat. 
wag., $3,026; 4-dr. 2-seat hardtop stat. 
wag., $3,116; 4-dr. 3-seat stat. wag., $3,- 
151. 


STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat. wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., $2,- 
181; 2-dr. sed., $2,111; 2-dr, 2-seat stat. 
wag., $2,501; 4-dr, 2-seat stat. wag.. $2.- 
576. Lark Regal Six—4-dr. sed., $2,196; 
2-dr. hardtop, $2,296; conv., $2,621; 4-dr. 
2-seat stat. wag., $2, 591. Lark Regal V-8 
—4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 
conv., $2,756; 4-dr. 2-seat stat. wag., 
$2,726. Hawk V-8—5-passenger sport cpe., 
$2,650 

VALIANT — V-100 — 4- dr. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 
stat. wag., $2,488. V-200-—4-dr. sed., $2,- 
130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. 
3-seat stat. wag., $2,566. 








Port-of-Entry Prices 
On Imported Cars 








(Continued from Page 61) 


Plein Ceil hardtop sport 
cpe., $2,947; Oceane conv., $3,167, Ariane 
(4- cylinder) ' —4-dr. sed., * 998. Ariane 
(V-8)—4-dr, sed., $2,098. Vedette (V-8)— 
Beaulieu 4-dr. sed., $2,298. (Heater stand- 
ard on Aronde models. ) 
SINGER — Gazelle — 4-dr. sed., $2,095; 
conv.. $2,349; 4-dr, stat. wag., $2, 425. 
SKODA—S-440 2-dr. sed., $1,575; S-445 
2-dr. sed., $1,675; 8-450 conv., $1,995. 
SUNBEAM—Rapler—2-dr. hardtop, §$2,- 
conv., $2,649. Alpine—Roadster, $2,- 


TAUNUS — Standard — 4-dr. sed., $2,- 
120.50; 2-dr. sed., $2,028.50; Combi-wagon, 
$2,237. Deluxe — 4-dr. sed., $2,266.50; 2- 
dr, sed., $2,174.50; Combi-wagon, $2,383. 

TEMPO—Viking Rapid—6-passenger stat. 
wag., $2,170.60; 9-passenger stat, wag., 
$2,203.60. Matador—3-passenger stat. 
wag., $2,482.75; 6-passenger stat, wag., 
$2,514.65: 9-passenger stat. wag., $2. 
546.55: 12-passenger stat. wag., $2,712.50. 

TOYOPET-—-Crown Custom — 4-dr. sed., 
$1,999; 2-dr., stat. wag., $2,111. Toyota 
Land Cruiser (4-wheel drive)—canvas top, 
$2,930; steel top, $3,365. 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899; TR-3 (sports cars)—soft top 
$2,675; hardtop, $2,835. 

TURNER—Standard 950 Sports roadster, 
$2,245: Stage II roadster, $2,635; Coventry 
Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370 

AUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 

$1, 


080. 

VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 

sunroof sed., $1,655; conv., $2,055; stat. 

wag., $2,245; deluxe stat. $2,620. 
m Ghia—cpe., $2,430; conv., $2,- 

(Heater standard on all models.) 


hardtop, $2,146; 


695. 





VOLVO—122-S—4-dr. sed., $2,807. PV- 
644—2-dr. sed., $2,342; 2-dr. stat. wag., 
$2,490. (Heater standard on all models.) 

WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr. sunroof sed., $1, 778; 
deluxe 4-dr. ged., $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 


e 
What a Trial! 
GI ‘Held in ‘Test Drive’ 
Spanning Nation 

SCRANTON, LgP a. —A 19-year-old 
soldier from ‘nearby Harding has 
been taken into custody here for 
“test driving” a car from California 
to his home, a distance of some 
3,000 .miles. 

Pvt. Daniel H. Smith told the 
FBI that on Oct. 3, while stationed 
at Fort Ord, Calif., he walked into 
a used-car lot in Monterey to buy 
a car. He said he picked out a car, 
asked if he could take a trial spin 
and was given permission. 

Smith decided to go AWOL and 
on Oct. 23 he arrived home where 
he surrendered shortly afterward, 
the FBI said. 

The FBI entered the probe after 
the soldier admitted taking the car 
across state lines. 
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A Full Line of ... 


dv Brake Parts 

i ¢ Ignition Parts 

'% dv Renault Parts 

d Peugeot Parts 

d Also many other 
imported lines 
available. 








| [FOREIGN CAR PARTS 


HIGH DISCOUNTS! 


| 


— Dealers & Distributors Wanted— 


lucrative territories still open | 





53 Park Place 


Albert Wepper Corporation 


Factory Representatives 
New York 7, N. Y. 
Tel. WO 4-0966 





Auto News in Brief 








cranking systems and other prod- 
ucts manufactured by American 
Bosch division, Springfield, Mass., 
and many dealers and distributors 
handle the products of both com- 
panies. Ensign has a warehouse 
and assembly plant in Chicago, 
ok * + 


Excise Tax Boosted Again 





On Massachusetts Vehicles 

















PROTECT-O-TIRE 





For painting wheels, on or 
off the car. 

Can save you $$$ on every car or set of 
wheels you paint. Made especially for 
car dealers, used car lots, truckers, state 
and county road equipment, etc. Any size 
wheel, from lawnmower to airplane. 

For information write or wire: 

PROTECT-O.-TIRE, Inc. 


33638 Michigan Ave., Wayne, Mich. 
P. O. Box 305 





DISTRIBUTORS WANTED 











BOSTON.—An increase of $2.83 
per thousand in the state’s 1960 
motor vehicle and trailer excise 
tax rate, bringing the levy to 
$66.96 per thousand, wag an- 
nounced by Robert T. Capeless, 
State tax commissioner. 

The excise tax increased by 
$3.88 per thousand last year and 
rose $3.15 the year before. It was 
$28 per thousand when it first 
was imposed in 1929. 


* * * 
Shopping Center to Permit 


Shopping from Inside Cars 
OKLAHOMA CITY.—A “drive- 














in” shopping center is being plan- 











BE READY? 





i Here’s how you can help increase 


SERVICE JOBS UP T0 50% 


with your present setup! 
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With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 
fi Large and small dealers 
everywhere report the new 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
i proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., Dept. 
415 Lexington Ave., 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


ned here in which customers will 
be able to make purchases without 
leaving their cars. | 
To shop, a customer will drive | 
along the front of the shops. A} 
basket will be attached to the door | 
of his car and a clerk will drop 
items in the basket as the customer 
chooses them and “ring-up” pur-| 
chase on a meter atop the basket. 
The last clerk will collect the 
money. Store fronts will be open) 
and items for sale will be on re-| 
volving shelves. 
* * 

General Mills Acquires 
Magnaflux as Subsidiary 


MINNEAPOLIS.—General Mills, | 
Inc., has acquired the business and 
assets of Magnaflux Corp., Chicago, | 
pioneer in the development of tech- 
niques and equipment for detecting | 
hidden flaws in industrial mate-| 
rials. 

Magnafiux will continue in busi-| 
ness at its present location in Chi-| 
cago and under the same name as) 
a wholly-owned subsidiary of Gen- 
eral Mills. 

* aa - 


Pacific Finance Expands 


Into Montana, Nevada 


LOS ANGELES.—Pacific Finance 
Corp. has extended operations to its 
22nd and 23rd states with the open- 
ing of offices in Montana and Nev- 
ada, bringing its total number of 
offices in 23 states and Canada to 
373, Maxwell C. King, president, 
said. 

New Montana offices are opened 
in Billings, Great Falls and Mis- 


operated by Valley Finance Co. in 
Reno and Sparks have been pur- 
chased by Pacific Finance, King 
said. The Reno branch is the first 
drive-in finance office in the PF 
group. 
* * * 
Fageol Purchases B-Z 
KENT, O.—R. D. Fageol Co. 
has purchased all assets of B-Z 
Machine Products Co. here and 
will operate it as B-Z Machine 
division. The new division will 
integrate machine work for all 
Fageol divisions. 
ok + + 


Hall to Open N. C. Plant 


FAYETTEVILLE, N. C.—C. M. 
Hall Lamp Co., Detroit, will estab- 
lish a plant here. Operations are 
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In Canada—331 Bartlett Ave., Toronto 
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due to begin next spring. 
aE + * 


Speed-Trial Tires Finished | 
Only Day Before Run 
| 

BONNEVILLE, Utah.—The tires | 
used by Mickey Thompson in his | 
final trial run preparing for record- | 


Calendar 


(Continued from Page 14) 
| 


Feb. 7-9—Automotive Affiliated Represen- 
tatives meeting, Manhattan Hotel, New 


Assn, Show, Coliseum, New York. 
March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers’ Assn.. Queen 

Elizabeth Hotel, Montreal. 
May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D. C, 
Sept. 6-16, 1960—Production 
Show, Navy Pier, Chicago. 
Sept. 6-16, 1960—Machine Tool Exposition, 


York, 
Feb, 10-13—Automotive Service Industries | 
Engineering | 





(Continued from Page 62) 


breaking speed dashes here were 
still being tested at Akron, O., only 
36 hours earlier. 

Goodyear engineers and chemists 
worked on their design until the 
last possible moment. The final tire 
was still in the curing mold the 












— 


day before it was mounted on 
car. After curing, the tires w 
tested on a dynamometer at speed 
above 400 miles per hour. Late jp 
the afternoon the day before the 
run, the tires were flown her 
aboard a Goodyear plane. 


* * * 


Sparton Invades Brazil 
JACKSON, Mich.—Sparton auto. 
motive horns are being manufae. 
tured in Sao Paulo, Brazil, by Im. 
portadora Columbia S/A unde 
license from Sparton Corp. 
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A timely and Important Invitation to 


If you handle Pontiac, Olds, Buick, DeSoto, Dodge, 

Mercury, Chrysler or other lines in this class, Detroit’s 

compact cars are going to intensify the problems al- .: 

ready posed by imported and American economy cars... 4 yy 

YOU'LL NEED A GOOD, LOW-PRICED 
CAR TO STAY COMPETITIVE! 


We invite your consideration of the SKODA. This fine car, 
priced from $1575, has many, many features usually found 


only in higher priced cars. 
e 54 H.P. All-Aluminum Engine 
e Dual Carburetors 

e A solid 2,050 Ibs. 


confidence for full details. 


e 9412 inch wheelbase 

¢ 40 Miles per Gallon 

e Vinyleather interiors 

We have an exceptionally interesting proposition for aggres- 
sive, foresighted, ethical dealers. Phone or write in complete 





bois} 
———— 














AMSKO DISTRIBUTORS _ ;;; 


IMPORTERS & DISTRIBUTORS OF THE SKODA AUTOMOBILE 
30-15 35th Ave., Long Island City, N. Y. EMpire 1-8860 





soula, In Nevada, offices formerly | = 


~ THIS 


MATTRESS WILL HELP YO 


1 
== 


CLOSE STATION WAGON SALES 

















It's true. You can close more station wagon sales by selling 





a Travel-Ease mattress as an accessory. They are custom 
made to cover every inch of floor in any model wagon you 
sell. Your prospects will notice the superior, comfort-giving 
construction and functional qualities of a Travel-Ease mat- 


tress . . 


L 


ous ete a ek Gee 


tl 
r 
u 





- @ must for today's large families. In the hands 


of your salesmen it's a potent EXTRA sales weapon that'll 


induce buying . . 





International Amphitheatre, Chicago, 


. close more station wagon sales! 


SOLD ONLY THROUGH NEW CAR DEALERS. Write 
Travel Ease C. Or, 


: A few exclusive territories are available. 


. 2185 East 14th St., Cleveland, Ohio 
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Despite Steel’s Return. . . 





(Continued from Page 1) 
hadn’t received a standard-sized 
car in three weeks. 

Oldsmobile, Pontiac and Cadil- 
lac dealers generally expect to 
run dry about mid-month. Stock- 
wise, Buick dealers appear to be 
in better shape than their GM- 
line brethren. 

Some GM dealers say that when 
their present stock is gone they 
may not be able to make deliveries 
until January or February. 

“Sales are going to hurt,” said an 
Oldsmobile dealer in Rochester, 
N. Y. ee 


OST Ford dealers say they may 

be able to weather the period 
immediately ahead without running 
into serious shortages. With Ford 
Motor Co. producing about half its 
own steel, Ford production has not 
been seriously curtailed. 

A few Ford dealers say they 
may run out of certain mod- 
els before things return to nor- 
mal but, on the other hand, Ford 
dealers in some cities are adver- 
tising immediate delivery. 
Chrysler Corp. dealers are still 

getting cars, and most of them will 
be able to live off their inventory 
a bit longer than dealers in other 
lines. 

A real pinch is evident in Valiant 
supplies, but other factors are at 
work in this case. Some Dodge 
dealers envision a two-month wait 
for more Darts, too. 

+ * * 


Ramblers Rolling 
LTHOUGH Rambler dealers are 


in short supply, they deny that | 


a steel shortage is to blame. 

In the Buffalo area, for example, 
Rambler dealers report sales run- 
ning 70 percent ahead of a year 
ago. With the factory producing at 
full capacity, they say, they are 
still sold out beyond the end of 
the year. 

Rambler dealers expect factory 
shipments to continue in normal 
volume, however. 

Studebaker dealers say they are 
not in immediate short supply, but 
that they could possibly get into 
trouble for a week or so at the 
end of the year. 

* + * 

N ASSESSING the current situa- 

tion, dealers say the most dam- 
aging factor is this: Instead of 
operating in the midst of one of 
history’s best selling periods, they 
do not have enough cars on hand 
even to keep up the momentum 
of the flying start they achieved 
on ’60s. 

Just about every dealer has at 
least a few cars in stock, but 
most of them expect to go 
through a period when they will 
have little or nothing to offer. 
The shortage cemes at a bad 
time because demand has been 
so good, 

Said a GM dealer in a small Illi- 
nois city, “Our orders are just 
about as high as they’ve ever been, 
but the shelves are bare.” 

Added a Miami Pontiac dealer, 
“We're not panicky, just plenty 


worried.” 
a + ae 


Early Orders 


GoME dealers said they had anti- 
cipated a strike and had jacked 
up early orders. In some cases this 


4 Aides Named 
By Ford Credit 


DEARBORN.—Four appoint- 
ments on the staff of Ford Motor 
Credit Co. have been announced by 
Robert S. Olson, president. 

Frank J. Force, former assistant 
Secretary and attorney for White 
Motor Co., has been named secre- 
tary and associate counsel, Ray- 
mond M. Lyons, manager of labor 
relations and hourly personnel for 
M-E-L division, has been appointed 
Personnel director. 

A former financial analyst for 
Ford, Thomas G. Bainbridge, has 
been named to the sales staff. Ollie 
M. Baugh, former plant controller 
for the Ford paint and chemical 
products plants, has been appointed 








to the accounting staff. 


strategy produced more cars; in 
some cases, it didn’t. 

Said a Little Rock dealer, 
“When things started to look bad, 
I ordered everything in sight and 
I managed to get eight cars.” 

However, an Eastern Oldsmobile 
dealer said heavy early orders had 
given him a 60-day supply of cars 
although his sales are “up tre- 
mendously.” 


* * 

N HANDLING customers now, 

dealers say they tell buyers that 
if they want a car, they'd better 
take something in stock because 
the dealer can make only vague 
promises on delivery otherwise. 

It won’t be long, dealers say, 
until just about every deal will 
involve only an order for future 
delivery, with the tradein due for 
reappraisal when the new car ac- 
tually arrives. 

Some dealers say they are al- 
ready beginning to shift their oper- 
ational emphasis to used-car sales, 
particularly late models. With new 
cars in short supply, dealers in 


* 





Sales to Suffer Until New Year 


many cases have been able to 
“buy” the tradeins at attractive fig- 
ures as they swing into the used- 
car business. 

* * * 


OP Debbil Overhead 
|) rmrnsarsna have already started 
thinking about trimming over- 
head in the closing weeks of the 
year. A few said they may reduce 
their staffs, although most said 
they would try to avoid such a 
drastic move. 

A volume Chevrolet dealer in 
Miami said, “This is the most 
serious situation we have ever 
faced. We have a fixed overhead 
of almost $100,000 a month and 
238 employes. 

“Unless the car shortage is allevi- 
ated, we’ll have to pull in our horns 
somewhere. We will lay off some of 
our people only as a last resort.” 

* * + 


| aha cia to build up new-car in- 
ventories by buying cars from 





other dealers have proved unsuc- 
cessful in nearly every instance. 

Some dealers in the Midwest 
tried buying in steel centers, where 
they figured the strike would have 
put a crimp in buying. They found 
out this was not the case and that 
no cars were available. 

A dealer in the Southwest said 
he had been offered a plus profit 
on his entire inventory by an out- 
of-town operator. He turned it 
down, saying, “We want our 
salesmen to have something to 
offer.” He probably had other 
reasons in mind, though. 

In winter resort areas, the car 
shortage has been particularly un- 
pleasant for dealers, since this is 
the time of year they normally 
make deliveries of fleet orders to 
rental agencies. In Miami, one 
dealer reported a fast-dwindling 
stock of 100 cars with a backlog 
of 2,000 orders—mostly from rental 
agencies. 

By the time he receives cars 
again in sufficient volume to fill 
such orders, he said, the winter 
seasOn May be half gone and some 
of the orders may be cancelled. 

Bg * + 


Long Way to Go 


Mweost dealers agree it will be 
February or March before they 





can possibly build a full inventory, 
even if steel production continues 
uninterrupted from here on out. 

And, of course, there is no as- 
surance that the strike will not 

be resumed after the 80-day cool- 
ing-off period. 

Some dealers, in fact, voice 
doubts as to whether the steel 
workers will be as efficient under 
court order as they might be under 
a new contract. 

Others suspect that any eventual 
steel settlement may be reflected 
in higher new-car prices. 

* * * 

Ore unanswered question is the 

affect the car shortage will 
have on new-car registrations. 
Some observers believe that with 
Ford’s production advantage, it 
may overtake Chevrolet in the race 
for top spot in sales. 

Commented a Ford dealer last 
week, “It’s a cinch Ford will be 
the sales leader for 1959. 

“Maybe we would have won any- 
way, as Chevrolet and Ford ran 
neck and neck for the first 10 
months. 

“I only wish there had been no 
strike and plenty of Chevrolets on 
hand, for I believe we'd have beat- 
en them in the end.” 








FREE Step-By-Step Picture Guide Shows 


How +o Cach-in on 
COMPLETE USED CAR 
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CLIP and MAIL 





Magnus Chemical Co., Inc. 
97 South Avenue, Garwood, N. J. 
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Please send a free copy of your new 
Appearance Reconditioning Guide. 
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Hillman for '60— 


The ‘60 Hillman has a restyled grille 
and a larger and deeper windshield. For- 
ward vision has been increased 21 per- 
cent and door pillars of sedans have been 





narrowed to eliminate blind spots. 





Texans Seek Minimum Standards .. . 





SAE Brake Action Asked 


DALLAS. — The Automotive 
Wholesalers of Texas has adopted 
a resolution urging the Automotive 
Service Industries Assn, to press 
for safe minimum SAE standards 
for braking-system components. 

The resolution was one of several 
approved at the group’s 26th an- 
nual convention and sixth annual 
booth conference, which drew a 
record turnout of 588 visitors. In 
its petition on braking standards, 
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the AWOT called for safe mini- 
mum requirements for brake lin- 
ings, hoses, lines, couplings, drums, 
cylinders and all other replacement 
components used in braking sys- 
tems of autos, trucks and buses. 


ASIA also was urged to seek the 
inclusion of these standards in 
state vehicle codes. 

The wholesalers also: 

1, Urged support of President 
Eisenhower in his efforts to bal- 
ance the budget and prevent in- 
flation. 

2. Affirmed AWOT’s coopera- 
tion with ASIA and urged all 
Texas wholesalers to consider 
membership in ASIA. 

3. Pledged AWOT’s support to 
officials of the Southwest automo- 
tive parts show. 

W. E. Woods, Standard Parts Co., 
Houston, was elected president of 
the group for 1959-60, Other officers 


are: 
Yancy Robertson, Robertson & 


||} King Motor Supply, Dallas, first 


vice-president; Wayne Bull, Wayne 
Bull Auto Parts, San Antonio, sec- 
ond vice-president; Mrs. H, G. 
Baker, Baker Auto Supply, Hills- 
boro, secretary, and Poncho Oat- 
man, Walter Tips Co. Austin, 
treasurer. 

In business sessions, delegates 
were told that AWOT now has the 
largest membership in its 26-year 
history, 580; that AWOT' spear- 
headed efforts which led to creation 
of the Automotive Trades Council 
of Texas, and that the group ob- 
tained passage of the following 
legislation: 

Requiring mud flaps on most 
dual-wheeled trucks at all times, 
permitting use of amber lights 
on vehicles parked or stopped on 
roadway or shoulder of highway, 
permitting use of flashing lights 
on vehicles to warn of vehicular 
hazards, 

Amending p: «vious backup-lights 
law to permit use of two backup 
lights instead of one, and increas- 
ing the State appropriation for in- 
dustrial education from $138,000 to 
$180,000 a year. 








More Makers Report ’60s 


Moving Out a 


DETROIT. — Additional reports 
on early-season sales of 1960 mod- 
els were issued last week by auto 
makers. Among them were the fol- 
lowing: 

Willys 

Alltime monthly highs in U. S. 
sales of Jeep vehicles and special- 
ized equipment were established 
during October, said C. W. Moss, 
general sales manager of Willys 
Motors, Inc, 

He reported that 3,729 units were 
retailed by Jeep dealers during the 
month, topping the previous record 
set in December, 1958, by 11 per- 
cent. Deliveries in the 10-month 
period through October surpassed 
the retail volume for all of 1958, he 
added. 

Factory sales to dealers during 
the month also set a new monthly 


Neil Is Elected 
APRA President 
At Annual Parley 


NEW ORLEANS.—R. R. Neil jr. 
was elected president of the Auto- 
motive Parts Rebuilders Assn. at 
its 12th annual international trade 
show and convention here. 

Neil, president of Neil Parts Re- 
builders, Inc., Nashville, succeeds 
H. B. Hastings, Hastings Co., Win- 
ston-Salem, N. C. 

Other officers are: J. W. Boulton 
jr., Oklahoma City, first vice-presi- 
dent; Stanley Peterson, Minneapo- 
lis, second vice-president; Charles 
R. Hicks, Kokomo, Ind., third vice- 
president; Don Westling, Minne- 
apolis, secretary, and R. E. Lee, 
Hutchinson, Kans., treasurer. 

More than 1,500 rebuilders and 
suppliers and their wives attended 
the convention. Forty-two exhibi- 
tors at the trade show displayed 
their products in 57 booths. 

Speakers included Dean Henry J. 
Engler, of the College of Business 
Administration, Loyola University, 
New Orleans, and Dr. Ralph G. 
Smith, also of Loyola University. 

Three members were awarded 
J. W. Boulton Sr. Memorial Plaques 
for “outstanding statesmanship in 
business and dedication to APRA.” 
Recipients were Hicks, Harry P. 
Lester, Los Angeles, and George 
Marquardt, Chicago. 








Oldsmobile Revives 
Deal in Youngstown 


YOUNGSTOWN, O. — Lloyd 
Stackhouse, Oldsmobile dealer in 
Dover, O., has been awarded an 
Oldsmobile franchise here. The city 
has been without an Oldsmobile 
dealership since Sept. 12 when D. A. 
Heindel Co. went out of business. 

Stackhouse, operating as Stack- 
house Oldsmobile, Inc., has taken 
over Heindel’s office and display 
building at 2007 Market St. Stack- 
house has been in Dover five years 
one Plans to sell his dealership 

ere, 


t Fast Clip 


high and were 7 percent above the 
record just established in the pre- 
ceding month, Moss said. 


Plymouth 


Station wagons continue to be 
more popular in the Los Angeles 
area than in any other part of the 
country, according to Edward P. 
Letscher, general sales manager of 
the Plymouth-DeSoto-Valiant divi- 
sion. 

During the first 15 days that the 
1960 Plymouths were on sale, 36 
percent of all orders placed with 
Plymouth dealers in the Los An- 
geles area have been for station 
wagons, he said. Nationally, 27 per- 
cent of Plymouth orders have been 
for wagons, he added. 


Rambler 


Rambler retail sales in October 
set a record for the month and 
climbed to 32,486 units, a gain of 
21.5 percent over the comparable 
month of 1958, according to Roy 
Abernethy, automotive distribution 
and marketing vice-president. 

Rambler retail sales in the first 
10 months of 1959 totalled 308,010, 
more than double the 150,191 sold 
in the comparable period of last 
year, Abernethy said. 

Dodge 

Sales of ’60 Dodge passenger cars 
in the first 20 days following public 
announcement exceeded last year’s 
by 57 percent, according to M, C. 
Patterson, division general man- 
ager. 

Patterson said the unit sales for 
the 20-day post-announcement per- 
iods were: ’60 model—16,130; ’59 
model—10,271. 





Used Cadillaes 
Still Ring Bell 


Miami Woman Dealer 
Started 10 Years Ago 


By Trescott Goode 
Staff Correspondent 


MIAMI.—lIt’s still possible to 
make a living as a used-Cadillac 
dealer, as the “world’s first woman 
dealer” is proving here. 

Aleida (Jo) McDaniel got start- 
ed in the auto business in 1949 
when she and her husband, 
Tommy, rented a lot along Auto 
Row (N.W. Thirty-sixth St.) and 
stocked it with six junkers. 

When the junkers were sold for 
a 100-percent profit in six days, 


Aleida decided to stay in the auto L 


business. She soon moved out of 
the junker class and began special- 
izing in Cadillacs, although not an 
authorized dealer. 

She now operates from a 125-foot 
lot which shows two dozen Cadil- 
lacs under a canopy. Most of the 
cars are late-model, used units but 
there are always at least two new 
ears. The source of the new cars 
remains a trade secret. 

The lot is adorned with a huge 
sign of a good looking girl. Aleida 
claims that she is the first woman 
to run her own dealership and act 
as her own saleswoman. 

She is an astute saleswoman 
and has built up a substantial 
clientele of winter residents who 
wait to trade until they come 
here for the winter season. The 
dealership’s fairly large service 
department is another feature 
that brings customers back. 

Another reason for the success 

of the dealership is that this is a 
Cadillac town. Someone once count- 
ed 97 Cadillacs in 100 cars in the 
parking lot at a leading hotel. 

There are half a dozen used-car 
dealers in the Miami area who 
specialized in Cadillacs but McDan- 
iel Motors continues to hold the 
lead. 





Dealer Sentenced 


For Cheating CIT [= 


NEW YORK.—Abraham Cirlin, 
Brooklyn (N. Y.) auto retailer, has 
been sentenced to one year in the 
penitentiary on charges that he 
fraudulently obtained more than 
$165,000 from Universal CIT Credit 
Corp. 

The finance company said Cirlin 
obtained the money in February, 
1958, by submitting false financial 
statements in behalf of his deal- 
ership, the now defunct Cirlin Mo- 
tors Corp., 62 Pennsylvania Ave., 
Brooklyn. 

Counsel for the defense said Cir- 
lin had “plowed back” approxi- 
mately $120,000 of the money into 
his dealership and had spent the 
rest on his family and relatives. 
Cirlin was convicted Sept. 18 on 
two counts of grand larceny in the 
first degree on a complaint filed 
by the rackets bureau of the 
Brooklyn district attorney’s office. 
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A Young Spectacular— 





air to the event. 


In one of the most lavish displays of a new product ever stag 
Fia., M. R. Young, Young Chrysler-Plymouth, Inc., presented 14 new models at af 
evening cocktail party for over 4,000 people. 
tropical background of the oceanfront patio of the Galt Ocean Mile Hotel. Comple- 
menting the auto show, was a fashion show of the latest in clothes by Saks Fifth’ 
Avenue of Fort Lauderdale. Strolling musicians throughout the patio gave a festive | 






















De 


the 
de! 
to 

she 
ay 


s 


a 








nmnenAampma ST =| -— 

















d in Fort t 





The cars were present against the 






derdale;\! 













-r 


e 
lillac 
man 


-€8S 


int- 
the 


car 
rho 
an- 
the 










, ance” he claims. 
, 1 “The first thing we do when a 


AUTOMOTIVE NEWS, NOVEMBER 16, 1959 









Dealer-Planned Work Program Bars Monotony, Laev Feels .. . 





By Benn Oliman 
Staff Correspondent 

MILWAUKEE, — “Monotony is 
the enemy of the average car sales- 
man,” says Walter Laev jr., presi- 
dent of Walter Laev, Inc. (Ford). 
“One day looks just like the next 
to most salesmen you see in car 
showrooms because they don’t have 
a working plan.” 

Management is to blame for a 
big share of this “occupational ail- 
ment,” he adds. 

“We have a tendency to blame 
individual car salesmen for their 
lack of interest in their work. 
But, isn’t it the responsibility of 
management to provide salesmen 
with a daily plan?” 

Laev has been active in the fam- 
ily-owned firm since 1954, He took 
over as president last September 
on the death of his father, Walter 
Laev sr., founder of the firm. 

According to his viewpoint, the 
company should let each salesman 
know clearly what is expected of 
him. 

“A salesman should be provided 
with at least a clear outline of the 
activities he is expected to follow 
each day,” Laev believes. “He need 
not be required to follow it to the 
letter; there should be some flex- 
ibility in his daily work program. 

“Does the company expect him 
to make telephone cars to pros- 

ts? Or, should he be out in 
the field following up personal 
contacts when he is not spend- 
ing his time in the showroom? 
If your salesmen know how to 
spend their time productively, the 
sales will automatically follow. 
Busy salesmen seldom become 
bored with their work.” 

A planned program can elevate 
the average salesman to greater 
heights of productivity, he feels. 

The toughest task in sales man- 
agement is hiring new men, Laev 
thinks, What is the first thing he 
looks for in considering a man for 
a sales job? “The moral fiber of 
the applicant is of utmost import- 


man applies for a sales job is to 











30-60-90 Day 
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Is Obsolete! 


Dealers are 
spending large 
amounts of 
money and still 
lose 50% of their 
owners within a 
12 month period. 
Can follow-up 

be working? 


If you are looking ahead to the 
new model and to 1960 sales... 
you must plan on having the 
good will of your owners, and 
equally important, the present 
service business of the owners 
in your area. 
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any specific device. 


make a credit check on him. An 
interesting thing is that about 50 
percent of the applicants to whom 
we give a credit-information form 
don’t come back. These are the 
kind of applicants we want to elim- 


Larger Quarters 


For Miami Assn. 


MIAMI.—The Greater Miami 
Automobile Dealers Assn. has mov- 
ed to larger quarters at 2661 N.W. 
Thirty-sixth St., in the heart of 
automobile row. 

O. C. Fransworth, secretary-man- 
ager, heads the office staff which 
includes 11 full-time employes. Bur- 
ton S. Kahn is president of the as- 
sociation. 








~ Busy Salesman Seldom Bored’ 


inate in our preliminary inter- 
views.” 

Failure to pass a routine credit 
check by so large a percentage 
of prospective car salesmen is 
very disturbing, Laev says. 

“Are these the type of people who 
are infesting the selling end of the 
automobile business these days?” 
he asks, 

What about the educational 
background of a candidate for a 
job as a car salesman? 

“High school diplomas and col- 
lege degrees are not the primary 
things we look for’ says Laev. “In 
fact, a college graduate is seldom 
a good car salesman, What we 
seek is sincerity and honesty, neat 
appearance, and ability to get along 
well with other people.” 





RALEIGH, N. C.—The State has 
opened bids from dealers on 500 
sedans, 75 station wagons and 300 
small trucks, but Roy Dearstyne, 
State purchasing agent, said deliv- 
ery delays caused by the steel 
strike may endanger the policy of 
replacing cars annually. 

The State cut the replacement 
period from 18 months to 12 
months last year. 

A preliminary check of the bids 
just opened indicated that most 
dealers were sticking pretty close 
to this year’s prices, and nearly all 
said delivery would have to wait 
until “30 to 60 days after produc- 
tion begins” after the steel strike. 
The State’s base contract price was 
$1,728.65 per car this year. 

“This presents a very complicated 
situation,” Dearstyne said, “and we 
don’t know how we're going to 
work it out. We'd like to place a 
big order right away. The replace- 
ment situation is good now—used- 
car dealers are paying top prices.” 

He said it will require several 
days to match availability and 
price under the current bids. A 
decision then would have to be 
made on whether it will be nec- 
essary to purchase some cars at 
higher prices because they are 
available. 

He said the State also intends 
to buy some of the new compact 
cars and has asked bids on both 
full-sized cars and the new smaller 
jobs. 

He noted that bids have been 


California Body 
Urges Law by ’61 
On Antismog Unit 


LOS ANGELES.—The Governor’s 
Commission on Metropolitan Prob- 
lems has recommended a law re- 
quiring exhaust purifiers on all new 
cars sold in California after Jan. 1, 
1961. 

The recommendation echoed de- 
mands by the Los Angeles County 
Board of Supervisors for a special 
session of the Legislature to con- 
sider such a law. The commission 





cars registered in counties with 
critical smog problems and adja- 
cent counties whose residents drive 





their cars into smog zones. Sparsely 
populated and smog-free counties | 
presumably would be exempt. 
Earlier, County supervisors| 
voted that the industry must pro-| 
duce a smog-control device which | 
will cost less than $100, be at least 
80 percent effective in eliminating 
harmful emissions and have a min- 
imum life expectancy of 25,000 
miles. 

The vote was in answer to an| 
industry statement that any of| 
three devices being developed could | 
be installed on production models| 
beginning a year from the time the 
supervisors decide which one they 
want. 

A board member commented that 
the board could not recommend 














North Carolina Fleet Order 
Periled by Car Shortage 


asked on the stripped fleet mod- 
els which some manufacturers 
are offering, but that these quo- 
tations were only about $20 to 
$25 less than the bids on regular 
models, 

The bids just opened are one of 
three big orders the State places 
each year. Bids on about 500 cars 
for the State Highway Patrol will 
be opened in December, and hun- 
dreds of big trucks for the State 
Highway Department are handled 
on another contract. 
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also urged a law requiring exhaust- | 
control devices on all used vehicles 
by 1964, but on a local-option basis. 
The regulation would embrace 


Polk’s Motor Vehicle Registration Manual is a 
““must”’ reference for anyone whose business is 
selling, buying, trading or financing automobiles. 


As a complete encyclopedia of vehicle licensing and 
registration information for all states, Polk’s Manual 
has countless every-day uses. It provides positive 
identification of official documents ... . helps protect 
. . speeds 


saves 


you against fraud or “fast operators’ . 
customer service and builds good-will . . 
you time and money. 


The book is published in loose-leaf form, and inserts 


covering any changes in state regulations are sent 
periodically to each subscriber. 


The subscription price is $15 for a full year’s 
service. Enter your subscription today. Send check 
or money order to R. L. Polk & Co., Dept. 5A, 
431 Howard Street, Detroit 31, Michigan. 
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Following Expose in Washington . . . 





FTC to Probe Used-Car Bait Ads 


(Continued from Page 1) 
cars at bargain, or “bait,” prices. 
No car on the lot fit the “bargain” 
description, however. 
cal * + 
¥ yw FTC called on victims of 

“baited” sales to complain to 

the Federal agency in writing, and 
to enclose a copy of the “bait” 
advertisement. 

Reaction of dealer spokesmen in 
Washington to the articles was 
immediate and articulate. 

The Automotive Trade Assn. 
National Capital Area ran a full- 
page local advertisement on be- 
half of its new-car dealer mem- 
bers calling for regulation of in- 
stallment-sales financing in 
Washington, and advising shop- 
pers to stick to ATA-NCA mem- 


Robert J. McKinsey, executive 
vice-president of the National In- 





dependent Automobile Dealers 


Assn,, said he is in complete agree- 
ment with the FTC that “steps 
should be taken promptly to elim- 


inate bait advertising in the sale 


of used cars.” 
cad * * 
CKINSEY said NIADA can 
take no punitive action against 
the 25 or so offending retailers in 
Washington, since not one is a 
member of his association. NIADA, 
he said, “has always insisted that 
its members employ truth and ac- 
curacy in both advertising and sell- 
ing.” : 


executive called on FTC to in- 
clude the sale of new cars, as 
well as used units, in its investi- 
gation. 

“We assume the FTC inquiry will 
include both franchised and in- 
dependent dealers,” he added. 

He declared that the Star articles 


























receivable. Neither does capital 


without obligation. 


COLLECT AND CONTROL 
ACCOUNTS RECEIVABLE 


Profit margins today do not provide for carrying excessive accounts 


Now is the time to start whipping your receivables in shape so as to 
close the year in good shape, and put the capital to work earning 
profits for you. Our CREDIT AND COLLECTION GUIDE and CONTROL 
SYSTEM will do the job easily and quickly, with complete credit manual 
outlining a simple plan for handling approvals and collections. Takes 
all of the work and unpleasantness out of the job. Provides dealer with 
rigid controls over excessive receivables, and unnecessary delinquency. 
All contained in one attractive, durable, binder that puts everything 
under finger-tip control. Order it today at our SPECIAL INTRODUCTORY 
PRICE OF $24.25, if check accompanies order to eliminate billing and 
bookkeeping. OR, write in on your letterhead for further information 


1100 NORTH WOODWARD 
POST OFFICE BOX 5, BIRMINGHAM, MICHIGAN 


invested in them produce a profit. 
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INTRODUCTORY OFFER TO DEALERS 


We will ship any one of these TPI Electric ENGINE HEATERS (or all 3 units) fj 
postpaid for installation on any truck you sell. THIS IS A LIMITED OFFER... 
expires February Ist, 1960. PLEASE .. . no mere than 1 unit of each size at | 
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Please send literature and resale prices. 
i TRUCK EQUIPMENT DISTRIBUTORS: Some territories available. Write for details. 


and the FTC investigation “em- 
phasize the need for strong associ- 
ations of independent dealers to in- 
sure proper standards of business 
conduct.” 
* a * 
CCORDING to the Star, the sit- 
uation has become so bad that 
the Armed Forces Police have ar- 
ranged with D. C. officials to tour 
nearby military bases with illus- 
trated “buyer beware” lectures. 


As is usually the case, the 
shady merchants prey on the gul- 
lible or ignorant who either sign 
@ contract without reading the 
terms or put down their John 
Hancock before the figures are 
filled in. 

The results, the newspapers say, 
are 30 percent finance charges, cre- 
dit life insurance at double the 
usual rates, sizable “pickup” pay- 
ments due within a week of the 
contract signing and “balloon” pay- 
ments of $200 or more due in a 
lump sum after the buyer has been 
making monthly payments for two 
years. 

* oe +. 

VEN customers who read the 

original contract carefully before 
signing are not immune to bilk- 
ing, the Star says, for there are 
tricks whereby the original con- 
tract is switched—such as the 
spilled-ink ruse, 

In this case, the dealer “acci- 
dentally” smears the original con- 
tract ‘with ink as the customer is 
about to leave. He then asks the 
buyer to sign another contract, 
saying he'll fill it in while the 
buyer rechecks his car outside. 
New figures are inserted. 

Another variation consists of al- 
lowing the buyer to read the con- 
tract fully and then asking him to 
sign “duplicates.” In a shuffle of 
papers the buyer gets one of the 
“duplicates” in a sealed envelope as 
his copy of the transaction. So it 
is not until later—too late—that 
the victim learns of the altera- 
tions. 

aK * * 
B ignes newspapers’ tips on how to 
avoid being “taken:” 

1. Pick a reliable dealer, one with 
a “reputation for honest dealing.” 
“2. Watch the advertising—back 
off from dealers making exaggerat- 
ed claims. 

3. Avoid dealers who give the im- 
pression of offering “repossessed” 
cars at bargain prices, They’re no 
more of a bargain than other units. 

4. Be wary of $1-down promises. 

5. Insist on driving the car your- 
self before buying. 

6. Don’t sign a contract without 
reading it and make sure every 
blank is filled in. 

7. Don’t make a downpayment 
until you know what ALL the 
charges will be. 

8. Don’t be misled by small 
monthly payments — “pickup” or 
“balloon” payments may be added. 
9. Read ALL the papers you are 
asked to sign. 

10. Don’t trust verbal guarantees 
or figures on a separate unsigned 
sheet. 

11. Don’t sign your name or in- 
itials in the margin of the contract 
unless it’s immediately after some- 
thing already written there. 

12. Don’t sign if the contract isn’t | 
exactly what you agreed to. 

13. Insist on an exact copy of the 
contract before leaving the lot. 
Check to see if it is exact. 

14. Always have a witness with 
you who can also read, write and 









The Selene by Ghia— 
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Interior of the Selene— 


Tatra. 


Fiat's 1500 Zagato— 


More Scenes from Italy 







This is the rear compartment of the Ghia Selene which is actually a living room 
on wheels. The pairs of club chairs which face each other come complete with a bar, 


Czechoslovakia Shows Rear-Engined Tatra— 


Czechoslovakia's entry in the 41st Internationa] Auto Salon in Turin, Italy, was the 
The car features an air-cooled V-8 engine in the rear, long a Tatra feature. 





To increase its competition for sales of two-seat sports coupes, Fiat showed this 
1500 Zagato at the Turin International Auto Salon, Fiat has offered the car with 
1,200-c.c. engine. This model's 1,500-c.c. 









One of the hits of the International Auto Salon at Turin, Italy, was this experimental 
body—the Selene by Ghia. The front seat is placed in front of the front wheels. The 
engine, when it is added, will probably go in the rear along with the luggage space, 
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(Continued from Page 2) 

not show a new model at the Auto 
Salon, The company is now pro- 
ducing its first Dauphines, under 
license from Renault. 

Ferrari continues to produce 
high-speed, high-priced cars with 
some offering 200 m.p.h. as the top 
speed. A competitor, Maserati, has 
a new five-liter sports car which 
goes up to 200 m.p.h. 

Moretti is offering two new mod- 
els. One is a 1,500-c.c. sports coupe 
with four seats, disc brakes and a 
top speed of 120 m.p.h. The other 
is a tiny station wagon, powered 
with a motorcycle-type engine. 

OM, a large Italian producer of 








motor vehicles, has a new light 


Special Bodies Are King in 


truck called the Lupetto. It has a 
two-ton payload and an air-cool- 
ed, four-cylinder diesel engine, 

Air-cooling frequently means the 
difference between a sale made or 
lost in underdeveloped countries 
which have extreme climates. An- 
other large European company is 
reported planning to offer its first 
air-cooled diesel in 1960. 

Frissore, an Italian body builder, 
offered a taxi based on the Fiat 
600 and a new four-seat coupe 
based on an Auto-Union unit. 
Berco showed a regrinder with an 
electronic measuring device. Cisi- 
talia, a Porsche-founded firm, in- 


sports engine 





Serweess F522 | 


Turin 





B 
pr 
troduced a 750-c.c. rear-engine| Bi 
sports coupe based on Fiat units. to 
All in all, this show did not pro- | ™ 
duce any revolutionary change in § — 
styling. The emphasis was on cus- 
tom-made bodies for individualism. N 
The crisp, straight lines cre- § P 
ated by the top styling firms, 
such as Farina, Vignale and Ber- A 
tone, have shown up on some . 
mass-produced cars. Notable in 2 
this regard are some British 
Motor Corp. lines as well as some Re 
Mercedes, Opel, Borgward and 5 
BMW models, ‘ 
Some of the European produc-§ 4, 
tion models looked like Cinderella§ ¢%, 


—in need of a new dress. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 





Week Week dan. 1 dan, 1 
Ended Same Ended Output To To 
Nov. 14, Week, Nov. 7, November Nov. 15, Nov. 14, 
1959 1953* 1959* To Date 1958** 1959 
AMERICAN MOTORS Ay 
Rambler o.......c..00:-0s0-0: D 6120 8,767 17,267 173,662/5 $42,282 
CHRYSLER CORP. ...... 15,000~ + 5,931 16,913 31,913 505,547\“645,986 
| eee 900 450 1,342 2,242 42,809 60,608 
ON Sanne 500 442 583 =s-«:11,083 = 331,426 = 38,412 
a Soe 5,700 1,452 6,445 12,145 99,306 160,405 
a _ ae 600 146 594 «=s«i1,194—Sss«'110,719 Ss :18 
Plymouth Tetal........... 7,300 3,441 7,949 15,249 321,287 $ 367,755 
Plymouth .................. 5,500 3,441 6,272 11,772 321,287 359,889 
NE ite ccscvesopevents | es - a ee 7 
FORD MOTOR .............. 31,704 40,319 26,659 58,363 969,632 1,504,380 
EO eres 64 1,330 43 107 :16,052 —s_- 29,594 
Ford Division .............. 27,820 34,230 23,590 51,410 835,655/)),315,821 
IA ds inoiicissciinctedtiave fs i =" ee “44,626 
Ford (Standard) .... 18,968/,) 32,871 14,671 33,636 790,686 1,205,799 
Thunderbird ............. 1,7 1,359 1,758 3,513 44,969 65,396 
SE icccnctuccistesnsoiewie 935 718 920 §=61,855 20,917 24,947 
OS ee 2,885 4,041 2,106 4,991 97,008 134,018 
GENERAL MOTORS .. 3,333 62,444 8,464 11,797 1,703,058 2,342,185 
aS 833 9,483 2,043 2,876 194,881 209,201 
lt inten To eee 
Chevrolet Division 2,500 32,767 6,421 8,921 995,214, 1,309,060 
a Se coos 4,901 6,901 .......... ~ 56,986 
Chevrolet (Stand.).. 500 32,767 1,520 2,020 995,214 1,252,074 
ED oc. fssditUvbisccisave,- satdvebens ae tc Ree 245,872 7,120 
EE Ne acaesvuasbiscvestetie! Gosesveees WED. - tention Ween 166,120 aee15s 
S-P CORP. 7 
Studebaker .................. 3,260 2,820 2,648 5,908 36,780 134,691 
Total Cars, U. S.** .... 61,797 117,634 63,451 125,248 3,390,424 4,969,524 





*Revised. 


**Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

















Week Week dan. 1 dan. 1 
Ended Same Ended Output To To 
Nov. 14, Week, Nov. 7, November Nov. 15, Nov. 14, 
1959 1958* 1959* To Date 1958* 1959 
8,347 3,905 9,005 222,680 306,915 
139 51 126 5,028 4,960 
57 12 92 2,473 3,073 
650 422 522 48,262 66,590 
7,838 3,755 8,355 199,208 296,478 
1,965 248 498 49,887 70,774 
1,360 2,530 4,810 79,426 128,032 
285 291 591 12,430 15,338 
272 37 37 8,413 10,621 
416 404 $19 15,057 17,656 
De aaiDdaibiancenhs ‘Sncciipnn 2,273 1,933 1,933 77,894 99,258 
76 15 148 3,965 3,931 
Total Trucks, U. S. .... 13,273 23,678 13,663 26,936 724,723 1,023,626 
Total _ Trucks, 
OE ae eer 75,070 141,312 177,114 152,184 4,115,147 5,993,150 
Total Cars, Trucks, 
CE -isncsdavegdinaseisene 3,265 7,793 4,726 7,991 298,825 330,873 
Grand Total, 
Cars and Trucks, 
U. S. and Canada... 78,335 149,105 81,840 160,175 4,413,972 6,324,023 
*Revised. 
**Miscell ludes Corbitt, Marmon-Herrington, Federal, FWD, etc. 





***autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


N.B. All U. 8S. totals include cars and trucks for military orders. 








During Production Shutdown .. . 





Back ‘to School at Buick 


FLINT.—Buick is sending more 
than 900 salaried employes back to 
schools for refresher courses dur- 
ing the production stoppage caused 
by the steel shortage. 

Some 600 manufacturing super- 
visory employes last week began a 
Management development program 
‘established by Buick and General 
Motors Institute. Foremen, general 
foremen and assistant superintend- 
ents will attend classes conducted 

GMI conference leaders and 
Buick training coordinators until 
production is resumed. 

Intensified programs for the 
Buick sales organization began 
today (Nov. 16) with a two-week 
training conference in Chicago, 

Later this month, the first of 


New English Ford Anglia 
Priced at $1,583 in East 


DETROIT.—English Ford’s new 
Anglia 105E two-door sedan will be 
priced at $1,583 at East Coast ports 
of entry, Jack S. Kemp, M-E-L im- 
bast week, marketing manager said 





t week. It is $22 more than the 
9 Anglia. 

Prices of other English Ford 
odels are unchanged for ’60. Pre- 
ect, Escort, Consul, Zephyr and 
4g prices range from $1,661 to 





three two-week training programs 
for district managers will begin at 
General Motors Institute here. 
About 75 district managers will 
take part in these programs. 
Elsewhere, more than 200 Buick 
zone Office representatives and 6,000 
to 8,000 dealership employes will 
attend special product comparison 
meetings at General Motors train- 
ing centers across the country, 
beginning early in December. 


Polk Publishes 
Registry Rules 


DETROIT.—Regulations covering 
the titling and licensing of motor 
vehicles in. all 50 states and the 
District of Columbia are catalogued 
in Polk’s Motor Vehicle Registra- 
tion Manual, published by R. L. 
Polk & Co. 

The book is published in loose- 
leaf form, and inserts covering 
changes in state laws are sent pe- 
riodically to each subscriber. A 
one-year subscription, priced at $15, 
may be obtained by writing Dept. 
5A, R. L. Polk & Co., 431 Howard 
St., Detroit 31, Mich. 








806 | the auto 





As ’60 Flow Hits Low .. . 





Full Output Remains 
5 to 6 Weeks Away — 


(Continued from Page 1) 


its furnaces and open hearths caus- 
ed less damage than anticipated 
and production ran anywhere from 
20 to 70 percent of capacity last 
week, the immediate outlook for 
industry and especially 
GM, is rather bleak. 

Few steel industry observers 
will predict full capacity for the 
steel makers in less than a 
month. 

Great Lakes Steel Corp., which 
supplies about 12 percent of the 
auto industry’s steel needs, began 
shipping cold rolled coils and 
sheets to GM and Chrysler last 
week, but said it will take the 
company from four to five weeks to 
reach output capacity. 

Chief reason for the delay lies 
in the fact that its “B” blast fur- 
nace was damaged by the long idle- 
ness and reportedly will take 90 
days to rebuild. 

Some of the steel Great Lakes 
shipped last week reportedly was 
inventoried prior to the strike and 
other was conversion work that 
had been sent to the mills by Lone 
Star Steel Co. through Chrysler 
Corp. Some of the shipments to 
GM also reportedly were conver- 


sion materials, 
* 


—— éompenies egpanutty in the 
best shape for a quick return 
to capacity output are the ones 
using electric furnaces. 

One conversion steel company in 
the Detroit area was reported to 
have received a shipment of 140 
tons of bars from Bethlehem Steel 
Corp., which had been stockpiled in 
warehouses during the strike. 

Steel companies in the \Valley 
area (Pittsburgh and Youngs- 

town, O. regions) were reported 
in fairly good shape. 

Weirton Steel Corp. and Wheel- 
ing Steel Corp. in the Youngstown 
area were reported to have reached 
70 percent of capacity by the end 
of last week, while Pittsburgh-area 
plants were operating at 40 percent 
of capacity. Jones & Laughlin and 
McLouth Steel in the Detroit area 
also reportedly were in good shape. 

An indication of damages to fur- 
naces was seen at U. S. Steel Corp., 
largest supplier to the auto indus- 
try, where only three of 177 open 
hearth furnaces were reported to 
have fallen in. That’s less than 2 
percent, which is an indication as 
to the relatively little damage that 
has been caused by the long idle- 
ness of the furnaces. 

Some blast furnaces were report- 
ed to have had cold bottoms, which 
meant that they had to be tapped 
several times before they would 
perform efficiently. 

Other companies who reported 
less strike damage than anticipated 
were Bethlehem, J & L, Youngs- 
town Sheet & Tube, Inland, and 
Armco. 


* * + 
6-Week Ore Supply 

ARRING a continuation of the 

strike after the 80-day cooling 
off period invoked by the Taft- 
Hartley injunction, once the steel 
mills have returned to capacity out- 
put operations should run smoothly. 

According to Steel magazine, 
the nation’s steel mills estimate 
that by spring they will have a 
six-week supply of ore left even 
if they continue to produce at 
capacity, 

On Nov. 1 the industry had 56 
million tons of ore stockpiled and 
by January it estimates it will 
have 55 million tons left, and this 
despite a consumption of some 15 
million tons during the two-month 
period. 

The steel industry estimates it 
will consume 44 million tons of ore 
in the January-April period, and 
by Apr. 1 will have approximately 
18 million tons stockpiled for fu- 
ture use. It is estimated 7 million 
tons of ore will be imported from 
Peru, Venezuela and Liberia during 
the first quarter of next year, the 
magazine said. 


For the uehe ietienbiy as a whole, 
however, the future will be un- 
certain until GM can get back into 
operation, which appears to be a 
month away. 

About the only bright spots are 





AMC’s report that it will be able 
to continue to produce Ramblers 
on a minimum of five days, and 
S-P’s report that it is “shooting 
for uninterrupted production.” 

Ford Motor and Chrysler Corp., 
as of press time, were sticking to 
their original predictions that they 
can get into December and the lat- 
ter part of November respectively 
before having to call a halt to car 
assembly operations. 

In both cases, officials said ter- 
mination dates for assemblies 
would depend on how fast they can 
obtain steel in quantity, and how 
fast parts suppliers are able to 
resume quantity shipments. 

a * * 


GM Waits for Suppliers 


At™ GM, where all car operations 
are at a standstill, it is a mat- 
ter of filling supply lines from the 
ground up. Most of GM’s suppliers 
also have depleted their steel 
stocks, so it may take weeks before 
the corporation can resume opera- 
tions on a large scale. 
As an example of GM supplier 
problems, its Harrison Radiator 
* oe + 





End of the Line— 


Steel stocks are gone and so is the 
busy production hum in Pontiac's assem- 
bly plant at Pontiac. The chassis assembly 
in foreground, with its V-8 engine covered 
for protection against dust, waits on the 
now empty final assembly line for a 
body that cannot be made until steel mills 
resume deliveries. 





division reported last week that 

it won’t begin recalling workers 
at its Buffalo and Lockport 

(N. Y.) plants until Nov. 30. 

Chevrolet’s engine forge and 
foundry plant at Buffalo, which 
produces engines for the Corvair, 
also won’t start recalling laid off 
workers before the week of Nov. 30, 
if then, a spokesman said, and 
Chevrolet’s gear and axle plant at 
Buffalo estimates that it will be at 
least a month before production is 
resumed there. 

Only GM division that has set @ 
“target date” for resumption of car 
assembly operations is Buick, which 
said it hopes to return to work 
Dec. 14, All other divisions said 
there were too many “ifs” involved 
to “even try to estimate when we 
can resume operations.” 

A. O. Smith, Milwaukee frame 
supplier, said it will be four to five 
weeks before it will reach capacity. 
It supplies frames and controls to 
GM, Chrysler and AMC, and frames 
and sidebars to makers of large 
trucks. 

* +. * 

Y makers to record output 
gains last week were Ford 
Motor, up from 26,659 to 31,704 car 
assemblies, and S-P, up from 2,648 
to 3,260 units. Chrysler was off 
from 16,913 to 15,000 units; GM 
skidded from 8,464 to 3,333 assem- 
blies, and AMC declined from 8,767 

to 8,500 assemblies. 

The upsurge at Ford division 
saw the Falcon assembly units 
at Kansas City and Lorain and 
the standard Ford plant at Los 
Angeles on five days and the 
Thunderbird plant at Wixom, 
Mich., on six days. 

Ford’s calendar-year output as of 
last Saturday stood at 1,315,821 cars, 
compared with 1,309,060 for Chevro- 
let, Chevrolet, however, still leads 
Ford in output of “compacts,” 
65,396 to 44,626. 

Highlight in this week’s out- 
put will be the production of the 
five-millionth car of 1959, a feat 
that was not accomplished last year 
as only 4,244,045 cars were built 
during the entire year. 

+ a + 
ous output last week totalled 
an estimated 13,273 units, com- 
pared with 13,663 assemblies a week 
earlier. The same week a year ago 
saw the makers turn out 23,678 
trucks. 

Canadian car and truck — 
totalled an estimated 3,265 units 
last week, compared with 4,726 
vehicles a week earlier, and 7,793 
cars and trucks produced during 
the week ended Nov. 15 a year 
ago. 

GM of Canada also is down due 
to the strike. Chrysler Corp. halted 
operations Wednesday in observ- 
ance of Armistice Day. 





First Outdoor Auto Show 


Success in St. 


Louis 


(Continued from Page 3) 


car’”—the Fulgur—made its 
American premiere at the Phila- 
delphia show. It also is due to 
be shown later at auto shows in 
Washington, Miami, Detroit, 
Kansas City and New York, 

The show model is a full-scale 
styling mockup four feet high, 13 
feet 9 inches long and 6 feet 8 
inches wide with a transparent 
plastic dome designed to give 
driver and passenger clear vision 
in every direction. 

The driver will operate the Ful- 
gur by feeding instructions to its 
electronic brain, said Simca engi- 
neers. Highways of the future will 
provide the Fulgur’s power through 
cables imbedded in the road. The 
current will drive the rear wheels, 
each of which will contain an elec- 
tric motor. 

On secondary roads, the engi- 
neers added, six batteries in the 
rear will give the Fulgur a range 
of up to 3,000 miles. 

*” * * 

N DETROIT, exhibitors of for- 

eign cars have drawn their 
spaces for the 47th annual expo- 
sition sponsored by the Detroit 
Auto Dealers Assn. It will be held 
Feb. 6-14 at the Detroit Artillery 
Armory. 

The order of drawing was 
changed this year because of the 
increase in number of import ex- 
hibitors, according to Boyce 
Tope, show manager. 

In past years the names of exhi- 





bitors were drawn from a hat and 
they made their choice of space 
as their names were announced. 
This year the drawing was based 
on registrations from Jan, 1-Sept. 
30 in the three Detroit area coun- 
ties for which DADA compiles reg- 
istration figures. 

The first 10 cars in registrations, 
and in the drawings for space, were 
Volkswagen, Renault, Simca, Fiat, 
Opel, English Ford, Metropolitan, 
Triumph, Hillman and Volvo, 

Among other imports to be ex- 
hibited are the Taunus, Saab, Aus- 
tin-Healey, Austin, Vauxhall, DKW, 
Mercedes-Benz, MG, Borgward, 
Jaguar, Lancia, Lotus, Morris, 
Peerless, Porsche, Riley, Rolls- 
Royce and Sunbeam. 

* +. zy 

| tod DENVER, Joseph J. Marsh, 

general chairman of the Denver 
show Nov. 30-Dec. 5 in the Coli- 
seum, has announced the show will 
open in spite of what “the steel 
strike does to curtail production of 
"60 models.” 

“We have been assured by all 
of the American automobile man- 
ufacturers that they will have 
full displays at the show,” he 
said. 

Five dealers in Washington, Mo., 
a city of 8,000 about 75 miles west 
of St. Louis, held a one-day show- 
ing of '60 models on a supermarket 
parking lot on Veterans Day (Nov. 
11). 
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Dealers to Hear 
Benson Ford at 
Arkansas Parley 


HOT SPRINGS, Ark.—Benson 
Ford, chairman of the Ford Motor 
Co. Dealer Policy Board, will be 
guest of honor and principal speak- 
er at the Silver Anniversary con- 
vention of the Arkansas Automo- 
bile Dealers Assn, at the Arlington 
Hotel Nov, 21-23. 

Ford’s address, on problems of 
the automotive industry, will be 
given at a luncheon meeting Nov. 
23. About 350 Arkansas dealers and 
their wives are scheduled to attend 
the three-day meeting. 

The keynote address will be given 
the morning of Nov. 23 by NADA 
President H. L, Galles jr. Members 
and guests will be welcomed to 
Arkansas by Gov. Orval E, Faubus. 
President Clyde Randall of the 
Arkansas group will preside. 





Obituaries 


Paul V. Galvin, 64, 
Founder of Motorola 


CHICAGO. — Paul V. Galvin, 64, 
founder and board chairman of 
Motorola, Inc., died Nov. 5. He en- 
tered the storage battery business 
after World War I, and in 1923 he 
began to specialize in radio bat- 
teries. 

In 1930, his company began to 
develop special radios for automo- 
biles, adopting the Motorola trade 
name. The company name became 
Motorola, Inc., in 1946. Mr. Galvin 
is survived by his wife, Virginia, 
and a son, Robert, president of the 
company, 





William McKean White Sr. 
ELKHART, Ind.—William McKean White 
sr., 74, president of White Mfg. Co., died 
Nov. 2. Mr. White formed the company 
in Goshen in 1920 to produce automobile 
hardware and railway car parts. 
* * * 


Edward J. Peters 
SHAWNEE, Okla.—Edward J. Peters, 
m4 Shawnee automobile dealer, died Oct. 


* * * 


Clarence M. Hopkins Sr. 
WEATHERFORD, Tex. — Clarence M. 
Hopkins sr., a Ford dealer in this area 
ea to 1929, died of a heart attack 


Albert 
HUNTERSVILLE, N. C.—Albert O'Neal, 
45, a Ford dealer here, was killed Nov, 2 
in an auto accident near Charlotte, N, C. 
* * * 


B. Swingle 
ZANESVILLE, O.—Earl B. Swingle, a 
Pontiac dealer, died Oct. 28. He was 61. 
* * - 


Herbert E. Sellers 
WALNUT CREEK, Calif.—Herbert E. 
Sellers, 62, retired comptroller of defense 
operations for Chrysler Corp., died Nov. 8 
while visiting in Detroit. He also had been 
with the old Maxwell Motor Corp. 
* * * 


Byron W. Sinclair 
FRYEBURG, Me.—Byron W. Sinclair, 
47, proprietor of Sinclair Sales & Service 
(Dodge), died Nov, 4. He was a resident 
of Fryeburg 14 years and previously had 
lived in Lewiston. 
* * - 


William R. Boyd Jr. 

TEAGUE, Tex.—William R,. Boyd jr., 
president of the American Petroleum Insti- 
tute from 1941 until he retired in 1949, 
died Nov. 6. He was 74. Mr. Teague joined 
API in 1920, a year after the group was 
formed. In 1946, the U. 8S. awarded him 
the Medal of Merit for his work as chair- 
man of the Petroleum Industry Council 
for National Defense in World War II. 

* * * 


M. Dean 

MINNEAPOLIS.—Ronaid M. Dean, 
service manager of Boyer-Gilfillan Ford, 
died Nov. 6. He had been with the firm 
since 1918. 

* * * 
Kurt Wittges 

COLORADO SPRINGS.—K urt Wittges, 
an executive of Adams Motor Co. (Cadil- 
lac) here, died Nov. 6 at the National 
Institute of Health, Bethesda, Md. He was 


. 


* * * 


H. S. Hightower 
AIKEN, 8. C.—Hiram 8. Hightower, 60, 
formerly associated with Motors Holding 
im Pensacola, Fla., died Nov. 7, He had 
been manager of Miller Buick Co., Baton 


Rouge, La. for the past four years, and 
was auditor for Tygard Buick Co, here. 
* * 7 
W., Kester 


AVA, Mo.—Rudy W. Kester, 52, operator 
of Kester Motor Sales Co. (Dodge-Plym- 
outh) since 1935, died of a heart attack 
Oct, 9. 


* * * 


Bernard Bedwell 
McMINNVILLE, Ore.—Bernard Bedwell, 
59, former official of A. A. Anderson 
t Co, and Fredericks Motor Co., 
of a heart attack recently. He also 
had been with Genera! Motors for 25 years. 
* * * 


R. G. Stockey 
PARIS, Tex.—R,. G. Stockey, secretary- 
treasurer. of Howerton Motor Co, 
died of a heart attack Nov. 3 


(Ford), 


Classified Want Ads 


MAKE A NOTE! 
Automotive News Classified Section 
for Issue of Nov. 30th 
Will Close Monday, Nov. 23rd, 


(One Day Early) Because of 
the Holiday. 


Get Your Ads In Early! 























HELP WANTED 


LARGEST MERCHANDISERS OF BUMP- 
ER GUARDS in the world seek repre- 
sentatives with sales and limited me- 
chanical experience to sell and install 
Bumper Guards on domestic and foreign 
model cars. We furnish sales data, in- 
stallation instructions and picture ma- 
terial, Excellent profit opportunity for 
anyone having facilities for installation. 
Write: Automotive Sales Co., 2201 South 
Michigan Avenue, Chicago 16, Illinois. 
WRITER—S ALES PROMOTION MAN. 
Successful automotive sales promotion 
ageney in Pennsylvania has fine oppor- 
tunity for an experienced writer, Man 
must be able to write sales brochures, 
training films and graphic aids for deal- 
ers and salesmen, and create promotion- 
al programs to sell new and used cars. 
Salary and profit sharing plan, Send 
resume to Box 917, c/o Automotive 
News, Detroit 7. 

AUTO SALESMAN—Opportunity unlimited 
selling our six famous makes: Lark, 
Hawk, Edsel, Mercury, Mercedes-Benz, 
GMC trucks and used cars, Steady posi- 
tion, active showroom, Salary plus com- 
mission, Box 918, c/o Automotive News, 
Detroit 7. 

WANTED: Man with experience on GM 
and Chevrolet trucks and with ability 
to handle personnel, Include resume, ref- 
erences and salary desired, Box 919, c/o 
Automotive News, Detroit 7, 




















Service Manager 


Well established northern Ohio Chevro- 
let dealer, with expanding service market 
(850 planning potential), has opening for 
executive-type service g 
full responsibility for large, spacious serv- 
ice department and body shop (union). 
Salary and performance bonus open. Send 
resume with photo to Box 904, c/o Auto- 
motive News, Detroit 7. 








fo assu 











a 


| 





HELP WANTED 


POSITION WANTED 


DEALERSHIPS AVAILABLE 








Earn $15,000 or More! 
Key Territories Open 


if Py are a top salesman now earning 
10,000, you can earn $15,000 or more the 
irst year as exclusive agent selling Childers 
Carports to car dealers, National advertising 
and direct mail support. No investment. 300 
car dealers already using. Agents will be 
— in these key territories immedi- 
ately: 


California Cleveland New York 
Florida Philadelphia New England 
Indiana Nebraska Georgia 
Tennessee Louisiana Alabama 
Colorado Kentucky 

Airmail your sales background with refer- 


ences to Bob Childers, Childers a Co., 
P. O. Box 7467, Houston 8, Texas. We will 
send you complete information immediately 
with names of recently appointed agents who 
are already proving what can be earned by 
men who can qualify. Our references: First 
City National, Houston; Dun & Bradstreet 
rating B+. 





BUSINESS MANAGER for General Motors 
dealer, 30 to 45, experienced in all 
phases of operation: Office management, 
daily operating control, heavy bookkeep- 
ing, expense control and credits. Good 
salary and percentage of profits, Replies 
confidential, Write Box 874, c/o Auto- 
motive News, Detroit 7. 





AUTOMOBILE DIRECT MAIL CON- 
CERN: Sales representatives — $7,000 
plus to start, Several openings, car nec- 
essary, exclusive territory, Excellent fu- 
ture. Box 911, c/o Automotive News, 
Detroit 7, 


BUSINESS MANAGER TRAINEE in Los 
Angeles area. Diversified, large dealer 
experience highly desirable with empha- 
sis upon technical skills and manage- 
ment potential, On the job training, 
leading to future business manager 

ibi Write full particulars, Box 











WANTED—SALES MANAGER for volume 
Oldsmobile and Rambler dealership with 
financial stability and low overhead in 
southwest, now grossing approximately 
two million dollars sales per annum and 
going into expansion, Excellent oppor- 
tunity for right person, Must be experi- 
enced, young, married, aggressive, with 
ability to hire, train and supervise sales- 
men, Send resume and recent photo- 
graph. All inquiries confidential. Box 894, 
c/o Automotive News, Detroit 7. 

AUTO PARTS MANAGER — Need man 
with Mercedes-Benz experience ‘to man- 
age large volume service station, $435 
a month to start. Write Box 920, c/o 
Automotive News, Detroit 7, 
ACCOUNTANT—Familiar with GM ac- 
counting, to handle small office, Excel- 
lent salary and fringe benefits, Detroit 
suburban Chevrolet dealer, Box 929, c/o 
Automotive News, Detroit 7. 
ACCOUNTANT familiar with GM t- 











resp lity. 
930, c/o Automotive News, Detroit 7. 


TRUCK 
SALESMAN 


Excellent opportunity for advancement 
with Boston area Heavy Duty Truck 
organization—Multi-Branch operations. 
Send complete record of qualifications, 
positions held, previous earnings and 
salary expected. 





Box 914, c/o Automotive News, 
Detroit 7. 











ing. Chicago Pontiac dealer, Box 892, c/o 
Automotive News, Detroit 7, 


MEN 
TRAIN NOW 


For Good Paying Jobs 
In 
America's Fastest Growing 
Multi-Billion Dollar 


JET 
ROCKET - MISSILE 
INDUSTRY 


This new Dynamic Field offers a 
Big Future for trained men. If 
over (18), had some high school, 
no previous experience needed. 
Send for free information booklet. 


Mail Coupon Today 











AMERICAN JET SCHOOL, Inc. 








Post Office Box 87, Dept. J. 7 
| Lansing 12, Michigan. 














MANUFACTURERS’ 
car distributor, European, 30 years, mar- 


REPRESENTATIVE, 


ried, children. Born and brought up 
among cars, Experienced in manufactur- 
ing, distributing and retail operations for 
cars and parts. European ‘‘grundlich- 
keit’’ and ‘‘finesse,’’ combined with 
American volume methods have shown 
results, Presently sales manager leading 
parts importer, nationwide (if not world- 
wide). Following and connections among 
car and parts people, Seek executive 
position with importer who intends his 
cars to stay, even if they are compara- 
tively, or even brand new, to this coun- 
try. If his organization not only has 
room, but needs a man with experience, 
honesty, talent, pep and lots of enthusi- 
asm, if he is ready to pay $10,000 and 
a bonus based on output, he can receive 
references and all info by describing 
position and remuneration to Box 931, 
c/o Automotive News, Detroit 7. 





ACCOUNTANT—SENIOR; business man- 
ager caliber, accustomed to fast opera- 
tion, Will relocate. Howard Berry, 18299 
Greenfield, Detroit 35. BR 3-6333. 


BUSINESS MANAGER — Accountant, ex- 
perienced all phases of dealership, Can 
operate an efficient office. Interested in 
permanent position with well financed 
dealership, Box 922, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER—38, 








family man, 











| 
! 
! 
| 
| 
| 
| 
| 
| 
| 
ad 





| Name 14 years’ experience, complete knowl- 
| edge all phases of business including all 
| Address ___ financial and operating reports, Excel- 
lent references. Box 923, c/o Automotive 

| City News, Detroit 7. 
| SERVICE MANAGER—GM, Well qualified, 
State Age best references, 37 years of age. Prefer 


east coast. Box 924, c/o Automotive 


News, Detroit 7. 





ACCOUNTANT - OFFICE MANAGER: 
Thoroughly experienced General Motors 
—Motors Holding accounting. Well qual- 
ified, highly recommended, Prefer Florida 
east coast. Box 921, c/o Automotive 
News, Detroit 7. 


CARS, TRUCKS DELIVERED, Anywhere. 
Rubbish, ambulance, etc, Tow-bar, 3-way. 
Carl’s, 6381 Ellsworth, Detroit, UNiver- 
sity 2-4895, 


DEALERSHIPS AVAILABLE 


SKODA 


Europe’s 
Beauty Winner 
Now Here 
To Win Profits 
For You 


Featuring 
World's Finest 
Convertible 


Chosen as World's Most 
Beautiful Car, Wiesbaden, 
Germany—Sept., 1959 


% 4-Cylinder Engine 

% 40.36 Miles Per Gallon 

% Twin Carburetors 

%& 4-Speed Gear-Box 

% Cruises at 80 Miles Per Hour 
%& Swing Rear Axle 

% Coil Spring Suspension 


% Extra Accessories 
at No Extra Cost 


GOING LIKE ‘60 


Franchises Available 


Illinois, Wisconsin, Ohio, 
lowa, Michigan, Indiana, 
Minnesota, Missouri 














MARTIN J. KELLY, INC. 
DIRECT IMPORTERS 
441 EAST OHIO STREET 
CHICAGO 11, ILLINOIS 
MOHAWK 4-1200 





TEXAS — HANDLING GM AND AM. 
Small, well located dealership, annual 
sales around $1,000,000, One-half Corpo- 
ration stock available — approximately 
$35,000 to active, factory approved 
owner-operator, Present 100% owner has 
other time consuming interests, Send full 
particulars to Box 869, ¢/o Automotive 
News, Detroit 7. 





AGENCY HANDLING RAMBLER for 
sale, long established, excellent service 
business. Located in resort city in New 
Jersey. Box 909, c/o Automotive News, 
Detroit 7. 

VERY SMALL DEAL HANDLING CHEV- 
ROLET near big city—Kentucky, Ap- 
proval required. Box 867, c/o Automotive 
News, Detroit 7. 








DEALERSHIP HANDLING DODGE, Dar 
and Dodge trucks with 200 to 300 car 
potential, Located in San Francisco Bay 
area, Few facilities in any location of 
comparable quality, Under present own. 
ership and management 28 years. Will 
sell at actual inventory, Also would con 
sider partial financial interest for 
party, Building and facilities availabe 
for long term lease. Box 928, c/o Auto 
motive News, Detroit 7. 

ESTABLISHED DEALERSHIP handling 
Buick, Opel and Rambler in northeastern 
Pennsylvania, 150 car potential, located 
in the county seat. Consistently profit- 
able, an excellent opportunity for right 
person, Must move quickly as I plan 
to take on larger franchise. Box 900, 
c/o Automotive News, Detroit 7. 
HANDLING DODGE, DART, CHRYSLER 
and Imperial in central Michigan. Com- 
plete with two used car lots, 600 per 
year potential. In 1955 sold 650 new cars 
and 800 used; in 1958 sold 300 new and 
750 used, Can buy-in or on buy-out. 
Owner has other interests, Box 880, ¢/o 
Automotive News, Detroit 7. 


SMALL DEALERSHIP now handling Ford, 
Mississippi. Inventory parts, fixtures, 
equipment around $25,000. Write Box 
889, c/o Automotive News, Detroit 7. 


DEALERSHIP WANTED 




















CADILLAC-OLDSMOBILE 
Dual 
Deal Located on Long Island or 
Northern New Jersey 
Will take over your productive per- 
sonnel, Pay all cash and buy your real 
if required. Factory approval 
strictly confidential. 


estate 
assured. Replies 


Reply: G. M. Dealer, Box 883 


c/o Automotive News 
Detroit 7, Michigan 





















WANTED TO BUY—AT ONCE, by individ- 
ual, Chevrolet or Ford dealership, 900- 
1,800 car or with potential of that 
many. Have cash for any size—no fi- 
nance company or borrowed money in- 
volved, Will make straight out purchase 
your terms, if reasonable, Factory ap- 


proved, Must be southwest, All replies 
in strict confidence; will not contact 
anyone except you, Send information 


where I can quietly reach you, Your 
opportunity to retire. Box 925, c/o Auto- 
motive News, Detroit 7. 





WANTED 
Ford or Chevrolet Deal 


Southern area, 1,000 units up, Ample capital 
Factory approval assured 
Detroit 7. 


Box 927, c/o Automotive News, 





DEALERSHIP WANTED, All replies con- 
sidered and confidential, Unique retire- 
ment plan or cash purchase, Box 926, 
c/o Automotive News, Detroit 7, 





GM, FORD, RAMBLER 
AGENCY 


in midwest area, including Chicago suburbs. 
Pay your price plus some blue sky for profit- 
able deal. Lease or buy facilities for cash. 
Have factory approval. Box 910, c/o Auto- 
motive News, Detroit 7. 


' 











BUSINESS OPPORTUNITIES 











AUTOMOTIVE 


Suite 681, 2040 W. Wisconsin 





DEPARTMENT 
DISCOUNT DEPARTMENT STORE 


One of America's great discount department stores will open in 
Milwaukee, March, 1960. Automotive accessories department 
is available for lease. Top associated operations. This is an ex- 
cellent opportunity to participate in exceptional money making 
opportunity in an outstanding location. If you are presently op- 
erating an automotive accessories department, store, or jobbing 
business, and are interested in expansion, contact: 


GREATWAY SHOPPER'S WORLD 


ACCESSORIES 


Ave., Milwaukee 3, Wisconsin 
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DEALER SERVICES 











— 


MISCELLANEOUS 


A AR EES IELTS 
BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.B. Factory Net) 


$52.35 Fed. Tox included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE | 


CARS FOR SALE 


1960 Volkswagens 
and Fiats 


Immediate Delivery 


NEW YORK OR MIDWEST 


New car dealers! Fill up your depleted 
stocks with Volkswagens. 


U. N. TRADING CORP. 
277 Clinton Ave., Newark, New Jersey 
ESsex 1-2880 


DEALER SERVICES 


163 


CAR DEALERS 


Can’t Be Wrong 


Those Were Liquidated by Us 
In 1958 With Our Quick 
Competent .. . 


A-U-C-T-1-O-N Service 
We offer a complete auction service, 
including advertising, arranging and 
tagging your equipment. 

References: Ask those for 

whom we've sold. 


DEALERSHIP WANTED 
: 


ANXIOUS TO RETIRE? Young b 
man desires buy-in or buy-out, profitable, 
established dealership wherein owner will 
remain reasonable time until have auto 
experience. Have cash up to six figures. 
Box $13, c/o Automotive News, Detroit 
7. 


—— 











Give Faster 


Customer Service 
SEE PAGE 68 





DEALER SERVICES 


ANNA 
BHAVE CREW, WILL TRAVEL! 


ially trained ALLIED men give you... . 

Certified physical inventories of parts, 

accessories and equipment. 

Model year reports for 

end return parts plan. 

Bin space for new model parts. 

® Reports for dealer terminations. 

@ Certified reports for tax, insurance and 
bank 

















Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . , . because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 





obsolescence 





















































































































e refinancing. : 
Dart The Service That Counts TONY THORNTON 2. We make auto loans finance, or re- CARS WANTED With Universal Swivel 
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you the factory invoice prices of all 1960 Headlini $12.50, Free ta- 
"we : Pp 6 deen Lioyd cars and trucks, Greene County $72.20, Head UcE. 12 Buiote Severt 
, Haas ge me gage Cars, , we Motors, Catskill, New York, Phone: 2000. logue. BIG BUCK, ott, verly, 
a ucks, a a eir equipment. Us y ’ 
| dealers and banks nationwide. Order your CHEVROLET PARTS, antique or classic. PIGSKIN LEATHER BACKED KEY 
» "60 edition today for only $10—three year| Govractimar Box 51, Thompsonville, | "OBS, depicting British cars, Chrome 
il. subscription $18 (including all suppl ts). finish, Agents or stock holders required 














ERTZ! 

















AUTO COSTS, Box 224, Dept. 6, New York I, 
N. Y. 





LLOYD PARTS—Orders shipped promptly. 
Al Lioyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


GOLIATH PARTS—up to 60% off, Joe 









































covering the U. S, A, Commission 10%. 
Enquiries invited for enamel badges. 
Premier Badges Ltd., 47, Victoria Street, 
London, 8, W. 1, England. 
























































Fisher, Portland 9, Oregon. EMBOSSED BUSINESS CARDS, $3.95, per 
1,000, Free deli nywhere in U. 8. A. 
a H. K. Williams, Manager eee tena ee ae eens Te | gametes available. Box 903, ¢/o Automo- 
/id- HOME DETECTIVE CO., INC. ventory $40 Wil ner.” Ray" Del] _ tive News, Dero 7 
100- * 37 Years operating a complete nero F, Row See. 2 E, CLASSIO CARS FOR SALE 
hat Late-model cars are available to used car LOCATOR” P a a RD COUPE Only D5-c00-actasi 
hout, mohai 
= dealers now. A Hertz office near you may REPOSSESSION SERVICE holstery like ‘new, Wire wheels, Perfect 
. Sea’ . "7 0 condition. Don Hickey, Norton Buick 
ies have the car you’ve been looking for! Sresen heeks, dnsoan thant, tap entone: SCHOOL BUSES Company, 117 N.W, 13th St., Oklahoma 
- pe sa eo i hg Dh ay tn We still have 15 International, 60-passenger city, Oe 
ion 4 rates on financed, leased, re autos, ' : 1926 Ch let sed Lik 
our Hertz has Chevrolets, Pontiacs, Fords, mobile aeeses, ae Le Fast, daily || units. Can be altered to any State specifica- gy ag B throughout. les thee 
° . ® servic er 'o ra mp s—On —Original 
Oldsmobiles, Plymouths, Buicks, Cadillacs — Lejeune, NS. Wilmington and ait’ tions. tires “and tthe, $050 “sill” McCormack 
‘ > ° ‘ , 2. n " ana. 
aaa! wagons...convertibles—all featuring automatic || pr 2.2034, BR 53757, Greensboro, N. C. Frank T. Mee, Jr. Chevrolet, Inc. New Haven, Indians 
transmissions, power steering, radios and SAFETY PRODUCTS, INC. SHOP EQUIPMENT FOR SALE 
. 655 Bridgeport Ave. Milford, Conn.|} SUN GENERATOR AND REGULATOR, 
heaters...many with power brakes. CARS FOR SALE TRinity 4-6785 tested Serial 1308, Model GRT-1, 6-12 
tal — ee ee Lincoln 
? Low mileage 1958 and 1959 models now available plist hem tt — 
SHOP EQUIPMENT WANTED 
1. at Hertz offices across the country. VOLKSWAGENS AUCTION SCHOOLS BRAKE DOWN LATHE in good condition. 
Sedans. Convertibles, Ghias BE AN AUCTIONEER—World’s largest Lincoln Way Motors, Massillon, Ohio. 
— Ka <i an Ghia Sineatiilins sohGel. internationsly Jeccgntaes di- 
° e . = r oma, Fr catalog. i Aucti Col- 
| For more information call your local Hertz office 59 "60 le Mun Cyt ion SEE PAGE 46 
- seal 
6, : DECAL TRANSFERS 
Mr. I. E. Spatig Buses—Deluxe Buses TRUCK DECALS: Durable, brilliant col th ‘ 
Pha ; een : : . nation's 
= OR @ Hertz Car Leasing Division Wholesale—To Dealers cosh ae te oy, apeciteations, Low ein cae AUCTIONS 
CONTACT: 125 N. Wabash, Chicago 4, Ill. Witte er éalt Allied Decals, Inc., 8356-9 Hough, Cleve- 
Tel. DE 2-0420 a 
. % CULBERTSON USED CARS 
bs. 5621 Clinton Dr., Houston, Texas 
fits Phone: WAlInut 1-4939 ‘CR memes em emer KRSM FA —— 
~ (Will ship to all ports.) N S h . e 0 r 
= ALL BODY STYLES | 
w n Send Automotive News to Address Below 
IMMEDIATE DELIVERY—1960's - 1959's - 1958's Volkswagens 
























REVOLUTIONARY PLAN 


1960 SEDANS AND SUNROOFS 
1959 SEDANS AND SUNROOFS 
1958 SEDANS AND SUNROOFS 

DELIVERED TO ANY EAST COAST OR GULF COAST PORT, 






$1,459 
$1,239 
$1,139 






















































1960s - 1959s 
IMMEDIATE DELIVERY 


Ghias, Buses, 
Convertibles 


Auto Schreck, Inc. 











U. S., Canada and U. S. Possessions 


All Other Countries — One Year $13 [] or Two Years $22 [] 








FREIGHT, INSURANCE, ETC. PAID—PRICES SLIGHTER HIGHER 25 Beaver St. Webs reeecvanceessaubecsseusaneewedess eee ceeeccccescees SEerererer rrr rr 
WEST COAST—BANK AND TRADE REFERENCES EXCHANGED New York 4. N. Y. eee eee ere eee ere ee eee ee eee eee eee eee eee eR eee eee eee eS ee . eeenee 
ALSO AVAILABLE Whitehall 3-8120 | 
2A Mour Services «TE Ec wcwcesscecccce coccccvcccceesegccoseecese condavess aus socevenceensne 
MERCEDES @ PORSCHE @ OPELS Eee said se 
WRITE, PHONE OR WIRE ; City eecercesccceseed eee erccccces cceeesed feawees. Se ctantecnsaeen 
CIRCLE DISCOUNT CORP. VOLKSWAGENS TRADE CONNECTION: 
; 4505 WISCONSIN AVE. N. W., WASHINGTON, D. C M 2-7000 1960 Sedans and Sunroofs. Fully Americanized. | | Car Dealer [) Truck Dealer [1] Manufacturer [1] 
t! U.S.A. AGENTS FOR Immediate delivery from stock in the midwest. | Jobber [] Insurance [] Financial [J Supplier 1 
4 RUDI ARONS INTERNATIONAL AGENCIES GmbH | ; 
HAMBURG, GERMANY—CABLE ADDRESS, RARONS, HAMBURG LEEDS MOTORS j Make of Car......+... seis oc deubens dibuntichson en Wein cdenienaael 
Evansville, Indiana GR 6-6900 L ’ 11-16-59 
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| 

| 

| 

| 

| 

| One Year $9 [] or Two Years $16 [] 
| 

| 

| 

| AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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